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State of the Nation’s Economy: 
Up 

' Freight Loapincs—Totaled 700,108 

vars for week ended March 14, or) 


"5,092 cars more than the previous | 
eek. 


Exports—U. 8S. shipments 
» abroad in January were valued at 
»$1,275,200,000, about $21 million 
“more than in January, 1952, ac- 
cording to Department of Com- 
merce. Compared with December, 
phowever, exports were down 
about $114 million. 


* Evectric Power—Amounted to 8,- 
38,032,000 kilowatt hours last week, 































‘ike period in 1952, and 8.8 percent 
‘bove the preceding week. 


Business Loans — Federal Re- 
serve Bank reports a $213 million 
-rincrease during week ended 
» March 11. 


* Bank Deposirs—Were at a record 
$188 billion at the end of 1952, ac- 
sording to ghe Federal Deposit In- 
“surance Corp., against $178 million 
ia year before. 


record $66 billion Jan. 1, according 
‘to the Institute of Life Insurance. 
This was $8.5 billion more than at 
the beginning of 1952. 


VEHICLE Output —It is estimated 
by Automotive News that last week 
169,604 cars and trucks were pro- 
duced against 159,354 the previous 
week. 


* * * 


Down 


Business INDEX — The New York 
Times barometer for week ended 
March 14 dropped to 186.5 from 
186.7 in preceding week. 


Bank Cuearincs—A mounted 
last week to $19,450,011,000, ac- 
cording to Dun é& Bradstreet, 
against $19,568,121,000 a year be- 
. fore. 

Commopity INp—Ex—Bureau of La- 
bor Statistics reports that whole- 


0.5 on March 17 from 90.8 on 
March 16. The index a year ago 
stood at 100.9. 


Reta Foop Prices—Beef dropped 
| percent in February, while meat, 
youltry and fish prices sank an 
average of 2.1 percent between 
Jan. 26 and March 2. 


Foop Prices— For the first time 
nm seven weeks, wholesale food 
yrices dropped. A decline of one 
rent to $6.41 was registered by Dun 
& Bradstreet’s index. A rise of 29 
tents during the preceding seven 
' weeks was shown. Wholesale food 
yrices are still 7.6 percent above 
» che pre-Korean level. 


* * * 


General 


U. S. PopuLation — Estimated at 
158,657,000 on Feb. 1, according to| 
che Bureau of the Census. 


Lire INsurance—Reached aj} 


sale commodity prices decreased to} j 
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fan increase of 9.8 percent over the 7G, 





Edgar F. Kaiser 
... bolsters K-F bid 
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Ward M. Canaday 
... heads subsidiary 
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Chrysler Cuts Prices, 
Other Makers Holding 


By Bob Sheldon 
Associate Editor 
SWEEPING reduction in Chrys- 
ler Corp. car and truck prices 
last week found other makers un- 
willing to follow suit—at least at 
present. 

Ranging from about $15 to $290, 
and affecting 49 of the corpora- 
tion’s 53 passenger-car models, 
the cuts were made possible, said 
President L. L. (Tex) Colbert, by 
a 32 percent increase in car and 
truck production, and sales ex- 
ceeding those of last year by 
more than 50 percent. 

Dealers will be reimbursed for 
cars in stock. 

Colbert’s announcement was fol- 
lowed immediately by a flat state- 
ment from General Motors Presi- 
dent Harlow H. Curtice that “no 
price change is contemplated by 
General Motors.” Curtice indicated 
that Chrysler’s reduction was to 
get in line competitively. Similar 
comments were voiced officially by 
Ford Motor Co. and virtually all 
the independents. 

* + * 

ADA’s President Robert S. Arm- 

acost wired A. vanderZee, sales 

vice-president of Chrysler Corp., 
as follows: 

“Actions speak louder than 
words. The announcement yes- 
terday by Chrysler Corp. is in- 
deed commendable, especially 
since it parallels the expressed 
thinking of your dealer councils. 
“Chrysler product dealers will 

now approach with enthusiasm the 
period ahead and I am sure will 
demonstrate to you the wisdom of 
the action.” 

x * * 

N ADDITION to lower price tags, 

most of Chrysler Corp.’s Plym- 
outh, Dodge, DeSoto and Chrysler 
cars will be enhanced by the in- 
clusion of additional trim items as 
standard equipment. 

The company’s job of price cut- 
ting was so thorough that it even 
took in three models of cars that 
have not yet been publicly an- 





K-F Bringing Out 
‘Price-Leader’ Model 


DETROIT.—K-F, it is learned, 
will soon bring out a line of 
“Carolina” models, These cars 
will be stripped down versions 
of the Kaiser DeLuxe. They are 
expected to be priced at more 
than $100 below Kaiser DeLuxe 
models, 





nounced—two six-cylinder Dodge 
Coronet sedans and a Chrysler 
Custom Imperial luxury hardtop. 

Dodge trucks were dropped an 
average of about $40 at the factory 
retail level. Prices on optional car 


Output Heads Toward Record Half 


AR and truck production in 

U. S. plants made another 
assault on record 1950 levels last 
week, with 169,604 units rolling off 
assembly lines, according to 
Automotive News estimates. 

There was still plenty of room 
to climb to some 1950 weekly 
totals, but last week’s production 
performance was easily the best 
in more than two years. 
Making up last week’s total 

volume were 138,144 cars and 31,- 
460 trucks. The previous week’s 
output of 159,354 vehicles, held 
down by labor trouble at Dodge, 





was comprised of 128,639 cars and 
30,715 trucks. 
* * = 

O FAR this year, U. S. plants 

have turned out an estimated 
1,465,062 cars and 332,008 trucks— 
a total of 1,797,070. At the same 
point in 1952 there had been only 
972,067 cars and 311,710 trucks built 
—a total of 1,283,777 units. 

Thus, at the end of last week 
this year’s car output was run- 
ning 50.7 percent ahead of 1952, 
while truck production showed a 
6.5 percent gain. 


Meanwhile, the outlook is for 


greater production volume in the 
immediate weeks ahead. There is a 
strong possibility that car makers 
may rack up the best first-half 
production total in automotive 
history. 
* + 

Tee Big Three in particular are 

raising their car production 
sights. Ford, for example, plans to 
be turning out 5,500 Ford cars a 
day before the end of June, as 
against a daily schedule of 4,380 
at present. 

Chevrolet set the pace for a 

(Continued on Page 35, Col. 1) 


equipment will remain the same 
except for power steering, which 
was reduced to $177.35 from $198.90 


by the two divisions which offer it | 


—DeSoto and Chrysler. 


Colbert indicated his belief that 
the general price slash, “coming as 
it does at the approach of the peak 
spring automobile-buying season,” 
would help obtain for Chrysler- 
built products “a greater share 
than ever before of the market in 
all price classes.” 

a 


+ * 
T= only cars not affected by the 
revision in prices and trim 


schemes were four offerings in the 
Chrysler division’s top-drawer Cus- 
tom Imperial and Crown Imperial 
lines, 

The price gap between Plymouth, 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


169,604 


159,354 


124,039 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 35. 








By Bernie Thomas | 
Associate Editor 

EACTION in the auto industry 

last week was that the real 
significance of the Kaiser-Frazer- 
Willys merger may not be fully 
apparent for perhaps five years. 

Aside from the obvious “mar- 
riage-for-money” aspects, many 
observers read implications of 
“Big-Four ambitions” into the 
venture. If so, it was said, the 
next few years would bring sig- 
nificant trends along these lines: 

1. The knitting of K-F and Willys 
dealer bodies into a united selling 
organization. (No immediate action 
is expected along this line, because 
it is presumed there may be certain 
tax advantages in continuing K-F 
and Willys activities under separ- 
ate banners.) 

* * ” 
DEVELOPMENT of a broader 

* line of vehicles, upon which 
“Big Family” production economies 
could be realized. (Present K-F 
and Willys vehicles will make such 
economies possible immediately, 
but in relatively small measure.) 

K-F’s competitors were agreed 
last week that the Kaiser family, 
instead of throwing in the towel 





Financial Steps Involved 
In K-F - Willys Deal 
Following are the financial de- 
tails in the acquisition of Willys- 
Overland by Kaiser-Frazer Corp., 
subject to approval Apr. 24 by 
Willys stockholders: 
l KAISER MFG. CORP., wholly- 
* owned K-F subsidiary, will pay 
an estimated $62,300,000 to purchase 
Willys property, inventories, plants, 
(Continued on Page 30, Col. 1) 





K-F Buys Out Willys 


Broader Lines, Consolidation of Dealer Bodies 
Seen as Long-Range Possibilities 





on the one hand, and Chevrolet and 
Ford on the other was narrowed 
by a reduction in all Plymouth 
prices. 

Plymouth’s Cambridge and 
Cranbrook sedans were reduced 
about $76 and $61, respectively, but 
still are priced above some simi- 
lar models offered by the other 
Big Three divisions. However, $88 





For other makers’ comments 
on the Chrysler price cuts, see 
page 37, today’s issue. 





cuts in Plymouth’s hardtop and 
convertible coupes now put them 
below corresponding cars offered 
by Ford. 

As standard equipment, all Plym- 
ouths will carry bumper guards, 
while Molding Packages 1, 2 and 
3 will De furnished with the Cran- 
brooks, 

* * * 

a= Dodge prices were lowered 

$57 to $199, including $85 re- 
ductions on two sjx-cylinder models 
which have yet to make their 
debut. The latter cars, a four-doer 
sedan and a club coupe, will be 
added to the Coronet series, which 
up to now has consisted only of 
cars equipped with Dodge’s new 
V-8 engine. 

Chrysler Corp. let the cat out 
of the bag concerning the Coro- 
net sixes when it issued a press 

(Continued on Page 37, Col. 1) 






in their battle to win a niche in 
the auto industry, have picked 
up a new gauntlet and are run- 
ning more determined than ever. 


Feeling is strong that K-F will 
benefit greatly from the services 
of Ward M. Canaday, R. R. Rausch 
and other Willys officers over the 
next two years. As chairman-presi- 
dent and vice-president, respec- 
tively, of the new Willys Motor 
Corp., Canaday and Rausch will 


(Continued on Page 30, Col. 1) 


Top Cars 

New-car registrations for one 
month, plus 24 states for Febru- 
ary: 
1953 Pos. 
1—107,403 
2—107,130 
3— 64,367 
4— 41,010 
5— 38,213 
6— 30,227 
I— 28,721 
8— 26,951 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Nash 
Chrysler 
Stude. 
DeSoto 
Cadillac 
Pavkard 
Hudson 
Willys 
Lincoln 
Kaiser 
Henry J 
MG 
379 Austin 

84 Allstate 


Total All Makes 
553,507 436,607 
For further details, see page 
22, today’s issue. 


1952 Pos. 
97,323— 1 
57,771— 2 
56,126— 3 
34,744— 4 
30,595— 5 
24,564— 6 
23,203— 7 
17,539— 9 
13,540—I11 
13,631—10 
21,856— 8 

9,425—12 
7,419—14 
6,414—15 
7,922—13 
2,614—18 
1,492—19 
4,015—16 
3,201—17 

466—21 

489—20 

115—22 


9— 18,309 
16,300 


14,684 
12,664 
11,991 
9,363 
7,582 
6,181 
3,885 
3,476 
1,730 
679 
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Many Now Require One-Third Down on New Cars .. . 


Credit Firms Tighten Terms 


By Ed Janicki 
Staff Writer 

AJOR finance firms and banks 
in Detroit last week started to 
tighten the vise a few more turns 
on consumer credit sales plans and 
dealer floor planning policies, it 
was learned by Automotive News. 
The competition between finance 
companies and banks rivals the 
production battle for “good credit 
risks,’ and loan applications face 

more careful scrutiny than ever. 


Dealers’ used-car inventories, in 
particular, are being put under 
the microscope by finance insti- 
tutions. One large installment 
house in Detroit, which handles 
some 200 new and _ used-car 
dealers, said it is not taking on 
any additional dealers and that 
it has pared its floor-planning 
limitations on used cars about 10 
percent. 

Many firms are notifying dealers 
that, effective immediately, a one- 
third downpayment would be re- 
quired on new cars, with 24 months 
to pay the balance. The same fi- 
nance companies had been accept- 
ing one-fourth and 30-month terms. 

+ * + 

HILE there has been an up- 

ward trend in credit in general 
during the past 10 years, some of 
the finance houses are complaining 
that they haven’t been getting 
enough auto retail support. This 
feeling is shared especially among 
the smaller finance firms and 
banks. 


Pointed out one finance official: 
“We're being careful on financing 
older cars. The finance business is 
becoming hazardous. With the 
used-car market dropping and re- 
possessions on the increase, we 
ean’t afford to take as many 
chances as we used to.” 


Most firms feel that they have 
.too much money tied up in autos. 


Most firms have been advancing 
between 60 and 75 percent of the 
total wholesale value on used cars, 
and 100 percent on new cars. One 
finance house, however, which 
carries more than 250 dealers, 
mostly new car, has adopted a 
cautious attitude toward  inde- 


Hudson Reports 
$8,307,847 Net 
After 51 Loss 


DETROIT.—Hudson Motor last 
week reported a consolidated net 
income of $8,307,847 for 1952 after 
all charges, including interest, de- 
preciation, and Federal, state and 
foreign income taxes. A. E. Barit, 
president, in the annual statement 
to stockholders, said that the profit 
is equivalent to $4.15 per share. 

The 1952 profit compares with a 
net loss of $1,125,210 after a tax 
carry back of $2,183,485 for 1951. 

Sales volume, including defense 
contracts, totaled $214,873,982 for 
1952, compared with $186,050,832 for 
the previous year. Defense opera- 
tions, including facility installa- 
tions, totaled in excess of $24,000,- 
000 


At the close of 1952, working cap- 
ital totaled $45,468,796, compared 
with $46,701,189.56 at the end of 
the previous year. 


During the year, the company 
paid $3,000,000 of its bank loans, 
$1,000,000 of which was due in Janu- 
ary, 1953, but was paid in Decem- 
ber, 1952. This leaves a balance of 
$2,000,000 of which $1,000,000 is pay- 
able on July 6, 1953, and $1,000,000 
on January 6, 1954. 





Chevrolet Takes Over 


Sales Lead from Ford 


DETROIT.—Chevrolet has re- 
gained top spot in new-car sales 
for 1953, according to a report 
last week from R. L. Polk & 
Co., covering 24 states reported 
thus far for February. 

Chevrolet’s lead was only 273 
cars, according to the report, but 
a week earlier, Ford had led 
Chevrolet by about 3,000 cars. 
Totals were Chevrolet, 107,403; 
Ford 107,130. 






















pendent makes. Although it puts 
up 100 percent for 1951-53 cars of 
the Big Three, it is forwarding 
only 90 percent on all other makes 
of the same years. 

* * * 


HE same firm is less liberal on 

used-car loans. It allows the 
Big Three up to 90 percent on 
models beyond 1951 and 80 percent 
on the same year cars for the 
independents. 

“A dealer must be well capitalized 
now to be able to survive the 
pressures around him,” commented 
Paul Graves, executive vice-presi- 





dent for the Detroit Auto Dealers 
Assn. 

“He must have his house in order 
and be able to stand up on a sound 
basis if he wants to maintain his 
line of credit.” 

Many reputable dealers feel 
that tighter floor planning terms 
will “ferret out the slipshod oper- 
ators who can’t stand on their 


Sloan Winds Up 
Testimony in 


DuPont Trial 


By George Barclay 
Staff Correspondent 

CHICAGO.—Denying again that 
E. I. duPont de Nemours & Co. and 
General Motors had entered a con- 
spiracy 36 years ago to favor the 
duPont firm in buying supplies, 
Alfred P. Sloan jr., board chairman 
of GM, wound up his two-week 
long testimony at the antitrust 
trial in Federal Court. 

“I have never heard of such 
agreement or understanding or 
conspiracy,” said Sloan, He ad- 
mitted that he had pushed the 
buying of Duco, a new car finish 
developed by duPont, but said 
his only motive was in improving 
the quality of GM cars. 

Sloan added that he had always 
made a practice of pushing tech- 
nical improvements in autos, such 
as four-wheel brakes, front-wheel 
springs, six-cylinder cars in the 
low-price field and moving the gear 
shift under the steering wheel. 

Asked by Government attor- 
neys to explain a letter he wrote 
27 years ago, describing himself 
as “a member of the duPont fam- 
ily,’ Sloan said he had used the 
expression “family,” only from a 
standpoint of “community of in- 
terest” with the duPonts so far 
as GM affairs were concerned. 
The letter dealt with questions 
which had arisen in the develop- 
ment of Ethyl gasoline in the 1920s. 

A major question in the letter 
concerned the price of tetraethyl 
lead, gasoline anti-knock compound 
made by duPont. In the letter, 
Sloan said he would be satisfied 
with the duPont price, knowing it 
was in the interest of the duPont 
firm to get it as low as possible. 

The letter then said: 
other hand, you must recognize 
that I am essentially, or at least 
believe and hope I am, a member 
of the duPont family and having, 
rightly or wrongly, formed this as- 
sociation with our friends the 
Standard Oil Co. of N. J., and they 
know my position, it places me in 
a@ very embarrassing situation, and 
I have felt therefore, that I could 
help more in an indirect way by 
keeping my mouth shut.” 

Elaborating on the quotation, 

(See DuPONT, Page 31, Col. 1) 


P. R. Award for Alabama— 


at the last convention in San Francisco. 


“On the| | 


own two feet” in the face of a 
tighter market. 

Of course, many dealers who 
have been advised of new credit 
financing plans, viewed the situ- 
ation as another blow to sales. Said 
one: “Regulation W went out of 
the hands of the U. S. into the 
grips of finance companies, which 
are making up their own rules. 
We don’t like it a bit, but what 
can we do?” 

* * * 
USTING credit is the surest 
way to start another de- 
pression,” declared another dealer. 
“You'll have stockpiling of cars, 
and production will have to be 
curtailed.” 

About 70 percent of new cars 
bought today are purchased on 
credit, many dealers believe. It was 
estimated recently by the National 
Industrial Conference Board that 
the percentage of cars bought on 
credit up to 1951 had increased to 
47 percent from less than 20 per- 
cent in 1946. 

It is estimated that auto fi- 
nance paper rose to $5,190,000,000 
by the end of 1952. This was more 
than four times the 1939 amount. 

With mass production and distri- 
bution made possible through mass 
financing on credit, installment 
buying is good, “provided there is 
not too little down and too long to 
pay,” the National Automobile 
Dealers Assn. pointed out recently. 


‘Wheel & Deal’ 
Sales Blamed 
On Car Makers 


PROVIDENCE. — Sales methods 
used by Cruse Motors, Inc., of 
Providence, were encouraged by 
auto manufacturers, and in some 
cases attempts are even made to 
force them on dealers, the Cruse 
attorney told the State Automobile 
Dealers Licensing Commission at 
the continuation of the hearings 
reported in Automotive News last 
week. 

The wheel-and-deal selling test 
case is being heard on complaint 
of the Better Business Bureau 
which accused the Dodge-Plymouth 
dealer of misleading advertising 
and selling techniques. 






By Bob Sheldon 
Associate Editor 

UBILANT delegates to the UAW- 
CIO convention in Atlantic City 
last week threw their support be- 
hind Walter P. 
Reuther’s propo- 
sal that the union 
place a guaran- 
teed annual wage 
“at the top of our 
collective bar- 
gaining agenda.” 
In committing 
itself on the is- 
sue, the union 


acted in the be- 
lief that the 
guaranteed 
wage scheme “is the most basic 
demand we’ve ever made and 
therefore the biggest struggle for 


Walter P. Reuther 





Frank R. Broadway (right), executive vice-president of the Alabama Automobile 
Dealers Assn., receives a national award in recognition of the group's public relations 
program from Thomas J. Deegan jr., chairman of the jury for the National Public 
Relations Assn. The Alabama group also received a NADA public relations award 


Convention Backs Reuther 


UAW Supports Annual Wage Program, 
Drive Against Leftists 





—— P 


Plan NUCDA Convention— 


Members of the steering committee of the National Used Car Dealers Assn. met in 
Detroit last week to plan for the next annual convention, Oct. 7-9 in Biloxi, Miss., and 
to activate other association programs. Shown (from left) are Lovis A. Geller, secretary, 
Akron; Arthur M. Waterman, vice-president, Portland, Me.; R. W. Workman, vice. 
president, Lubbock, Tex.; Ray Hayward, president, Omaha; James C. Downing, chair. 
man of the board, Atlanta; Ray Miles, vice-president, Norfolk, and Irv Rubin, treasurer, 
Cleveland. Also present at the meeting were Yale Simons, Detroit, chairman of the 
Public Relations committee, and Margaret Corell, executive secretary. 

* + + * 


Industry Relations Group 
Set Up by NUCDA 


DETROIT. — Meeting here last 
week, the steering committee of 
the National Used Car Dealers 
Assn.: 

1. Set the group’s annual con- 
vention for Oct. 7-9 in Biloxi, Miss. 

2. Formed an industry relations 
committee, with Arthur Water- 
man, Portland, Me., as chairman. 


3.Approved a standard reporting 
form which will be distributed 
monthly for the purpose of ana- 
lyzing used-car market conditions. 


4. Unanimously opposed proposed 
legislation which would grant 
standby authority to the President 
to place in effect controls on prices 
and installment credits. 

Stepped-up organizationally, 

activity in Southern states was 
a factor in selection of Biloxi for 
the convention. Jim Baker, Miss- 
issippi state director, will be con- 
vention chairman. 

Field Director Miles Elliott’s 
work in the South has resulted in 
formation of a number of new local 
associations there. 

Waterman, who heads the in- 
dustry relations group, is a Lincoln- 
Mercury dealer. However, he 
strongly accents his used-car oper- 
ation, and long has been a leader 
in NUCDA activities. In an- 
nouncing his appointment, Ray 
Hayward, NUCDA president, ex- 
plained: 

‘*Used-car distribution and 


merchandising is of mutual con- 
cern to independent used - car 
dealers, franchised dealers and 
auto manufacturers. NUCDA’s 
purpose is to promote better re- 
lationships in this field. Increased 
interest was indicated by the 
number of representatives who 
attended NUCDA’s convention in 
Cleveland last fall.” 

Sanford Markey, news editor of 
the NBC radio and television 









AAA Warns Makers 
On Horsepower Race 


MIAMI. — Auto manufacturers 
were urged last week in a reso- 
lution by the executive commit- 
tee of the American Automobile 
Assn. to hold speed and power 
to a reasonable level and to tone 
down their advertising. 

AAA officers cited the danger 
of punitive legislation. 

ests 
station in Cleveland, was named to 
assist Yale Simons, head of the 
public-relations committee. 
Discussing the used-car market 
reporting plans, Hayward said: 

“This project is an outgrowth 
of NUCDA’s rapidly ao. 
membership. Two thousand 
dealers can give a fair indication 
of sales and inventory positions.” 
He added his belief that this can 
become “a valuable service to our 
members and the industry.” 
Hayward said that NUCDA 

members will receive a survey 
form the first of each month. “The 
time required to compete the chart 
will be less than 10 minutes. We 
cannot stress too strongly the im- 
portance of each member cooper- 
ating in this project,” he continued 

“In keeping with association 
policies,” Hayward explained, 
“the survey forms will be treated 
on a confidential basis. The per- 
sons in charge of compiling the 
data will be concerned only with 
overall totals and averages.” 





our union”—words voiced by 
Reuther himself, who was re- 
elected UAW president. 

Adoption of the plan was the 
highlight of convention activities as 
AvuTomoTivE News went to press. 
Other major developments were: 

~*~ * * 
] REUTHER, president of both 
¢ the auto workers’ union and 
the parent CIO, laid down condi- 
tions for any merger of the CIO 
with the AFL. 

2. Reuther won a major victory 
in his fight with leftist elements 
in the UAW’s biggest subdivision, 
Ford Local 600. 

The guaranteed wage, Reuther 
said, will be the union’s goal “in 
the next major negotiations” in 
the auto industry. The UAW’s 
current contracts with the Big 
Three auto makers do not ex- 
pire until 1955, but Reuther as- 

serted that preliminary studies of 
the proposal would be sought “in 
the very near future.” 

UAW leaders, avoiding any 
“fixed and rigid” formula for the 
wage guarantee, gave little indica- 
tion of just what form the union 
would like it to take. However, 
payments to unemployed workers 
would include their state unem- 
ployment compensation benefits. 

* * * 

INTING that the union’s five- 
year contracts in the industry 
may eventually go out the window, 
Reuther said long-term agreements 
were not necessary in order to im- 
plement a guaranteed wage. Two- 

year pacts would suffice, he said. 

Reuther reminded the convention 
that CIO representatives would 
meet with the AFL on Apr. 7 to 

(Continued on Page 31, Col. 1) 





‘Go Get Business,’ 
Armacost Tells 


St. Louis Dealers 


ST. LOUIS.—A warning that the 
postwar bonanza in the automobile 
industry is over and dealers “will 
find the going tough from now on,” 
was made by Robert E. Armacost, 
NADA president, in an address be- 
fore members of the Greater St. 
Louis Automotive Assn., Inc. 


Pointing out that 5,700,000 cars 
may be produced this year, Arma- 
cost said that dealer stocks are 
growing and will be even greater 
by late spring. He also warned of 
a decline in used-car prices with 
the increase of stock. 

The new-car market is strong, 
as was indicated by the crowds at- 
tending the numerous auto shows, 
the NADA president said, but 
dealers must go after the business. 

“Go getters,” Armacost said, 
“have built America’s great auto- 
mobile industry but their work 
isn’t being helped by the practice 
of some dealers. Price-selling and 
long-trading are simply short cuts 
to salesmanship and definitely not 
good for the industry.” 
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Dealers tell me 





By John 0. Munn 





ERHAPS current automobile 

merchandising in Los Angeles 
is a forerunner of what we can 
expect throughout the United 
States. Automobile retailing in the 
big cities has always been different 
than that pursued in the smaller 
communities. In the first place, the 
population is so large that a dealer 
can get by without selling the same 
customer time after time. 

This is why in the big towns 
some dealers have sat back, let the 
“service” dealers do the selling and 
then picked up the business by 
offering or at lease making the 
public think they offer greater 
allowances. 

Perhaps selling methods have 
depreciated in Los Angeles be- 
cause there is a higher percent- 
age of car owners in the territory 
than anywhere else in the United 
States. It may be, too, that due 
to the increased population, 
factories alloted additional new 
ears to the southern California 
territory, which has flooded the 
market with late-car owners as 
compared with many territories. 

In some suburban areas, there 
are still shortages of at least some 
makes and models of cars. Already, 
certain lines of brand new 1953 
models are offered at a discount 
of $200 to $400. Exorbitant tradein 


allowances are offered through ad- | 


vertising mediums. 


* * 
Good Year Ahead 


VERY member of the trade 

must realize, with business ex- 
penses up, that automobile retail- 
ing cannot go the price route with- 
out ruination. To follow this tre- 
mendously costly path is certainly 
inviting bankruptcy. Making price 
concessions is habit forming and 
ealls for increased dosages 
constantly, to a point where all 
chance for dealer profit is elimi- 
nated. 

This tendency to shout price and 
terms represents the greatest 
hazard of this trade today. It un- 
dermines the entire structure of 
automobile retailing, because it 
completely destroys any standards 
of value for our product in the 
public mind. I hope as a trade we 
will be resourceful enough to de- 
stroy this tendency. To do so means 
not only an understanding on the 
part of dealers and their cooper- 
ation through trade associations but 
active support and leadership on 
the part of the factories, banks and 
finance companies. 

Every index proves that this 
will be a good business year. We 
all ought to be warmed by the 
new climate in Washington. This 
is an opportunity for the free 
enterprise system to prove its 
advantage to the individual as 
well as to business, All indi- 
cations are, too, that the national 
income will grow and expand. 
More people are on the payroll 
than ever before. It is hearten- 
ing, too, that every survey shows 
that the service the automobile 
renders people is more needed 
than ever and its use is con- 
tributing more to people owning 
them. 

We as a trade have some re- 
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| sponsibility, too, in connection with 
this offering of long terms in the 
sale of cars. We just got rid of 
Regulation W and, if we abuse this 
new freedom of extension of credit, 
Congress will take note and reim- 
pose it. If a dealer gets over- 
stocked on new cars in spite of his 
aggressive efforts to sell them at 
a profit, dealers say he will do well 
to refuse to take more cars until 
his stock is down to a reasonable 
size, say a 30 to 45 day supply. By 
so doing he is not only protecting 





entire industry. 
x 


No ‘Sich Animals’ 


A to himself or family or to his 
employes, his community or his 
factory. The dealer, who is jittery 
because he is overstocked, should 
remember that history reveals that 
75 out of every 100 men, who have 
come into the retail automobile 
business, have gone broke. Cutting 
prices started them on the skid. 

“No down payments,” “no pay- 
ments for the first year,” “five 
days free driving trial,” “uncon- 
ditional guarantees” and other 
comeons are used in promotion 
in Los Angeles, There is no such 
thing as “no down payment” in 
the accepted sense of the term. 
Of course, if my credit is good, 
| I can call up a dealer. He will 
| deliver me a car and bill me for 
it, expecting me to send my check 
by the first mail. 
| What a dealer means, of course, 
is that if a customer does not have 
the down payment, he will take 
him to a small-loan company and 
have him borrow the down pay- 
ment on his furniture and other 
chattels and then sign him on a 
mortgage note for the balance. 

“No payments for the first year” 
simply is an _ out-and-out trick. 
If the dealer can get a payment 
| sufficient to cover the down pay- 
|/ment and the first year’s payments, 
of course, he can give a mortgage 





|note for the balance of payments | 
|which are not due for another) 


year. 


4 . * 
Disillusion Customers 


HERE is no such thing as a 
“five-day free driving trial.” 
There is nothing free about it. You 


|}car on the lot that sells for the 
same or more money in which 
case, of course, you fork over more 
money for the down payment and 
agree to pay higher monthly pay- 
ments. 

“Unconditional guarantees,” of 
course, are pure hokum. There isn’t 
such a thing on any commercial 
product. 

I don’t believe we can long suc- 
cessfully get by with such come- 
ons even in a big city. Such ap- 
peals only disappoint and disil- 
lusion customers. They feel frus- 
trated. These appeals are not in 
public interest. They are certainly 
not a credit to the trade. 

When we send out notices to ask 
a prospect, “Will you take so much 
for your car?”, that is the exploita- 
tion of a customer. Of course, I 
realize that in some cases profits 
have been made through such 
methods. We are, however, ap- 





proching the end of the era in| 


which such practices can be re- 
peated with success. 

Now is the time to nip these false 
practices right at the start of this 
new competitive season that is on 
us. I urge that no individual dealer 
be influenced by such appeals or 
follow this pathway. Keep your 
mind on your customers. Treat 
them all equally. Treat them so 
that you can look at them tomor- 
row. In the long run it will pay off 
and you will be among the sur- 
vivors, although in the meantime it 
may be necessary to suffer a lot of 
unfair competition until the sheriff 
catches up with these hot-shot 
boys. 


himself but his factory and the! 


BANKRUPT dealer is no good | 





make a deal. You make a deposit. | 
Then if you are not satisfied with | 
the car, and you are usually not, | 
you can trade it in for any other} 





ae 


Mike Now in Top Seat— 

Richard J. Murphy (left), managing di- 
rector of the Washington Automotive 
Trade Assn., hands over the keys to the 
office to his son, Maurice J., following his 
appointment as executive vice-president. 
It all worked out just as the elder Murphy 
planned it four years ago when he 
brought his son into the association as his 
assistant. Now, ‘Mike’ tops his father in 
authority. 


Capital Dealers 
(and Dad) Put 
Mike on Top 


WASHINGTON.—This case 
happened in Washington, where so 
many oddities come to light. 

Four years ago the Washington 
Automotive Trade Assn. employed 
a young man to assist Richard J. 
Murphy, managing director of the 
organization. The young man was 
Maurice J. (Mike) Murphy, the 
manager’s son. 

Came March 30 and WATA 
President A. Leftwich (Lefty) Sin- 
clair jr., announced that a new 
post had been created within the 
association and the younger 
Murphy would occupy it as execu- 
tive vice-president. 

The elder Murphy, who brought 
his son into the fold, nurtured him 
in trade association management 
and auto show direction, will re- 
main as managing director, but 
“Mike” will top him in authority. 

But that was the way it was 
planned from the very beginning. 
“Mike” is not only “Dick’s” son, but 
his pride and joy, and the whole 
scheme worked out, according to 
Sinclair, “just as Dick planned it 
years ago.” 





Chicago Show Breaks 
Attendance Record 


NEW alltime attendance record 

of 481,000 was set at the recent 
45th Annual Chicago Automobile 
Show, it was reported last week 
by Edward L. Cleary, show man- 
ager and executive officer of the 
Chicago Automobile Trade Assn., 
sponsors of the event. San Fran- 
cisco as well scored record-breaking 
crowds. 

This year’s attendance at Chi- 
cago exceeded the 1952 count by 
7,000, Cleary said, and surpassed 
by 3,000 the previous record posted 
in 1950. The show was held in 
Chicago’s International Amphi- 
theater, March 14-22. 

As dealers, manufacturers and 
salesmen reviewed the results, they 
agreed that this was one of the 
most successful selling shows in 
history. Preliminary surveys indi- 
cated that new records were set 
in car sales at the show. Mean- 
while, selling momentum in deal- 
ers’ showrooms generated during 
show week was reported carrying 
over at high volume last week. 

“Everybody is happy,” Cleary 
reported. “The show accomplished 
tremendous results for the manu- 
facturers and dealers.” 

To indicate the show’s pulling 
power beyond Chicago, Cleary re- 
ported that on Sunday (March 15), 
when attendance reached 71,000, a 
check of the parking areas indi- 
cated that 40 percent of the cars 
were from surrounding midwestern 
states. 

oa * * 

AN FRANCISCO came back 

again this year to re-establish 
itself as one of the major auto show 
cities of the nation, when a report 
from there last week stated that 
more than 200,000 persons would at- 
tend the event there by the time 
the show closed Sunday (March 
29). 

All week long, Hilary T. Mar- 
tin, general show manager said, 
crowds poured through the por- 
tico annex entrance to look at the 
1953 cars and see the “Phil Har- 
ris Revue,” which was staged 
twice daily. On opening day, Mar- 
tin said, 25,000 attended the show. 
William James, president of the 
Motor Car Dealers Assn. of San 
Francisco, said that dealers and ex- 
hibitors were well satisfied with 
show results. Many had reported 
brisk sales from the showroom 





Factory Licensing Bill 
Up to Dewey in N. Y. 


NEW YORK.-— Charles Hender- 
son, executive vice-president of the 
New York State Dealers Assn., 
charged last week that car manu- 
facturers are urging their dealers 
to wire Gov. Dewey asking a veto 
of a manufacturers’ licensing bill 
just passed by the state legislature. 

The licensing bill—which the state 
association did not initiate nor on 
which has it yet taken an official 
stand—forbids factory threats or 
termination of dealer contracts, ex- 
cept for lawful causes, and makes 
it unlawful to coerce dealers to take 
unwanted vehicles, etc. 

Violation would be a misde- 
meanor, punishable with a $500 

fine and/or a six-month jail term, 
and/or a suspension of the manu- 
facturer’s license te do business 
in the state. 

Assemblyman Wilson C. Vandu- 
zer of Middletown, who said he ini- 
tiated the measure “to protect the 
consumer,” declared present fac- 
tory-dealer contracts “protect only 
the factory.” 

Meanwhile, at the annual meet- 
ing of the Brooklyn and Long Island 
Dealers Assn.. William Frame, 
NADA area director, urged that 
dealers who have complaints against 
their factory should screen them 
more carefully with their local as- 
sociation first. 

Frame said that experience has 
shown that in 90 percent of the 
investigations of dealer griev- 
ances conducted by his committee 
the factory had been “in the 


right.” A dealer who feels he has 
a complaint against a factory 
should get in touch with the 
NADA industry relations com- 
mittee for “on the spot” appraisal 
of his problems, Frame advised. 


He added that a majority of such 
(See LICENSING, Page 37, Col. 5) 


On the House . 





floor, he said, and others said that 
floor traffic at the showrooms would 
be stimulated for several weeks 
after the show. 

James said that the dealers 
thought the biggest daily crowd 
was still yet to some. A crowd in 
the neighborhood of 30,000 was ex- 
pected the final day. 

* * * 
ANTON, (O.) dealers are near- 
ing completion of plans and 
arrangements for the first auto 
show in the city in more than 15 
years, and the first dealer-spon- 
sored show in Ohio since 1940. 

More than 50 new cars, includ- 
ing 17 different makes, will be 
on display when the show opens 
this week-end (April 4-9), at the 

Canton Memorial Auditorium. 

Phil Spitalny and his all-girl 
orchestra and chorus will present 
a two-hour show every day. 


Dealers have taken over a por- 
tion of the parking lot outside and 
will provide extra cars there for 
salesmen who find interested cus- 

(See SHOW, Page 30, Col. 5) 


N. J. Dealers Arm 
For New Battle 


On Insurance 


NEWARK, N. J.—Another legis- 
lative fight to prohibit auto dealers 
from selling fire, theft and collision 
insurance has broken out in New 
Jersey, according to the New Jersey 
Automotive Trade Assn. 


The move is declared by the deal- 
er association to be an effort on the 
part of insurance agent associations 
to create a monoply on the sale of 
insurance. The auto association has 
asked its members to contact as- 
semblymen and senators without 
delay, and express opposition to re- 
strictive bills that have been intro- 
duced. 


The first such bill, A-519, was 
filed in the Assembly, and would 
forbid dealers to sell fire, theft or 
collision insurance in New Jersey. 
Shortly afterward, a similar bill, 
S-297, was introduced in the Senate. 

Recently, 21 auto groups formed 
a committee to draw up a model in- 
surance licensing act which is to be 
considered by the National Assn. of 
Insurance Commissioners, This 
model licensing act will be pre- 
sented to NAIC at its San Fran- 
cisco convention in June. 

The New Jersey dealer associa- 
tion contends that the bills are not 
designed for the protection of the 
insurance-buying public; that they 
discriminate against auto dealers 
and treat them as second-class cit- 
izens, and that the measures would 
deny car buyers the opportunity of 
receiving immediate fire, theft and 
collision insurance during Satur- 
days, holidays and evenings, when 
many new-car deliveries are made. 


Current raiding scheme involves one factory hiring away a com- 
petitor’s top field rep in a particular territory; he brings one or two 


top dealers along with him. . 


. GM President Curtice will hold 


dealers meetings in connection with each of four 


invited... 


You Takes” 
illegal 





Wemhoft 


Chrysler division’s top brass 
retire about May 1, will be feted Apr. 21 by 


future GM Motoramas, to be held in Los Angeles, 
San Francisco, Dallas and Kansas City. All GM 
dealers in areas adjacent to each city will be 


It’s understood that Leonard DeBell, of South- 
ern California Plating Co., has offered to buy and 
enter himself any make of car not entered by the 
factory or dealers 

. . New York salesmen are warned that “Will 
put on windshields of cars are 
Dave Wallace and Joe O’Malley, 


in the 1953 Economy Run 


who are due to 


Detroit advertising rep fraternity .. . 

In view of current reports that credit curbs might be reimposed 
NADA warns its members that “it is good business practice for 
dealers to hew to the line on a sound policy of sensible down pay- 
ments and reasonable lengths of maturity. Granting ‘crazy credit’ 


is dangerous and invites controls” . 


. . South Dakota dealer group 


points out that the state’s new drivers license law was backed by 
auto dealers, which apparently was the determining factor in passage 
since similar bills had been introduced each year since 1927. 


—Pete WemMuorr, Editor, 
Automotive News 
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NEWS 


Capsule Comment 


New-car dealers generally have been holding the line on 
customer labor charges and used-car prices since decontrol, 
an AUTOMOTIVE NEWS survey shows. 

A sensible approach as competitive days near. 
+. & * 

Automobiles are fairly good A-bomb shelters, say initial 
reports from the recent test near Las Vegas. 

But don’t forget, the bomb used was comparatively small. 
* * 7. 
At long last, South Dakota has finally, enacted a driver 


licensing law but does not require any physical or mental 
examination. 


Even so, the action puts all 48 states near some uni- 
formity in traffic regulations. 
* * * 
Several auto dealers across the nation are being indicted 
on federal tax-evasion charges. 


Well, at least the Democrats can’t say that auto men 
are not being let off easy by the present Administration. 
* * . 

With 481,000 persons attending, the Chicago auto show 
set an all-time record during its nine-day run. 


Adding lustre to Chicago’s claim to the title of National 
Auto Show. 


- * * 
Unions are redoubling their efforts to organize dealer 
salesmen and servicemen, reports from the field indicate. 


If your dealership is not yet unionized, what are you 
doing to make sure your employes are satisfied? 


* * * 


Under more stringent rules, the 1953 Mobilgas Economy 
Run will be held Apr. 20-22 from Los Angeles to Sun Valley. 


Should mean keener competition in the auto industry’s 
only contest of its kind. 


H.—Guy Langley; Marthaville, La.— | 


Auto 
Forum 


Epiror’s Note: The following 
article, written by Sylvia 
Porter, financial analyst of 
the Miami Herald, sounds like 
good sense and AUTOMOTIVE 
News believes its readers will 
be interested in reading it: 

* * *” 


“Shhh, don’t talk about the 
dead:” The response of a Pitts- 
burgh automobile dealer to the 
Wall Street Journal when que- 
ried about the used-car market. 


“Used car prices are declining, 
wholesale prices are at lowest 
levels in over a year. Outlook for 
used-car prices is pessimistic:” 
Report by Pacific Finance Corp. 
in its monthly bulletin. 


“Used-car stocks are top- 
heavy, prices are down and 
any firming during the spring 
buying season will be small in 
extent and of brief duration. 
Repossessions are on the in- 
crease:” Forecast of Bankers 
Research, a private newsletter 
circulated among the nation’s 
bankers. 


“Sales of used cars are no 
great shakes now. There are 
complaints that new-car dealers, 
to make sales, are too liberal on 
allowances. This tends to place 
too high a tag on the car traded 
in:” Analysis by Business Week. 


For the plethora of pessimistic 
predictions, I give you the used- 
car market, early 1953. And the 
above is just a sampling of what 
is being said. 

* + * 

IT SOUNDS awful. But is it 
that awful? 

When in the space of one day 
I met two friends who had just 
bought used cars and were 
boasting about their bargains, I 
decided to check on the check- 
ers. 

And my firm conviction is: 
No, it is not that awful—not 
by a long shot. 

Of course, used-car sales are 
off from the peaks of the first 

stwar years and right after 
Korea. 

They should be. The giant au- 
tomobile industry of America 
has been turning out millions of 
new cars every year since World 
War II. The estimate is the in- 
dustry will produce 3,000,000 new 
ears in the first half of 1953 
alone, within whispering dis- 
tance of the all-time record of 
3,200,000 cars in the same months 
of 1950. 

The pentup demand for cars 
that exploded into a fantastic 
sellers’ market after 1945 has 
largely been satisfied. Stocks of 
new cars in dealers’ hands are 
well above the levels of a year 
ago. In view of all this, the sur- 
prise would be if used-car sales 
were not down from the tops. 

* * * 

OF COURSE, used cars are 
tougher to sell than in recent 
years. Since VJ-Day, the rela- 
tionship between prices of new 
cars and used cars has been 
way out of line and now prices 
are adjusting. 

Inflationary forces are wear- 
ing out; new-car prices are 
leveling off; used-car prices are 
getting back to a more normal 
spread. In view of all this, the 
surprise would be if used-car 

(See FORUM, Page 32, Col. 5) 
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‘Pro and Con ..... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





Lauds Ford Policy 


I have read with great interest the 
allegations of Mr. George Laurenz 
(AuTomoTiIvE News, March 23) re- 
garding the policy of Mr. Ford and 
particularly that of the Ford Motor 
Co. 


Rather than an attitude of con-| 


demnation, I think that we in the 
automotive industry should be 
thankful to have an executive such 
as Mr. Ford who devotes the time 
to the general welfare of the world. 


In respect to Mr. Laurenz’s asser- 
tions that there is a policy of, as he 
calls it, “loading and booksnoop- 
ing,” I can only say that in my 
years of experience as a Ford deal- 
er this is contrary to any company 
policy I have ever encountered. 

I can clearly state that my asso- 
ciation as well as many of my 
friendly Ford dealers has been one 
of complete agreement and we are 
all happy in the thought that we 


The Big Story 


OPA official says used-truck ceiling prices are due shortly after 
Apr. 15, but ceilings are not in sight for used cars, and rationing is 


unlikely for either . 


. . War Production Board says 30,000 of nation’s 
82,000 new trucks are earmarked for Government use . 


. . Office of 


Defense Transportation says petroleum tank trucks will get “military 


priority” for repair parts . 


. ODT also tells auto dealers that 


mechanics over 38 years of age may be discharged from Army if they 
apply for discharge and present letter from prospective dealer- 


employer. . 


. Car maker says war production has put the finger on 


many more items in which ordinary steels can replace costly nickel 


and other alloy steels . . 


. OPA Chief Prentiss M. Brown removes 


veto powers from hands of agency’s lawyers, leaving them advisory 
powers, and puts administrative decisions into hands of administra- 


tive officers . . 


Wage and Hour Division approves Philadelphia 


Automobile Trade Assn. plea for adjustment of service prices, 


—From the files of Automotive News. 





have the most competent leadership 
in the industry as well as one of 
the finest products to merchandise. 
—Bos Castte, Authorized Ford 
Dealer, Herkimer, N. Y. 


| Hits Ford 


In regard to the letter captioned 
|“Trade Practices” in your Letter- 
box March 23 and signed by George 
Laurenz, please allow me to fully 
endorse the views expressed by 
Mr. Laurenz. 

In the operation of our business, 
selling supplies to local new-car 
dealers, we have found Ford, Mer- 
cury and Lincoln dealers entirely 
captive to their respective factories. 
Many times Ford dealers have told 
us: “We would prefer to deal with 


you but ... we MUST buy from 
the factory.” 

If Mr. Ford really believes in 
free trade ... Mr. Laurenz’s sug- 


gestion that he start in his own 
“backyard” certainly is in order. 

It is my own humble opinion that 
| present Ford Co. trade policies are 
| not only doing financial harm to 
|his dealers but are also creating 
untold illwill to the Ford Co. itself. 
Why spend millions to build good- 
will and at the same time promote 
trade policies that create illwill in 
the family? 

I would like to also take this op- 
portunity to thank you for your 
splendid publication— Avrtomortive 
News. It is of real value to us by 
helping us understand the new-car 
dealers’ viewpoint — our customers’ 
viewpoint.—Georce P. QuINN, presi- 
dent, Quinn Supply Co., Chicago. 

* cS 7 


Licensing Law 


I quote from an article headed 
“NADA Postscripts” in the March 
2 issue of Automotive News: 


“One factory man told us that he 
(See LETTERBOX, Page 32, Col. 3) 
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Packard Dealer Values Commercial Credit 


Training Program in Time Selling 


ONT " 
terme 2 STARTER RT ERS OIE SE SS 


r. E. P. Dunnam, Retail Sales Manager at the Packard Motor Co., Philadelphia, 

Pa., writes, “. . . want to express my appreciation for the meeting held by your 

Mr. Whiteley covering the many advantages and genuine need for the part payment plan 
for new and used automobiles. These meetings are definitely advantageous . . . profitable 
... and have an inspiring effect on our sales organization. Bill Whiteley and I plan to carry 





them on monthly.” 


And just like Mr. Dunham, car dealers every- 
where are praising the many advantages of the 
CoMMERCIAL CrepiT Pian. Certainly no other 
plan offers the dealer more flexible, more 
experienced, more reliable financing help to 
make more new and used car sales. No other 


a 

plan offers more complete financing assistance 
than ComMerciAL Crepit’s factory drive-away, 
wholesale, demonstrator, retail and customer ComMMERCIAL 
car repair plans. You'll like doing business 
with CoMMERCIAL CREDIT, too. REDIT 

. : CORPORATION 
Write, Wire or Phone 

e ’ ” i through subsidiaries of 
Let us show you how this ‘“tbrand name Sane amet ee ee 
: ‘ ” Commercial Credit Company, Baltimore 
financing can help you close more sales, make . .. Capital and Surplus over $125,000,000 


more progress, show more profits. Contact - +» Offices in principal cities of the United 


your nearest COMMERCIAL CREDIT office. Cele Cee See 





COMMERCIAL CREDIT DEALERS ARE Successful DEALERS 
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By Fred M. Lazell 


Staff Correspondent 


DES MOINES.—A resolution 


urging all 
facturers to establish dealer 
lations departments 


here March 23-24. 

The association also com- 
mended the NADA for its 
“aggressive factory-dealer _ re- 
lations program, and provided for 
later appointment of a standing 
industry relations committee to 
consist of one dealer from each 
make of car sold in Iowa, 


Robert S. Armacost, president of 


the NADA, told the 625 dealers who| payment and who advertise “the 
gathered for the convention that| wildest deals in town” are foster- 





New Officers in lowa— 


L. E. Sinner (center), of Greenfield, is the new president of the lowa Automobile 
Dealers Assn. At the right is William L. 
C. C. Carmer (left), Centerville, is the retiring president. 


Car Sales Up in March 


Total Will Probably Exceed February, 
Early Reports Indicate 





By Sam Sampson 
Staff Writer 
EPORTS of new-car sales so far 
this month indicate that March 
sales will undoubtedly exceed Feb- 
ruary’s. 

A release last week from NPA 
showed that nationwide sales for 
the first 10 days of March were 
above those of the same period 
in February. The government 
agency reported 148,567 new pas- 
senger cars sold in March, com- 
pared with 141,649 for the similar 
February period. The NPA de- 
rives its figures by combining 
reports from all manufacturers. 
The second best sales week of 
the year was scored in Cleveland 
for the week ended March 6, it is 
reported, and continuing high 


NADA Complaint 
On Leasing Is 
Denied by Reo 


ADA President Robert S. Arm- 
acost charged last week that 
the plan of Reo Motors to develop 
a nationwide truck-leasing 
program, “if true, will be grossly 
unfair to Reo dealers who have 
represented the factory faithfully 
for years.” 


Armacost said he was not so 
much concerned with the Reo 
leasing plan in particular as he 
was with the implications in it 
for all dealers. 


In Lansing, A. L. Struble, Reo 
sales vice-president, issued the 
following statement: 
a * x 


ARE sure there is a defi- 
nite economic need for the 
service performed by truck leasing 
in addition to the need for vehicle 
sales activities. Our dealers’ and 
distributors have not been injured 
in any way by our leasing activity.” 

Armacost said that the matter 
of manufacturers engaging in 
leasing is under close scrutiny 
by NADA’s Industry Relations 
and Truck committees. He said 
NADA is viewing such moves 
“with the deepest concern.” 


“The whole principle of leasing,” 
said Armacost, “is a threat to the 
(Bee REO, Page 37, Col. 4) 
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Seek Separate Dealer Relations Setup at Factories... 


Iowa Dealers Back NADA Move 


AUTOMOTIVE NEWS, MARCH 30, 


1953 





truck and car manu-| 
re- 
“for the ex- 
pressed purpose of improving 
factory-dealer relationships” 
sparked the two-day convention of 
the Iowa Automobile Dealers Assn. 


ing “attitudes that will wreck our 

industry as sure as such practices 

have hurt the appliance 
business,” Armacost said. 

The convention passed a reso- 
lution favoring an increase of 2 
cents per gallon gasoline tax. The 
present tax is 4 cents a gallon. 

All of the increased revenue from 
the gas tax hike, however, would be 
allocated to the construction, 
maintenance and repair of primary 
roads, according to the resolution. 

* * +. 
HE association elected L. F. 
Sinner (Ford), Greenfield, as its 
president for the coming year. 
William L, Culver (Pontiac), Cedar 
Rapids, was elected vice-president; 


,sound management and aggressive | 
|salesmanship were the keys to 
| success in today’s auto industry. 
“The going will be tough this 
|year, but tough only when com- 
pared with the bonanza years—the 
last few years,” Armacost said. 
Armacost said that the auto in- 
|dustry plans on making 5,700,000 
|cars this year and predicted that 
|stocks will grow, used-car inven- 
tories will be up and prices on 
used vehicles will fall. 
* * * 
a E MAY have to sell more cars 
at less profit per unit,” he 
added, “but the market is there— 
we'll just have to go out and sell 
i.” 


| 





Howard Sole (Buick), Des Moines, 
was re-elected treasurer, and Alfred 
W. Kahl, Des Monies, was re- 
elected association secretary-man- 
ager. 

Among several other reso- 
lutions passed was one pledging 
the association’s support to the 
state department of public safety 
and to county treasurers. in 
putting the new Iowa certificate 
of title law into operation. The 
bill which takes effect Oct. 1 was 
signed by Gov. William S. 
Beardsley on the day the con- 
vention opened. Its passage had 
been sponsored by the associ- 
ation. 

Walter B. Cooper of Fort Collins, 
Colo., director of the NADA, told 
the convention that politicians are 
far behind the public in satisfying 
the need for good roads. 

Most of the highways built during 
the 20’s were not designed for the 


Dealers who sell without down 





Culver, Cedar Rapids, new vice-president. 


produced since then, Cooper said. 

Charles J. Farrington, assistant 
to Armacost, in giving the “key- 
note” address at Monday’s opening 


fast and high volume traffic of | 
today and all of the new miles of | 
highway built since World War II| 
could not even park the new cars| 


activity is expected. The week’s 
total was 1,566 cars. 

At Columbus, O., sales figures for 
the first 15 days of March totaled 
899 cars, it is reported, which com- 
pares with 747 for the similar 


session, stressed the importance of 
providing better and more high- 
ways and additional parking facili- 
ties in municipalities. 

* 


“A 


year showed the average passenger 


* * 


SURVEY by the American 
Automobile Association last 


ear is traveling 1,000 miles a year 
less than it formerly did,” Farring- 
ton said. 

He said that the tendency of 
people who see more crowded 
highways and fewer parking fa- 
cilities, will be to purchase fewer 
and fewer automobiles. 


period in January. 
* ~ * 
Ww=as total figures are not yet 
available for February sales, 
preliminary reports indicate that 
the month’s total may fall short of 
the January figure. 


Four out of five areas reported 
new-car sales down from Janu- 
ary. Dealers in the District of 
Columbia alone found February 
business better than January— 
1,635 cars to 1,596. 

Cincinnati reported a drop of 64 
cars in February; Toledo a drop 
of 49 cars; Indianapolis was off 63 
cars, while Manhattan, Kans., re- 
ported a loss of 29 cars for the 
month, 

* * * 
OWEVER, R. L. Polk & Co, 
Detroit statistical firm, pre- 
dicted sales would reach 387,415 
cars in February on the basis of 24 
states reported so far. Total Janu- 
ary sales were 383,560 cars. 

According to Polk reports, 169,- 
947 cars have been sold in 24 
states for February. In spite of 

Continued on Page 7, Col. 1) 
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Cy Radcliffe, partner in a tractor 


and implement firm in Homedale, 
Ida., 
March 24, criticized the operation 
of the national 


addressing the convention 


labor relations 
(See IOWA, Page 34, Col. 5) 





One Millionth Plymouth 


From Evansville Line 


EVANSVILLE, Ind.—The 
millionth Plymouth to be pro- 
duced at the Chrysler Corp. 
plant here rolled from the as- 
sembly line last week. 

L. L. Colbert, president of 
Chrysler, and J. P. Mansfield, 
president of Plymouth, witnessed 
the millionth-car milestone in 
the company of Indiana civic 
and industrial leaders. 











Pick DeSoto for Economy Run— 


J. E. Schipper (second from right), Michigan-Ohio member of the AAA contest 
board, selected this Fire Dome V-8 four-door sedan as the car to represent DeSoto in 
the forthcoming Mobilgas Economy Run. Shown at the DeSoto plant in Detroit are 
(from left) William Hughes of DeSoto'’s advertising department; William Duckett and 


Carl Redford, engineers; Schipper, and A, E. Kimberley, DeSoto chief engineer. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale Every Wednesday ) 


March 25 
(Sold 83 out of 112 cars. Sale fast.) 
BUICK—RM 4-dr., $2,275*, $2,175*. ’50 
Super 4-dr., $1,150; Super Riviera 4- 
dr., $1,320*. °49 Super 4-dr., $880, 
$770; 2-dr., $840. '48 RM 2-dr., $640. 
’47 Super 4-dr., $360. '46 Special 4- 
dr., $315. 
CADILLAC—’51 (62) 4-dr., $2,670*. 
CHEVROLET — '52 SL Deluxe club 
coupe, $1,635*. '51 SL Deluxe 2-dr., 
$1,150*; 4-dr., $1,175*. '50 SL Deluxe 
2-dr., $940, $1,020; Bel Air, $1,150; 
%-ton pickup, $600, $565. °49 SL De- 
luxe 2-dr., $765. '48 SM 4-dr., $465. 
CHRYSLER—’51 Windsor 4-dr., $1,500*. 
’49 Windsor 4-dr., $965*. '48 NY 4- 
dr., $580. 


DODGE—’53 Meadowbrook club coupe, 
$1,740*. '49 Meadowbrook club coupe, 
$880. 

FORD—’53 ranch wagon, 


$2,035". 
Victoria, $1,975*; Custom (8) 4-dr., 
$1,670*, '51 Custom (6) 2-dr., $1,065; 
Custom (8) 2-dr., $1,135. ’50 Custom 
(8) 4-dr., $975; 2-dr., $850; %-ton 
panel, $515; Custom (6) 2-dr., $725; 
4-dr., $950. '48 SD (8) 2-dr., $495. 

HUDSON—’50 PM 2-dr., $685. 

KAISER—’51 4-dr., $975, $850, $930; 
2-dr., $955, $950. 

LINCOLN—’53 Cosmopolitan 4-dr., $3,- 
285*. ’49 club coupe, $685. 

MERCURY—'49 4-dr., $850. 

NASH — '51 Rambler station wagon, 
$980. ’50 Statesman 2-dr., $750. '49 
(600) 2-dr., $525. 

OLDSMOBILE—’50 (88) 4-dr., $1,300*; 
conv., $1,025. ’49 (98) 4-dr., $925. 
PACKARD—’52 (200) club coupe, $1,- 

825*. '47 Clipper 4-dr., $240. 

PLYMOUTH—’51 Cambridge club coupe, 
$1,025, $1,050. ‘50 SD club coupe, 
$915, $980; station wagon, $1,000. '47 
Deluxe club coupe, $450. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
870*; 2-dr., $1,710*. ’51 SL (8) 2-dr., 
$1,505*. '50 Chieftain (8) club coupe, 
$1,060*, $1,020*, $1,025*. °48 SL (8) 
4-dr., $660. 

STUDEBAKER — 


"52 


51 Champion club 


‘50 Chan.- 
*48 Champion 


coupe, $995*; 4-dr., $775. 
pion 4-dr., $760, $770. 
4-dr., $465 

* * * 


March 18 


(Sold 63 cars out of 98 offerings.) 

BUICK—’51 Super 4-dr., $1,600*. ‘59 
RM sedan, $1,135*; Special 2-dr 
$720. '49 Super 2-dr., $840. '48 Super 
4-dr., $545. 

CHEVROLET—’53 Bel Air 4-dr., $2 
275*. '52 Bel Air, 2 at $1,725*; SL 
Deluxe 2-dr., $1,400*, $1,200; 4-dr 
$1,385*. "51 SL Deluxe 2-dr., $1,170" 
$1,185. '50 SL Deluxe 4-dr., $1,02( 
$905; 2-dr.. $925. ‘49 SL Deluxe 
4-dr., $740. 48 FL 2-dr., $530. °47 
SM club coupe, $535. ‘46 FM 4-dr 
$425. 

DeSOTO—’52 Fire Dome (8) 4-dr., $1,- 
875*. ’50 Custom 4-dr., $1,020*. '49 
Custom 4-dr., $825. 

DODGE—’51 Coronet club coupe, §$1,- 
200*. '48 Custom 4-dr., $590. 

FORD—’52 Victoria, $1,865*; Custom 
(8) 4-dr., $1,280; %-ton (6) pickup 
$975. $1,135 
$1,155. '50 Custom (8) 2-dr., $915 
$980; 4-dr., $980. ‘49 Custom (8) 
2-dr., $695, $700. 

HUDSON—’'49 Super (6) 

KAISER—’51 4-dr., $810. 

LINCOLN—’51 4-dr., $1,500*. 

MERCURY—’50 2-dr., $1,025. '49 4-dr 


’51 Custom (8) 2-dr., 


2-dr., $675 


$870, $760. 

OLDSMOBILE—’'53 (98) 4-dr., $3,450* 
"51 (98) 4-dr., $1,705*. '49 (88) 2-dr. 
$945*. '48 (76) 4-dr., $685*. '47 (98) 
2-dr., $460. 

PACKARD—’50 (200) 4-dr., 
4-dr., $650, $720, $735. 

PLYM OU T H — '52 Cambridge club 
coupe, $1,245, $1,260. '51 Cambridge 
4-dr., $1,050, $1,040. ‘50 SD club 
coupe, $995, $905. '48 SD 4-dr., $500, 
$475. 

PONTIAC—’52 Catalina, 
(6) 2-dr., $1,600. 
2-dr., $1,305*; club coupe, $1,210*; 
Catalina, $1,840*. °'50 Chieftain (8) 
4-dr., $1,150*; club coupe, $1,015. 
"49 club coupe, $1,045*. °48 SL (8) 
2-dr., $575. 


$810. '49 


$2,215*; SL 
’51 Chieftain (8) 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports Are on Pages 28 and 32 


Nash, Dodge New Entries 
In ’53 Economy Run 


LOS ANGELES.—Two new 
makes — Nash and Dodge — are 
represented in the 26 stock cars 
that have entered thus far the 
Mobilgas Economy Run, it was an- 
nounced last week by Robert L. 
Minckler, president of the spon- 
soring General Petroleum Corp. 

While all of the cars entered to 
date have been put into the run 
either by individual dealers or by 


Auto-Lite Show 
Opens Saturday 
In New York 


NEW YORK.—Featuring some 40 
American cars, many of them cus- 
tom-built especially for the event, 
the second annual Easter Parade of 
Stars automobile show will open 
next Saturday (Apr. 4) at the Wal- 
dorf-Astoria Hotel. 


The show culminates a series of 
“salutes” to car manufacturers by 
Electric Auto-Lite Co. During the 
past 12 weeks, more than 250 pri- 
vate showings have been conducted 
for the nearly 30,000 employes of 
Auto-Lite to acquaint them with 
the cars which they help to equip. 

Each manufacturer will show 
four models. In addition, engineer- 
ing exhibits will be on display in 
each car-firm section. 

All floor space of the Waldorf, 
including the Grand Ballroom, East 
and West Ballrooms, Astor Gallery, 
Jade Room, Basildon Room and 
First Gallery, will be used to house 
the show. 

On Apr. 7, a telecast will be staged 
at 9:30 p.m. (EST) over the CBS- 
TV network, with Irene Dunne as 
mistress of ceremonies. 

During this telecast, Royce G. 
Martin, president and board chair- 
man of Auto-Lite, will introduce 
executives of the exhibiting auto 
firms who, in turn, will explain the 
main features of their automobiles. 

The show will be held through 
Apr. 9 and will be open to the 
public daily without charge, except 
Apr. 7, when it will be closed for 
television rehearsals. 


Virginia Gas Revenue Up 

RICHMOND, Va.—State gasoline 
tax collections in January totaled 
$4,566,857, or $286,402 more than in 
January, 1952. January sales totaled 
76,102,223 gallons. 





southern California dealer groups, 
all have at least the tacit approval 
of their factories to make the 
entry and run. 


Neither Dodge nor Nash had 
entries in the 1952 run. This year 
the Dodge V-8 is entered in the 
low-medium standard and over- 
drive class, while Nash will vie 
in the special lightweight class 
with the Rambler Super, in the 
low-medium automatic trans- 
mission class with the Statesman, 
and both the upper-medium 
standard and overdrive and the 
upper-medium automatic classes 
with the Nash Ambassador. 


Selected by AAA officials who 
supervise every technical angle of 
the annual automotive event, the 
cars were chosen without advance 
warning during the past three 
weeks from factories, dealers’ 
showrooms and even boxcars. 

Entrants will compete in five 
price classes — low, low-medium, 
upper-medium, high and _ special 
lightweight—in both standard or 
overdrive and automatic trans- 
mission divisions, Minckler said. 

Automobiles equipped with auto- 
matic drive are competing with 
each other for the first time in the 

(Continued on Page 10, Col. 5) 





Harmony and Power— 


Auto-Lite’s Pylon of Power, the symbo! 
of the Easter Parade of Stars auto ex 
hibit beginning Apr. 4, is a 30-foot tower 


which shows how parts designed by 
Auto-Lite work in balanced harmony. |! 
features a plastic engine, batteries, elec 
trical and mechanical devices and lights 
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Truck-Rail Fight Quickens 


Pa. Truckers Charge 31 Railroads with ‘Buying’ 
Outside Help in Propaganda Battle 


PHILADELPHIA. Affidavits 
upporting charges that 31 eastern 
railroads utilized outside groups in 
their attacks on the trucking in- 
dustry were introduced into 
Federal District Court here last 
week by attorney Robert McKay 
Green, of Dillworth, Paxson, Kalish | 
& Green, Philadelphia law firm| 
representing the Pennsylvania | 
Truck Assn. 
damage suit against the railroads | 
and Carl Byoir & Associates, Inc. 
public relations firm. 

The depositions charge that the 
New York public relations firm 
attempted to influence the public 
by paying a member of the New 
York State Federation of 
Women’s: Clubs, by _subsidizing a 


New-Car Sales 
In March Due 
To Top Feb. 


(Continued from Page 6) 

the best sales efforts of dealers, 
the month’s sales will fall far be- 
hind February production, which 
was just over 485,000 passenger 
cars. 

Several large-volume states are 
still to be reported for February, 
Polk’s report said, including New 
York, California, Pennsylvania and 
Texas. 

* * a 


SED-CAR movement continues 


‘|make a series of speeches 
|tacking truckers. 


a for the Maryland State 


to be a problem for dealers, as | 


in the hands of 
continue’ to 


used-car stocks 
franchised dealers 
grow. 

NPA reported last week that 
used-car stocks grew 5,121 cars 
during the first 10 days of March, 
while used-car sales for the same 
period grew only by 2,854 cars. 


Used-car stocks in the hands of | 


franchised dealers reached a new} 


high of 678,029 cars on March 10, 
but sales were slightly better dur- | 
ing the period with a total of 195,- 
146, according to the NPA report. 

The figures show nevertheless 
some 
10 days of February, when stocks 
had grown by 7,202 cars, and sales 
were 192,292. 


* * * 


improvement over the last | 


ECAUSE of a mild winter in| 
most northern sections of the| 
country, dealers are somewhat ap- 
prehensive about a spring accelera- | 


tion in used-car sales. 

However, reports from most 
areas say that used-car sales are 
better thus far in March than dur- 
ing the latter part of February. 
Denver, Dallas and Augusta, Ga., 
were in this category. 

Dealers point out that credit 
terms are becoming more strin- 
gent on used cars, and that there 
is a credit disadvantage in buying 
a used-car as compared to a new 
one, 

In addition, 
very low, dealers say, 
new-car dealers are refusing to 
take tradeins older than ’48 cars. 
Dealers say the market is best on 
‘50s, 51s and ’52s, with prices and 


and some 


tradein values are) 


demand both down on rough cars. | 


Ark. Dealer Gets 
$43,692 Judgment 


LONOKE, Ark.—Marvin G. Matt- 
son, Dodge-Plymouth dealer here, 
has been awarded a $43,692 judg- 
ment by a U. S. District Court 
jury in Houston, Tex., on con- 
clusion of his suit against a Hous- 
ton car dealer. 


The jury assessed $13,692 actual | 


and $30,000 punitive damages 
against Charles F. English for 
alleged fraudulent purchase of 
eight automobiles delivered to the 
English Motor Sales Co. in Hous- 
ton, Delivery of the cars was made 
by A. L. Martin, also named as a 
defendant in the case, who is now 
in prison. 

Martin testified at the trial that 
he had given Mattson worthless 
checks in payment for the cars, 
but declared that he was not act- 
ing as an agent for English when 
he purchased them. 

English announced that he will 
appeal the judgment. 





newspaper columnist, by putting 
money behind the Citizens’ Tax 
League of New York, and by 
paying the expenses of a member 
of the Maryland State Highway 
Commission. 

Following are the charges now 
spread out in sworn testimony: 


1, That Bessie Q. Mott, former 


| chairman of the public affairs com- 


mittee of the New York State 


in its $250 million| Federation of Women’s Clubs, re- 


ceived $500 monthly from Byoir to 
at- 


2. That Byoir paid “expenses” to 
Clinton H. Johnson, public relations 








Highway Commission, at the same | 


time the commission was _ con- 
ducting tests to determine the ef- 
fect heavy trucks had on highway 
maintenance. 

3. That Byoir paid newspaper 
columnist J. Joseph Gribbins about 
$250 for “research” on truck 
damages to highways and helped 
promote sale of his column. 

4. That Byoir’s firm wrote anti- 
trucking speeches for Artemus 
Leslie, Pennsylvania insurance 
commissioner, and Leo Noonan, 
New York assemblyman. 

5. That Byoir’s outfit bought, 
printed, and mailed postcards in 
the name of the Pennsylvania 
Assn, of Township Supervisors. 

6. That the Citizens’ Tax League 
of New York received $300 per 
month from Byoir through its di- 
rector. 

7. That the Ohio State Dept. of 
Highways received help from Byoir 
in 1 gathering anti- ‘truck material. 








Buick Celebration in Philadelphia— 


A cake-cutting ceremony was among the features of a 10-day celebration of Buick's 
golden anniversary, staged jointly by Wilkie Buick Corp., Philadelphia, and Life 
magazine. Wilkie reports lively floor-play and a 61 percent increase in new-car sales 
over a comparable period last year. Shown here (from left) are Martin H. Bury, presi- 
dent of Wilkie, and his wife; H. S. Gallaher, assistant Buick zone manager; Tippi 
Hedren, Life cover girl; Jonathan G. Davies, eastern regional manager, cutting the 
cake; Casper Pennock, Peter Carr, Malcom Scott and Don Weadon, all of Life's sales 
staff; Charles Duncan, sales manager of Wilkie; William McCrocklin, zone manager; 
Jack Willis, advertising manager of Wilkie, and Kent Haydock, Life representative. 
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Can you entice a passer-by inside in 9 seconds? 


You’ve got just nine seconds to turn a passer-by into 


a customer. 


That’s how long it takes a person to walk 


past the average storefrontt. So you’d better show 
the walkers everything you can to pull them inside .. . 


and show them fast. 
Ask your 


tributor or Dealer about a Visual Front. 


local Libbey-Owens‘Ford Glass Dis- 


He can 


show you how it will make your whole store a “‘display 


window” 


design you select for your store. 


He can give you estimates on whatever 


He can put you in 


touch with local architects and contractors who 


specialize in storefront work. 


and conditions. 


He knows local codes 


And he has a complete line of storefront materials 
—L:O‘F Polished Plate Glass, Thermopane* insulating 


glass, 


Golden Plate to reduce fading of materials, Vitrolite 
glass paneling for exterior beauty, 


Tuf-flex* Doors for unobstructed visibility, 


¥ 


mirrors of L:O-F 


Polished Plate Glass to enlarge and brighten your store. 
Mail the coupon for your free copy of our booklet 
on Visual Fronts, and for the name of your nearby 


L-O-F supplier. 


According to Esquire’s Apparel Arts 


For a modern VISUA Lo 


*® 


wt RONT see your nearest 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 





TUF-FLEX DOORS 


for maximum see-in 


7 
| 
| 
| 
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| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


MAIL THIS FOR FREE BOOK ON VISUAL FRONTS 


Libbey-Owens-Ford Glass Co. 
7633 Nicholas Building, Toledo 3, Ohio 


Send me your book on Visual Fronts and the name of the nearest 
L-O-F Distributor. 
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oO longer just gleams in some 
designer’s eye—no longer impossibly 
expensive. The seat you see bursting 
through the blueprint is NOW helping 
sell one of America’s most popular 
medium-priced cars! 
For AIRFOAM Design Engineering has 
made possible—here and now—and in all 
price brackets—the advanced styling and 
luxury formerly found in only the most 
expensive custom jobs. 
And motorists are finding it out. They 


oF: 


want AIRFOAM seats of greater depth— 
they want them front AND rear. They 
want plenty of AIRFOAM in seat backs, 
too — and they’re buying the cars that 
have it! 


If your lines have it, step right up and 
tell the world! Let AIRFOAM’s styling and 
luxury of the future fatten your order 
book TODAY! 


Goodyear, Automotive Products Division 
Akron 16, Ohio 


The seats 


future are 















of the 
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THE WORLDS) 


Simple 
when you know how! 


Up to now, contoured piping like this died on the 
designer’s sketch pad—for to translate it into 
actual upholstery was too costly for even most 
custom jobs! 


But AIRFOAM Design Engineering has brought it 
out of the blue with cushioning techniques of 
the future—AIRFOAM exclusives that can bring 
you top sales-appeal for every model on your 
floor! 


Why Airfoam’s such a great sales aid— 


AIRFOAM cushions the ride as no other type 
cushioning can—makes any car seem smoother- 
rolling, better ballasted. 


AIRFOAM seats you deep in the lap of luxury— 
but with firm, buoyant support that keeps 
driver and passengers relaxed through the 
longest day. 


AIRFOAM is “air conditioned” —its millions of 
tiny air-cushions breathe with every motion, 
stay cool, fresh, inviting. 

AIRFOAM holds its shape, doesn’t lump, slump 


or break down. Upholstery stays young looking 
—resale value of your car stays UP! 


MORE AIRFOAM IN YOUR LINE—MEANS MORE NAMES ON THE DOTTED LINE! 


GOOD, YEAR 


| FIMIEST CUSHIONING 





We think you'll like ‘THE GREATEST STORY EVER TOLD” — every Sunday — ABC Radio Network 
THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday— NBC TV Network » 
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Chevrolet Dealers Map Future— 


Sixteen Chevrolet dealers, elected by their fellow dealers throughout the country, | 


recently met in Detroit for the first 1953 session of Chevrolet's national dealer plan- 
ning committee. The group, which is now in its 17th year, discussed business problems 
with factory executives. On the far side of the table (from left) are Thomas F. Smith, 
Moulton, Ala.; E. A. Lynch, Union, N. J.; J. H. Hanna, Bel Air, Md.; H. J. Harrington, 
Findlay, O.; Latham Davis jr., Gainesville, Fla.; J. J. Maume, Hampton, Va.; B. W. 
Taber, Ithaca, N. Y., and L. O. Gates, South Bend, Ind. On the near side of the table 
(front to back), are F. S. Knox, Loveland, Colo.; M. G. Skyberg, Canton, S. D.; W. P. 
Allen, Terrell, Tex.; Harry Ettinger, Deer Lodge, Mont.; A. P. Baston, St. Cloud, Minn.; 
lee J. Hobbs, Wichita; Guss Orr, Texarkana, Tex., and Don Miller, Wenatchee, Wash. 


Great Bend Firm Moves 


Quigg Implement Co., Great|trucks and Allis 
Bend, Kans., has moved to 3501 W.| Minneapolis - Moline 
Tenth. The firm deals in Reo ment. 





Chalmers and 
farm equip- 
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100 Detroit Concerns Aid Army Prcmrem eee 





| Auto Firms Give Missiles a Push 


By Ed Janicki 
Staff Writer 

DETROIT. 
has two types of guided missiles | 
in production and automotive firms | 
are playing a big part in the pro- 
gram, the Army’s guided missiles 
research chief revealed here last 
week. 

Brig-Gen, Thomas K, Vincent 
said the Army now has more than 
25 prime contractors doing mis- 
sile work and more than 100 De- 
troit firms are building misile 

parts. 

Vincent made the announcement 
during a press conference at the 
21st annual meeting of the Ameri- 
can Society of Tool Engineers. 

Because of security reasons, not 
too much detail could be given on 
the missiles. Vincent said, however, 
that one of the missiles in produc- 
tion has been dubbed the “Nike.” 
The missile, a completely new wea- 
pon, is said to have a 10-mile range 
and to have amazed its designers 
by having a 100 percent kill rate 


against © _drone- operated B- 17s at 


— The United States | 





| 35,000 feet. Name of the other mis- 
sile was not revealed. 

While the identities of specific | 
firms doing the work on the mis- 
siles were not made known, Vincent 
told the meeting that Chrysler Corp. 


was one of the contractors which | 
will eventually produce one of two | 


of the best types. Chrysler received 
a multi-million-dollar guided mis- 
siles contract for research and de- 
velopment last January. 

It is also understood that Ford 
has been doing some research 
work on missiles, Chrysler’s mis- 
sile work is done at the Navy- 
owned jet engine plant near Utica, 
Mich. 

The industry’s importance in the 
guided missiles program was em- 
phasized by Vincent when he stated 
that the Huntsville (Ala.) arsenal 
develops the weapons and then asks 
civilian firms to take up production. 

The new missiles are said to be 
far superior to the German V-2. 
“The V-2 had a reliability factor of 
only about 65 percent,” Vincent ex- 
plained. “Actually, of a total of 3,600 





If it’s a question of cooling, 


Harrison has the answer 





When Harrison engineers are given an assignment involving 
heat transfer, they attack it from every angle. 


Heat rejection, air flow, and coolant circulation through 
the radiator are thoroughly investigated, and the results 


carefully analyzed. 


Finally, before recommendations are submitted, the entire 
cooling system is subjected to tests that simulate the 
severest operating conditions. 








The result is a radiator engineered to do a specific job 


and do it well. 


Our engineering and manufacturing facilities are at your 
disposal. We invite you to make use of them. 


HARRISON RADIATOR DIVISION 
GENERAL MOTORS CORPORATION 
LOCKPORT, NEW YORK 





|missiles fired at London and Ant- 
werp during World War II, about 
1,000 were failures.” 

He added that the new U. §.- 
made missiles reach an altitude 
of about 20 miles in the first 
minute of flight and can zoom 
through the air at 3,000 miles an 


tool engineers, adding that “through 
the production know-how of tool 
engineers, new titanium alloys hold 
much promise 
objectives.” 


in meeting design 


Nash and Dodge 
New Entries in 
Economy Run 


(Continued from Page 6) 
history of the Economy Run, he 
added. 

The factory price span is from 
the $1500-$2050 range of the low- 
price class, to the $3001-$4500 
figures of the high-price class. 
Completing the picture is the 
special lightweight category. 

All cars will compete for the 
| sweepstakes champion trophy, 
| which is determined by the ton- 
| mile system. 

According to this formula, the 
gross weight of the car and its 
allowable load, in tons, is multiplied 
by the mileage and divided by the 
gallons of gas consumed. 

The Economy Run is scheduled 
for April 20-22 between Los Angeles 
and Sun Valley, Idaho, The course 
will be entirely different from last 
year’s but will be equally rugged 
and comprehensive. 

Entries are held at the Run's 
impound area in Pasadena until 
March 31, after which they will 
be moved to final impound in the 
General Petroleum garage. 

Here is the list of cars entered 
and price ranges (prices—F.O.B. 
| factory): 

Class A—Low Price—$1,500-$2,050 
—Standard and Overdrive: Hudson 
| Super Jet, Chevrolet Two-Ten, Ford 
|Customline 6, Ford Customline 8, 
Studebaker Champion, Plymouth 
Cranbrook. 

Class B—Low Price—$1,500-$2,050 
|—Automatic Drive: Hudson Jet. 

Class C — Low-Medium—$2,051- 
$2,500—Standard and Overdrive: 
Dodge V-8, Studebaker Com- 
mander, Studebaker Land 
Cruiser, Mercury Monterey. 

Class D— Low-Medium — $2,051- 
$2,500 — Automatic Drive: Nash 
Statesman, Hudson Super Wasp, 
Studebaker Land Cruiser. 

Class E — Upper-Medium—$2,501- 
$3,000 — Standard and Overdrive: 
Kaiser Manhattan, Nash Ambas- 
|sador, Packard Clipper, DeSoto 
|Firedome V-8. 

Class F — Upper-Medium — §$2,- 
| 501-$3,000—Automatic Drive: Kai- 
ser Dragon, Nash Ambassador 
Custom, Hudson Hornet. 

Class G—High Price—$3,001-$4,- 
500—Automatic Drive: Chrysler 
New Yorker, Chrysler Imperial, 
Lincoln Capri. 

Special Lightweight Class: Henry 
J. Corsair 4, Nash Rambler Super. 


hour 
Vincent lauded the role of the 


St. Louis Dealer 
Arrested by FBI 
On Stolen Car Deal 


ST. LOUIS.—A federal warrant 
| has been issued againest Franklin 
| A. Brickey, owner of a new-car 
dealership and two used-car lots in 
South St. Louis, charging him with 
receiving an automobile stolen in 
|Chicago and subsequently sold in 
Dallas. 

Brickey, according to FBI agents 
who made the arrest, has been 
jidentified by Frank Water, a 
Maplewood filling station attendant 
as the man to whom he sold ex- 
pensive automobiles at prices rang- 
ing from 259 to $500. Brickey told 
the FBI agena he did not know 
the machines were stolen at the 
time he made the purchases. 

The FBI agents and two St 
Louis detectives broke up a team 
of automobile thieves when Water 
and a companion offered to sell 
them a $4,500 Cadillac, stolen from 
. on Louis real estate dealer, for 
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There Is 
No Substitute 
for a 
BLUE CORAL 
TREATMENT 


Pan ee ee M7 ence) Se len 


ONTIAC DEALER NELS A. HENDRICKSON 


Says: WE NOW .HAVE 7 MEN IN THREE 
DIFFERENT DEPARTMENTS ON FULL 
TIME APPLYING BLUE CORAL ... AND 
MAKING OUR CUSTOMERS HAPPY ! 


NELS A. HENDRICKSON 


Successful Chicago 
Pontiac Dealer 
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Creators of the Blue Coral, Treatment WHITE PLAINS, NEW YORK 
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Carries New GMC Engine— 


A new 270-cubic-inch truck engine, said to incorporate the latest engineering | 
advances, returns to the GMC medium-duty truck line in this 2%-ton model. The | 
130-horsepower engine is in the model 400-27, rated at 18,000 pounds GVW and 
30,000 pounds GCW. Compression ratio has been stepped from 6.75 to 1 to 7.5 to 1. 





Reward for Trindle 

When he learned that C. L. | S. Carrington declared that Trin- 
Trindle, sales manager of J. V. | dle had “earned a real vacation.” 
Baldwin Motor Co. (Chevrolet), As a result, Trindle and his wife 
Los Angeles, had just completed were soon aboard a plane bound 
30 years of service, President Roy | for Hawaii. 


A 
Our 
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Sales Conditions in Various Areas ee 





Auto Market Reports 


Omaha 


Ford captured the top spot in 
Omaha February sales with 299 
registrations. Chevrolet was the 
runner up with 233, and Plymouth | 
third with 105, Total sales were 
1,032 against 1,078 in January. 

February truck sales amounted | 
to 190 units against 305 in the pre-| 
vious month. 

The breakdown by makes: 

New-car sales — Ford, 299; | 
Chevrolet, 233; Plymouth, 105; | 
Buick, 86; Pontiac, 75; Oldsmo- 
bile, 66; Mercury, 33; Dodge, 25; 
Studebaker, 25; Chrysler, 22; 
Packard, 20; Nash, 18; Cadillac, 
18; DeSoto, 17; Hudson, 14; 
Willys, 10; Lincoln, 5; Henry J, 5, 
and Kaiser, 2. 

New-truck sales — Chevrolet, 78; 
Ford, 50; International, 27; Mar- 
mon-Herrington, 10; GMC, 7; 
White, 7; Dodge, 5; Diamond T, 2; 
Auto Car tractors, 2; Studebaker, | 


The American Bank Credit Plan is designed to 
help the business of Automobile Dealers. 


First and foremost, it is a 100% Dealer finance 


plan, assuring you of your well merited reserves. 


Second, the Plan enables you to provide your 
customers with dignified, low cost credit at the 
local Bank featuring this Plan. 


Car buyers are now demanding Bank Credit and 
will do so in the future for all their consumer 
credit needs. 


As an Accredited Dealer under the American 
Bank Credit Plan you can give your customers 
this leading Dealer-Bank credit service they will 
appreciate and surpass all competition from 
“Bank-Agent" and "Direct to Public" plans. 


The Foremost Deale 


1, and Willys, 1.—(Arthur R. Ole-| 


Buick, 1,056; Chrysler, 391; DeScto. 


son.) |305; Dodge, 635; Hudson, 228; 
ae. | Kaiser, 57; Mercury, 404; Nash, 
Detroit | 408; Oldsmobile, 655; Pontiac, 82; 


Both new and used-car sales in| 
Wayne County rose appreciably in 
February as compared with Janu- 
ary, according to a report by the 
Detroit Automobile Dealers Assn. 

New-car sales totaled 13,790 as 
compared with 11,497 in January, 
and used-car sales were 11,906 in 
February as against 8,374 for a 
month earlier. 

All figures for the month were} 
higher than last year, the report 
showed. Commercial-car sales of 982 
for February were well above the 
903 of January, and total com- 
mercial-car sales for the first two 
months of the year were 1,885 as 
compared with 1,662 a year ago. 

By makes, passenger cars for 
February were sold as _ follows: 
Chevrolet, 2,785; Ford, 3,451; Henry 
J, 20; Plymouth, 1,472; Willys, 45; | 


Dealer Finance Plan 
business is to help your business 


Third, you will increase your time sales with this 


Plan. Customers welcome the opportunity to deal 


through you and the Bank in preference to paying 


all cash or financing through other means. 


Fourth, the Plan provides your customers with 


valuable "Safe Travel” Features, and assures you 


of dependable insurance coverages. These features 


lead in the industry. 


Fifth, as an Accredited Dealer, you receive all 


customary financial services through the local 
Bank . . . New and Used Car Floor Plans, New 
Car Demonstration Plans, Capital and Real Estate 
Mortgage loans, etc. You will like Bank services 


above all others. 


The American Bank Credit Plan works with 
you and for you. If not immediately available 


in your territory, ask your Bank to write us. 


r-Bank Plan in the 


automotive field offered exclusively to dealers through banks in 


Wlinois Ohio 
Massachusetts 


New York Wisconsin 
New Hampshire 


Connecticut 
Rhode Island 


wa eee 
103 PARK AVENUE 


Minnesota 
West Virginia 


Maine Indiana 
Delaware 


NEW YORK 17, 





Pennsylvania 
New Jersey 


Vermont 
Michigan 


Maryland 
Missouri 


INSTALLMENT CREDIT CORPORATION 


Ns 


Studebaker, 103; Cadillac, 592; Lin- 
coln, 50; Packard, 263, and miscel- 
laneous, 8. 

The report added that 61 percent 
of the used cars were sold by fran- 
chised dealers, and 39 percent by 
independent used-car dealers 
(Sam Sampson.) 

* * * 


Pittsburgh 


A survey of dealers in Pittsburgh 
indicates that business is good but 
that it is necessary to keep used- 
cars moving by plenty of ad- 
vertising. 

Some dealers are maintaining a 
waiting list on undelivered cars, 
but feel that trouble will come if 
new and used-cars are not kept 
moving.—(Leon Leffingwell.) 

* * * 


New Orleans 


New-car sales in New Orleans 
amounted to 1,219 in February- 
1,174 through authorized dealers 
and 45 through unauthorized out- 
|lets. This was an increase of 357 
|units for the corresponding month 
of last year, when 862 cars were 
titled, and a loss of 219 from Janu- 
ary of this year, with 1,438 regis- 
trations. 

February new-truck sales totaled 
268, a 20-unit drop from the previ- 
ous month and 91 more than the 
corresponding month of last year. 

Individual makes sold by 
| authorized dealers were: Chevro- 
let, 328; Ford, 211; Plymouth, 129; 
Buick, 113; Pontiac, 94; Mercury, 
47; Oldsmobile, 46; Dodge, 39; De- 
Soto, 34; Nash, 28; Chrysler, 25; 
Studebaker, 20; Cadillac, 17; 
Packard, 16; Kaiser, 7; Willys, 
5; Hudson, 5; Henry J, 4; Aus- 
tin, 3; MG, 1, and Hillman-Minx, 
1 





Individual makes sold by un- 
authorized dealers were: Chevrolet, 
20; Dodge, 8; Pontiac, 5; Oldsmo- 
bile, 3; Ford, 2; Plymouth, 2: 
Buick, 2; Cadillac, 1; Chrysler, 1, 
and DeSoto, 1. 

Individual truck sales by makes 
were: Chevrolet, 102; International 
39; Ford, 36; White, 25; Stude- 
baker, 20; Dodge, 18; GMC, 18; 
Mack, 5; Diamond T, 2; Willys, 2, 


and Plymouth, 1. — (Gordon 
Hebert.) 
* = 
Cleveland 


A general upturn in the automo- 
tive market was noted here as both 
new and used-car sales showed 
evidence of the approaching spring 
| period. 
| Both new and used-car sales were 
{up for the week ended March 14, 
with used cars showing the bigger 
increase. Dealers, however, con- 
tinued to speak of a “hard” used- 
car market, while in new-unit sales 
the consensus was “good movement 
in particular makes, with the need 
for top sales promotion becoming 
more and more evident.” 

New-car turnover for the week 
reached 1,647, highest for any 
weekly period so far this year 
and about 500 over the same 
week a year ago. Used-car sales 
reached 1,777, also a high for 
both years as of this time. 

| Trucks sold during the week in- 
cluded 121 new and 99 used units. 

B. W. Blaushild (Dodge-Plym- 
outh), declared: “There’s lots of 
business, but the competition is 
growing and you’ve got to go out 
and get it.” 

J. H. Carmichael, of Ralph 
Stewart Buick, said his dealership 
was “sold out for some time to 
come,” while Reliable Motors (Olds- 
was booked with 

advance orders 


six 
new 


mobile), 
weeks’ 
units. 

Dubbs Motor Sales (Mercury) 
and Markad Motors Co. (Ford) 
also indicated that new-car sales 
were keeping things humming at 
a good clip. 


on 


Three Rivers Expands 
Three Rivers Motors Co. 
(Ford), of Wilkinsburg, Pa., has 
opened a new-truck location at 
926 Penn Ave. W. A. Winterhalter 
is president of the firm. 
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have a name for being sophisti- 
cated and irreverent. They may not 
be the flesh-hungry pagans that the 


men as a group 


“Hucksters” paint 
them, but they ap- 
pear to many, at 
least, as rather 
impious, hard- 
boiled peddlers of 
ideas. 

Yet the other 
day several 
hundred of them 
gave a rare ris- 
ing ovation to 
another adver- 
tising man who 
spoke to them on a reverent sub- 
ject. The place was the Adcraft 
Club of Detroit. 

The speaker was William G. Pow- 
er, advertising manager of Chevro- 
let, who joined this auto division 
nearly 25 years ago. At that time 
he was boys’ recreational director 
for the YMCA. 


For those of you who have heard 
Power before, and know the razzle- 
dazzle showmanship he once used, 
it should be pointed out that on 
this day he used none of the slam- 
bang props of the past. 

.* € & 

—. story lifted many of 
those men at the Adcraft Club 

to the heights. It is recounted here 
in the hope that it may hold some | 
value for you, too. 

It begins with a day back in | 
1928 when Chevrolet and its deal- | 
ers were loaded to the ears with 
four-cylinder models on the eve 
of the transition to a six-cylinder 
model. 

Power at the time was a factory | 
representative in northern Michi- | 
gan. Under a program started by 
that great sales manager, Richard | 
H. Grant, the factory representa- 
tives had to put themselves tempo- 
rarily in the places of the dealer 
personnel—the men on the firing 
line. 

One week Power was a retail 
salesman. The next he was the deal- 
er’s sales manager. The day before | 
Power was to take over the sales 
manager’s job at Johnson Chevrolet | 
in Flint, he was told that his first 
assignment would be to talk for 20 | 
minutes on another Grant idea, the 
community sales program. 

* * * 

ELL, it takes two minutes to | 

describe the program. It was) 
just a matter of dividing the deal- 
er’s territory among the salesmen. 
Each would have three or four} 
square blocks, more or less, and he | 
was assigned the task of ringing 
every doorbell in his community, 
trading at the grocer’s in his area, | 
getting his hair cut at the barber’s, 
finding out what cars the residents | 
drove, and, of course, opening the 
way for the sale of Chevrolets. 

So what was Power going to do 
with the other 18 minutes? He pon- 
dered that problem as he sat in his 
room at the Durant Hotel that 
night. 

Leafing through a Bible placed in 
his room by the Gideons, Power 
was struck by this passage in Mat- 
thew: “And Jesus went about all 
the cities and villages, teaching in | 
their synagogues and preaching the 
gospel...” 

Power said the thought came to 
him: 

“Here, indeed, is a community 
program.” It was 8 o’clock in the 
morning before Power closed the 
Bible, filled with wonder at how 
pertinent the work of Jesus was 
to the job Power had to do. 

At the sales meeting some hours 





Wm. G. Power 





Barr-Cullen Opening 

At the opening of the new 
building of Barr-Cullen, of 
Larned, Kans., coffee and dough- 
nuts were served to 1,300 visitors 
during the day. Co-owners of the 
firm are Walter J. Barr and 
Howard Cullen. Fifty dollars in 
prizes were given away at the 
celebration. 





Merchandising 


Memos to Dealers 


By Bob Finlay 
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later, Power told the salesmen how 
Jesus sold his product — reverence 
for God and love of fellow men— 
in a world where man had lost 
sight of the Lord in the petty hates 
and greed of the day. 


” * * 


H® TOLD how Jesus sought to| 


impart to the disciples—“Come 
with me and I will make you fish- 
ers of men”—his great faith so that 
he might multiply his efforts. 

Of the sales meetings on the 
mountain ... of the demonstrations 
in the cities where faith moved the 
lame to walk again. 

“You don’t believe in miracles?” 
Power asked. 

“Well,” said Power, “what about 
the business men who go out each 















... there’s a 


DELCO SHOCK ABSORBER 
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New Packard Dealer in Brooklyn— 


Packard Bay Ridge, Inc., Brooklyn, N. Y., signs a franchise with the factory. Shown 
seated (from left) are C. H. Evans, Packard's New York zone manager, and Morris 


| Soodak, president of the new firm. Standing are C. H. Noll, assistant zone manager; 


A. R. Marzelli, city manager, and C. R. Willis, zone business manager. 


year at Christmas time in Jesus’ 
name to sell newspapers in storm 
and cold that the hungry may be 
fed, that little children may know 
the miracle of giving.” 


And the men who work day andj|er’s story ... 
night during the United Founda-| will to use it. 


tion drive that the lame may walk 
and the blind may see. 

There are miracles yet for those 
with faith to see them. And there 
is a powerful sales message in Pow- 
for those with the 






13 


WILL PROVE 


CAN INCREASE 


Va 3 
MISA eT Labor Sales 


25” TO 35°.—OR MORE 





We Guarantee 
To Help You 


@ Secure 100% to 150% absorption in 
your Service Department 







@ Prevent broken promises to customers 






@ Give your Service Manager time to 
plan and increase shop productivity 







@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 
@ Bring ALL service operations to 
clock-work precision 
APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring all particulars— promptly. 


Aa eve 
SERVICE CONTROL 


1112 South Wabash Avenue 
Dept. AN-42, Chicago 5, Illinois 
























at 200 4 SPM 
Comm Type Shock Nosorvers 


designed to meet your 


Supplying the nation’s passenger cars, trucks, busses and 
military vehicles with the right shock absorbers is routine 
at Delco Products. We’ve been doing it for years! 

Because Delco shock absorbers are designed to meet 
specific applications . . . because they are uniform in 


quality and efficiency . .. automotive engineers are assured 
of a dependable and economical solution of their ride- 


control problems. 


Delco will give your inquiry prompt attention. Delco Prod- 
ucts, Division of General Motors Corporation, Dayton, Ohio. 


Loads Shown Are Koproxienote 


Here's the Complete Answer to Ride-Control Problems! 






Delco Hydraulic Shock Absorbers 











Regardless of the make of car 


you are now Selling, it will pay you 
to find out about the completely new 
and unique Kaiser»Frazer 

retroactive bonus plan and the 
fairest dealer franchise 

in the industry. 


with this franchise 


‘3000000 EX 


This year, Kaiser-Frazer will pay individual dealers 
$20,000... $30,000. ..$50,000...$100,000...under 
a new bonus plan. 

This plan pays a bonus on every car you sell, and 
when you reach each new volume bracket, the high- 
est rate you have earned applies to every car you 
have sold during the year. 

Double the money—And the rate is high; nearly 
twice as high per car as the next best bonus plan in 
the industry! 

That is why Kaiser-Frazer dealers will have earned 
over $5,000,000 in extra bonuses by the end of this 
year. 

That is why the earnings of hundreds of Kaiser- 
Frazer dealers are higher than you think! 

But—in addition to the money that is being made 
in retroactive bonuses — Kaiser-Frazer dealers do 
business under the most modern franchise in the 
industry! 

Just compare its advantages with the agreement 
you have tucked away in your office safe: 


* The industry's fairest franchise 


| 4 continuing sales agreement — Complete 
protection of your investment. No cancellation on 
short notice without cause. No automatic expiration. 











2 Equitable discounts —on all models. Higher 
than industry average —on cars, parts, accessories. 


3A Fleet Sales Plan—Cash rebates, paid by the 
factory on volume purchases. A brand new incentive 
plan for the dealer and the customer, far superior to 
any other fleet agreement in the industry. 


41 009 reimbursement on Warranty Claims 
— with prompt adjustment by the factory for parts 
and your full retail labor rate. You cannot lose. 


9 Protection against model and price 
change — A generous allowance on old model 
inventory with automatic rebates on stocks in the 
event of price reduction. 


6 Passenger cars only —No trucks. Complete 
line from lowest-priced full-sized car to medium- 
priced field. You sell over 93% of the market. 


] The finest Retroactive Bonus Plan in the 
industry — by far! This plan actually helps you 
become a high-volume dealer, but regardless of vol- @ 
ume, you make more money on the cars you sell! | ¢ 


More advantages to the dealer «T 


‘ 
Territories are selected with: the idea that deal- A 
ers must make money. You compete only with other ‘ 
makes, not with other Kaiser-Frazer dealers. fi 


Kaiser F 





Transportation methods are specified by 
the dealer and cars are shipped by the carrier he 
requests. 

The Kaiser-Frazer dealer buys what he 
needs. No unwanted equipment, parts or acces- 
sories. If you order a car with overdrive, you get 
overdrive. It is Kaiser-Frazer policy to deliver new 
cars exactly as ordered, whenever humanly possible. 

When a Kaiser-Frazer dealer is signed, he 
is expected to have a sufficient capital investment in 
his facilities to conduct a profitable business. He is 
not expected to extend himself beyond the potential 
of his market. 

The Kaiser-Frazer dealer is an independent 
business man in every sense. Policy decisions that 
should be made by the dealer are made by the 
dealer. His advice is asked on matters that are ordi- 
narily factory policy. Before major factory decisions 
are made, dealers are consulted, either through a 
+ field survey or a factory council meeting. 


+ Team spirit 


Add to all these profit-making ingredients something 
only this franchise can guarantee you: the trust, 
friendship and cooperation of a young, progressive 


Frazer... the priceless franchise 








* 


A TAKE-HOME PA 


factory team. A family team that believes in mutual 
respect, recognizing that the very success of the fac- 
tory depends on the success of each and every dealer. 


Take a look at Kaiser+Frazer! 


There are a great many more advantages in a Kaiser- 
Frazer franchise. If you call or write any one of the 
General Sales Managers listed here, you will get the 
complete story. (And you can be sure that your 
confidence will be respected. ) 


Detroit: Mr. E. W. Berger 
Kaiser-Frazer Sales Corp. 
Willow Run, Mich. LO 1-7100, Ext. 8383 


New York City: Mr. F. J. Brosnan 
Kaiser-Frazer Sales Corp. 
1710 Broadway, N. Y. C. Plaza 7-8400 


Washington: Mr. J. R. Davis 
Kaiser-Frazer Sales Corp. 

922 Cafritz Bldg., 1625 Eye St. NW 
Washington, D.C. Sterling 3-1555 


Atlanta: Mr. R. E. Duffy Jr. 
Kaiser-Frazer Sales Corp. 
Room 401, 800 Peachtree St. 
Atlanta, Ga. Vernon 5805 





Chicago: Mr. C. P. Noonan 
Kaiser-Frazer Sales Corp. 
Suite 456, Pure Oil Bldg. 
Wabash at Wacker Drive 
Chicago, Ill. Andover 3-7027 


Dallas: Mr. C. W. Grinstead 
Kaiser-Frazer Sales Corp. 
Textile Bldg. Room 201 

2111 North Akard 

Dallas, Texas. Prospect 2423 


San Francisco: Mr. K. S. Moyer 
Kaiser-Frazer Sales Corp. 

44 McLea Court 

San Francisco, Cal. Underhill 3-0071 





©1953 KAISER-FRAZER SALES CORPORATION, WILLOW RUN, MICHIGAN ; 
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| chairs testify to the final crum- | 
AUTOMOTIVE WASHINGTON bling of the once busy agency, built 
by the outbreak of hostilities in 
|Korea. In my favorite spot —the | 


press information department 
some 
| Many are gone. 

It was not without a sense of 
regret that I noted these changes 
and those yet to come, For in this 
department were many fine, com- 

| petent men and women who did 

| a swell job in those busy days. 
Tempo R, where statistical work 
ye pe pea price controls are, for the time at least, in| was carried on and where car-deal- 
the ash can. So, in the nature of a farewell gesture, this | ¢T te pied yerpere os "~ 
correspondent last week deeided to revisit the OPS head- | seemed silent and unfamiliar in the 
. light of the changes that have been 

quarters in southwest an and take a leisurely stroll 


decreed in recent months. 
through their once humming, ¢ 
bustling corridors. 


In Tempo E, where the 


rotund Mike DiSalle once| noted that the 
sat in the center of a veritable bus-| customary police 
iness beehive and issued statements | officer was some 
and orders — sometimes with wit, | Place else and that 
sometimes with wisdom, occasion- nus Fees 
ally with both, and frequently with tionists ous 
neither—today earnest Joe Freehill, missing. 

present director, is packing his bag| jj through the 
for a well-earned vacation. The|building deserted 
scrapping has been attended to. The | | desks and vacant 


Last Look at Fading OPS 
Recalls Days of Hustle 


By William Ullman 


Washington Correspondent 





+ * + 


| last of the price ceilings have been 
lifted. 

Entering this 
main building, I 


| Liquidation Smooth 


ROSSING over to Tempo §S, home | 
4A of the automotive branch, I| 
beginning more than two years ago, 
closing out its affairs with little 
stress or strain. 

Fred Cooper, chief of the branch, 
was still there, as were two other 
top men—Ralph Orr, business anal- 
yst, and Kirk Metzerott, head of the 

4 new-car section. They will be gone, 
William Uuman however, by April 15. Jack Day, who 





good friends remain, though | 








Do's and Don'ts in Sales Meetings— 

Members of Heil Co. showed the Chicago Sales Executives Club in four farcical skits 
| how to handle, or avoid pitfalls in sales meetings. Discussing the finer points of the 
problem are (from left) John Barclay, general sales manager; George Pryor, bottle 


found that agency, in contrast to its 


|washer sales manager; W. A. Carlson, 


bodies and hoist sales manager; 


George 


| Hochstein, heating | sales manager. _and Pau! Miller, road machinery sales _manager. 


headed the used-car section, 
several weeks ago. 

John Buckley, head of the indus- 
trial and materials devision con- 
taining the automotive branch, was 
still on the job and probably will 
remain until the final closing. 

Now, in case you have forgotten: 


The first ceiling price regula- 


left 








“Favorite Station” 


Tuning Instantly Recdjested! 


To readjust push-button tuning to 
any new combination of five stations, 
five small sliding red tabs are moved 

until each is opposite a desired station. 
As car enters new area, a new group 


of five local stations can be selected. 


Signal-Seeking Car Radio 


Here is an entirely new idea—the nearest thing to a 
completely satisfying automobile radio ever developed! 
It’s the new Delco “Favorite Station” Signal-Seeking Radio, 
a sensational new model that combines push-button tuning 
of any five pre-selected stations with Delco Radio's 
now-famous signal-seeking mechanism. With this 
advance-type radio any five favorite local 

stations can be selected by push-button, or, by using 

the signal-seeking device, any station within range can be 
brought in. What's more, the push-button mechanism can 
be readjusted to get any combination of five stations 

in a matter of seconds! Dealers will appreciate 

how this amazing, all-new automobile radio will add to 

the driving and listening pleasure of their customers. 





DIVISION OF GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 


=. 


Signal-Seeking Tuner Works Automatically! 


When station selector bar is depressed, 
Signal-Seeking Tuner travels across the 
ial until it encounters a station signal. 
Another touch of the finger and the 
next station comes in. . 
tions can be received in many localities! 


. Up to 50 sta- 





Safety with Listening Pleasure! 


Owners of this new Delco Radio 
can operate its Signal-‘Seeking Tuner 
without taking their eyes from the 


road or their hands from the wheel . 
by depressing a foot control switch on. 
the floor board! This feature is optional. 





tion, issued by OPS on Dec. 138, 
1950, was CPR 1, covering new- 
passenger automobiles. This regu- 
lation, which froze manufacturers’ 
prices as of Dec. 1, 1950, preceded 
the general freeze of all prices 
ordered on Jan. 26, 1951. 
Subsequently the automotive 
branch, working under pressure, got 
out several other tailored ceiling 
price regulations. These were: 
CPR 83, covering retail and whole- 
sale sales of new cars; CPR 94, the 
used-car regulation, and CPR 139, 
covering rebuilt and used automo- 
tive parts. Then came revisions of 
CPRs 1 and 83 and a number of 
supplementary regulations and 
amendments. 
~ 


* * 


| Looking Backward 


[SAN WEEE, prices in the auto- 

motive field continued to press 
upward against ceilings because of 
material shortages, wage and freight 


| increases, and higher prices of steel 
|and other materials, until well into 


1952. But by the time Amendment 
43 to GOR 9, terminating all con- 
trols under its jurisdiction, was is- 
sued last March 5, these pressures 


|on prices had for the most part 


disappeared. This action decon- 
trolled cars, commercial vehicles, 
parts and accessories, as well as air- 
craft parts, marine equipment and 
supplies, boats, ships and marine 
vessels, 

At this time, many new cars were 
selling below ceilings and manu- 
facturers were not always taking 
all their authorized increases in 
prices. Used cars were selling below 
ceilings. Parts were mostly pressing 
ceilings, however, though some were 
| below by virtue of competition. On 
|the others manufacturers were 
|seeking higher prices to cover in- 
| creased costs. 

But as the automotive branch 
| began liquidating its affairs its 
| usefulness to the price control 
| program was approaching an end. 

The passing of controls was not 

| disturbing to the market. 
* z € 

| Enforcement Office Stays 

| ONE of the most active spots re- 
| maining in OPS is the office 
|handling enforcement matters. At 
the moment it is extremely busy 
negotiating settlements for various 
violations. There are about 4,000 of 
these cases. 


Ops at one time employed 12,000 
persons. This number last week had 
been reduced to approximately 2,000. 
After Apr. 30, when the agency 
officially expires, about 200 employes 
will remain on duty long enough to 
dispose of records, equipment and 
personnel and enforcement matters. 

According to a remaining top 
official, it is expected that OPS 
will return to the U. S. Treasury 
about $1,500,000 in unspent appro- 
priations, 


Freehill, a holdover Democrat, 
last week stuck to his early predic- 
tion that the end of controls will 
cost the public as much as $3 billion 
a year—about $1 billion in higher 
prices to consumers and the remain- 
der in taxes for military items. 

A last note of warning from OPS 
was that business firms must keep 
available for inspection whatever 
records were required by the regu- 
lations under which they formerls 
operated. Apr. 30, 1955, has been 
specified as the latest date beyond 
which records need not be retained. 
No records are required on future 
transactions. 
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THE HIT OF 
THE AUTO SHOWS 
EVERYWHERE! 


OAKLAND 
JAMESTO 
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Burglars raided Moses Motor Co.| distribute entry blanks from _ its 
and the Brookshire Motor Co.| showroom. 
used-car lot in Orange, Tex., and) wach contestant will be invited 


stole merchandise valued at $215. 


* * 


| Carll, Former Ford Official 


to display 10 ears of corn at the 
Fall Festival in Chanute, and the 
Erie Corn Festival at Erie, Kans. 
; The crop will be harvested under 
| Opens Dealership in West the supervision of Farm Bureau 
Charlie Carll, former director of | directors 
public relations of Ford Motor Co., * * t 
has opened a Mercury dealership 
in La Jolla, Calif. 
Known as Carll Mercury, Inc., 


Commissioner Van Etta 
Jim Van Etta, Lincoln-Mercury 
|the company also operates a used-|9ealer for the Santa Barbara 


ear lot and filling station at Pear] | (Calif.) area, has been chosen 
and Girard Sts | police and fire commissioner of 


| Santa Barbara. 
Russ Is Sales Manager 


| Cash on the Cob | 
Donald L. Russ has been ap- 


. Kan Dealer Co-Sponsors : 

NADA Cites South Bend-Mishawaka Assn.— sas Dealer Co-Sp | pointed sales manager for A. C. 

Farmer Contest | Benton Co. (Chrysler-Plymouth), of 
| Houston. 


* * * 


Ben Medow, South Bend new-car dealer, accepts a plaque from George Ziesmer, | 
chairman of NADA's public relations committee, on behalf of the South Bend-Misho. | Mitchell Motor Co. (Buick), Cha- 
waka Automotive Trade Assn. The association was cited in NADA's first annual public nute, Kans., will sponsor a corn 
relations award competition for ‘‘meritorious performance among local associations in| growing contest in cooperation with 
public relations activities on behalf of new-car dealers.” the Farm Bureau. 


csi 7 y The dealership will put up three 
cash prizes for the event, and will| Farmington, N. 


* * * 


GOP Elects Blanchard 


Carl C. Blanchard, owner of 
Farmington Motor Co. (Ford), 
H., has been 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





SINCE 


1932 





The editors and staff of 


STOKES TAX CONTROLS, Ine. 


their appreciation to the large number of Automobile Dealers and 
their guests who visited our Booth at the recent N.A.D.A. Convention in San 


express 


Francisco. 

During the year 1952 our “Stokes Tax Bulletin Service” has been con- 
siderably improved and extended. The many suggestions offered by Dealers 
has been an important contributing factor. The number of subscribers continue 
to increase and we are grateful for their confidence. 

We look forward again to a year of successful service to the Dealers 
and to a reunion in January 1954 at the Miami Convention. 


TAX BULLETINS FOR AUTOMOBILE DEALERS SINCE 1932 








elected chairman of the Republ 
can Town Committee. 
* * * 


C. of C. Elects Hale 


Floyd Hale, England (Ark.) au‘o 
dealer, has been elected vice-pre 
dent of the local Chamber of Com- 
merce, 

* + * 


Medow Heads Seal Drive 
Harold Medow, president of 
Modern Motors, Inc. (DeSoto-Plyn.- 
outh), South Bend, is chairman >of 
the 1953 Easter Seal campaign 
* + * 


Cleveland Plymouth Dealers 


Elect Blaushild President 


David Blaushild, president of 
Blaushild Motor Co. (Chrysler) 
has been elected president of the 
new Plymouth Dealers Assn. of 
Greater Cleveland. William O. 
Steudel (Dodge) is vice-president, 
and Mark H. Zettlemeyer (De- 
Soto) is secretary-treasurer. 

Blaushild is a past president of 
the Cleveland Chrysler Dealers 
Assn, and a former trustee of 
the Cleveland Automobile Dealers 


Assn. 
* * 7 


Tifton (Ga.) Dealers Donate 


| Trucks to Youth Groups 





Burkhalter Chevrolet and Tifton 
Motors (Dodge-Plymouth), Tifton, 
Ga., have presented two local 
chapters of the Future Farmers of 
America with new pickup trucks. 

Jack Burkhalter is owner of the 
Chevrolet dealership, and J. C. 


MeNeese is owner of Tifton Motors, 
a * . 


Dealers Join C. of C. 


Members of the Michigan City 
(Ind.) Auto Dealers Assn. have 
voted to join the retail division of 
the Chamber of Commerce. G. W. 
Enyeart, of Enyeart Chevrolet, 
association president, will repre- 


sent the group on the retail board. 
* es 7 


Hidden Check Turns Theft 


At McCann’s Into Gain 


McCann Motor Co., of Coffey- 
ville, Kans., experienced some- 
thing out of the ordinary when 
the firm gained instead of lost 
because of a burglary. 

A burglar knocked the cash 
register onto the floor, got it 
open and took $35 in cash. 

But when Assistant Police 
Chief Art Gamble examined the 
cash register for fingerprints, he 
pulled out the drawer and found 
a check for $49 written last year 


to the auto company. It had 
fallen behind the trays and 
worked its way under the 
drawer. 


The company was ahead $14. 
* * * 


10 Dealers Added 
To Hudson Family 


Expansion of MHudson’s dealer 
organzation continues, with 10 new 
dealers receiving franchises in two 
weeks. 

They are Silcott Hudson Sales, 
Monrovia, Calif.; Harris Auto Sales, 


Providence; Lawson Motors, Port 
Arthur, Tex.; Hudson Van Nuys, 
Van Nuys, Calif.; Béill’s Motors, 


Willow Grove, Pa.; Furlan Bros 
Sales & Service, Benton Harbor, 
Mich.; Quincy Motor Sales, Quincy, 
Mich.; Prairie Hudson _ Sales, 
Prairie Du Chien, Wis.; Shawno 
Hudson Sales, Shawno, Wis., and 
Calvo Hudson Sales, Mt. Sterling, 
Til. 

Hudson says the dealerships have 


}a 1,000-car sales potential. 
+ * 


8,000 —_ Sold 


Dueck Motors Ups Business 


50 Pct. in Year 


In 1952, Dueck Motors, Ltd., of 
Vancouver, and its subsidiaries did 
a $15 million business—a 50 per- 
cent increase above 1951, according 
to Lee Dueck, owner of the firm. 

Dueek started in the automobile 


| business in 1925. In 1952, his firm 


sold more than 8,000 new and used 
cars, as well as 480,000 gallons of 
gasoline, $500,000 worth of tires and 
$1 million worth of parts. He is 
recognized as the largest car dealer 
in Canada, with 292 employes. 

The Dueck doors have been open 
day and night for 28 years. During 
last year 47,792 work orders were 
handled in Dueck sheps, which is 
approximately one every six 
minutes, and these excluded lubri- 
cation and allied jobs. 
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FOB FACTORY 


Auto Loans 





sometimes be justified by the 


} 
| 


And more financial support‘ 
is to come—in the immedi- 
ate future. The impact of 
auto industry participation in steel 
production during the postwar 
period is impossible to measure | 
accurately. However, it takes little | 
imagination to estimate what the} 
industry has done. 
During 1952, the auto industry ' 
consumed more than 11 million | 
tons of finished steel, about 17 
percent of the total production 
in the country. Average auto in- 
dustry use of steel during the 
postwar period has been about 12 
million tons per year. | 
Most steel experts agree that 
probably 16 percent of the indus- | 
try’s steel during the postwar 





| 


Ark. Legislators 
Fail to Clarify 


Loan Fee Status 


LITTLE ROCK, Ark.— The 
Arkansas Legislature has ad- 
journed without taking action on 
proposals to clarify the status of 
installment sales, thrown into con- 
fusion as the result of a ruling by | 
the Arkansas Supreme Court last 
year. 

Early in the two-month legis- | 
lative session, Senator Lee Reaves, | 
of Warren, introduced a bill which 
sought to set up a State board 
with power to fix service and other 
charges legally coliectible on in- 
stallment or time-payment sales, 
apart from the 10 percent interest 
charge which is permitted by the 
State Constitution. 


The measure was passed by the 
Senate, then by the House, but at 
the request of the Senate, the 
attorney general issued a special 
ruling on constitutionality of the 
proposed law. Following his report 
that one section of the bill was 
unconstitutional, the bill was re-| 
turned to the House and the vote 
on the bill was expunged from the 
record. It was re-referred to the 
House Judiciary Committee, but 
was never called up for action be- 
fore adjournment. 


The tangled history of installment 
sales legislation began with passage 
by the 1951 Legislature of a law 
authorizing loan companies to levy 
service and insurance charges in 
addition to the constitutionally | 
limited 10 percent interest on the 
unpaid portion of a loan. Under the 
1951 law, these charges were not 
to be counted as interest. 


The Supreme Court ruled last 
spring that the act violated the 
State Constitution’s provisions 
against a total interest charge of | 
more than 10 percent, and warned 
that any effort to include total 
service charges with interest above | 
that amount would constitute 
usury under Arkansas law. 


The Arkansas Automobile 
Dealers Assn. led a_ statewide | 
movement to initiate a_ consti-| 
tutional amendment which would | 
have made the additional charges 
legally permissible. It was barred 
from the November ballot by a 
second Supreme Court ruling which | 
described the ballot title as “mis- | 
leading.” 





British 3-Wheel Convertible | 
To Make Bow on Coast 


Regal Motor Car Co., of North| 
Hollywood, Calif., will display the 
Regal Reliant, a _ three-wheeled | 
British automobile. 


This will mark the first appear- | 
ance of the four-passenger con- | 
vertibe coupe in the U. S., though 
the car has been used in England 
since 1934. It is expected to sell on 
the American market for $1,195. 
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the auto industry has given to steel 
producers. For example, General 
Motors has authorized a loan of 
$28 million to Jones & Laughlin to 
help finance the Ohio works at 
Cleveland. This loan will be repaid 
in monthly installments, according 
to production at the plant. 


General Motors also has invested 
f million with Republic at 3 per- 


Help Steel 
| Boost Output Capacity 


. auto industry is sometimes criticized for being over-| 
zealous in its efforts to obtain steel. Such comments may 
facts. However, it is equally 
true that the auto industry has footed a big share of the bill 
for boosting U. S. steel production up to its present levels. Ohio Dealers Discuss Ads— 


cent interest. The loan will be re- 
paid in steel products. 

Chrysler and Packard have 
given an option to lend money 
to Pittsburgh Steel. Up to now, 
all of this option has not been 
picked up. Chrysler put up $8 
million and, in return, was given 
a call on 200,000 tons of steel per 
year, Packard has a similar claim 
on 50,000 tons of finished steel. 
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‘ | The Guernsey County (O.) Automobile Dealers Assn. recently was guest of the 
period has been obtained through | pgily Jeffersonian, Cambridge (O.) newspaper, to discuss newspaper advertising. 
conversion. The industry has | Seated in the front row (from left) are William Johnston, Frank Danello, William | 
bought, on an average, two million | ssewart Robert Fordyce, Ralph Neuhart, Walter Jefferis, John Taylor and Richard | 
tons of a er year through Nixon. ‘Second row: Carl Sigman, Virgil Fordyce, Andy Grisiak, John oe eee | There are strong indications that 
conversion channels. n, James Sipe, Robert Shifko, Oliver Tickhill and Haro illespie. | e 

gna ts Third” ae caae nea, Ralph Loader, Bert Thompson, Jack Saltz, Dale Abbott,|#2 announcement will soon be 

| John White, William Watson and Jack Robey. | forthcoming on a $100 million ex- 
ne — -- | pansion program by a Detroit steel 
the increase would have| Mill. The money will be used for 
ighborhood of expansion of docks, erection of a 
blast furnace and to install new 
|open-hearth furnaces. Several De- 
. troit auto firms, including leading 
firms purchased 14 million tons of| It also can be argued, of course, Loans for Mills | parts makers, have been mentioned 
premium steel. that if the steel firms had raised REMIUM prices, however, are| prominently as participants in the 
It can be argued then that the |their prices enough to cover this! not the only financial support! new agreement. 


Conversion Purchases 
URING the period from 1946 to| y 
1952, it has been estimated that | 
the auto industry paid a minimum 
penalty of $100 per ton for over- 
quota steel. During the seven-year 
period, it can be assumed that auto 


auto industry has paid as much | deficit, 
as $1.5 billion over the steel mill | had to be in the ne 
price in order to keep its plants | $16 per ton, or about $25 per car. 


. . | . 
going at near-capacity rates. | . * 


_ — — 


MARVEL 


NEW CARS NEW LONGER... 
USED CARS IN USE LONGER... 


Profitminded dealers and repair shops 
know the best advice they can give a 
customer is to suggest Marvel in the 
crankcase and gas tank. 


Whether he has a new car or used car, 
it's advice a driver can hear in the 
hum of his motor... feel in the smooth, 
powerful thrust of his car. 




















FOR MORE PROFITS — 
PUSH MARVEL MYSTERY Oil 
AND THE MARVEL INVERSE OILER 






Marvel in the crankcase lays a strong, heat-resistant film of oil on all moving ports 
protects bearings and vital upper cylinder regions. The cor runs for many more 
engine miles per dollar. 

Install a Marvel Inverse Oiler for direct lubrication to the heart of the engine. Feeds 
in direct proportion to horsepower curve through inverse ratio to manifold vacuum. 
No other oiler works on this principle! Fully adjustable. Easy to install. Fully guoranteed. 


Your jobber can supply you, or write: 
EMEROL MANUFACTURING CO., INC. 
Dept. 319, 242 West 69th Street, New York 23, N. Y. 
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Easter Parade of Stars Auto-Show! 














Specttoulan Show to Climax 2nd Annual 


Avto-Lite Family Salute Program 








The Easter Parade of Stars Automobile Show is the crown- There are thrill-crowded hours ahead for all who are 
ing achievement in the second annual Auto-Lite Family fortunate enough to attend this great exhibition, as well 
Salute Program...and heralds the beginning of the greatest as for the millions who will see and hear it on the CBS 
motoring season in history. Setting will be the Grand radio and television networks. Cars that are years ahead 





Ballroom Floor of New York’s famous Waldorf-Astoria 
Hotel, April 4th through 9th. (Closed Tuesday, April 7th). 
Here many ‘thousands will see the latest engineering 
advancements, new interior and exterior color combina- 
‘ tions, as well as special displays that dramatize new 


achievements of the automotive industry. Here they will 
also see special exhibits featuring the work and accom- 
plishments of our Armed Services. & 
i 


in styling will be on display, as well as cars featuring lux- 
ury appointments and flashing performance! 
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Television and Radio Networks to carry 
brilliant event to millions from coast to coast 






IRENE VAN 
DUNNE JOHNSON 














Glamorous screen star Irene Dunne will be mistress Enjoy the re-enactment of the first and only round-the- 
of ceremonies during the national television presen- world race—the famous “New York to Paris Auto- 
tation of the Easter Parade of Stars Automobile Show. mobile Race of 1908"—starring your favorite, Van 
Appearing with her on CBS-TV, April 7 in most mar- Johnson. Listen to this exciting “Suspense!” program 
kets, will be leading executives of the automotive broadcast Monday, April 6, direct from the stage of 
industry, representatives of the women's branches of the Grand Ballroom of the Waldorf, during the Easter 
our Armed Services and stars of stage, screen and Parade of Stars Automobile Show, over your local 
radio. CBS station, 8:00—8:30 p.m. E.S.T. 
























Custom cars featuring exciting in- 
terior and exterior Spring colors. 


Action displays that dramatically 
show newest engine designs in 
operation. 


Experimental cars styled by lead- 
ing American and European de- 
signers. 


Spring Travel Fashion Show created 
by Hattie Carnegie. 

Women's Army Corps Band of 40 
pieces. 


Van Johnson guest stars on ‘‘Sus- 
pense!” broadcast nationally direct 
from Ballroom. 


Easter music by the famous West- 
minster Choir. 


Original paintings executed ex- 
pressly for our Armed Services by 
leading American artists. 





















. you'll discover, is a purely 
scientific column, which, per- 
haps should have been first sub- 
mitted to the Journal of the Ameri- 
can Medical _Assn. for technical . 
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ieee: But, enti: I was afraid | cleaned up your loans at the bank) | Country Club, that “OL ‘DEBBIL” 


they might want to change my key | . 
word for one of the most prevalent | item, 


. and the village paper runs an | 
saying you have 


maladies, now virulently epidemic | your new barn red.” 


in America. 


a brilliant 


recent trea 


spelling. 





tises) 


My word for this most devas- 
stating malady is “PUB-LISS-A- 
TITUS” (In spite of the effort of | must be “in the chips.” 
“copy - reader” 
Automotive News” to shorten the 
word to “PUB-LI-CITUS,” think- 
ing to make it really understand- 
able ... as he did in one of my 


on 


I am _ holding 


Suppose you’ re a farmer. . 


to the longer, more complicated 


PUB-LISS-A-TITUS can be a de- 
lightful thing in its early stages. 


. have |} 


You get a marvellous lift. 


|Certainly your children cannot go| 


|to school barefooted anymore. You 


* * > 


‘On the Rise 


HEN, in the course of human 


events, you become a member | 
you might) 


of the county board... 
|some day move to town (to get the 


little ones nearer the high school, | 


of course). 


But, on the day your name is| 


in the 


proposed for membership 


“painted | 


virus starts to work. 

You begin to speak with a tone 
of wide experience and authority. 
You even read a book. Then, you 
begin to use words that sound 
wonderful to you, no matter how 
you pronounce them. 

You swear only when you are 
pretending to be mad . just to 
show the boys that you are still 


the “same old sock.” In other 
words, you start to put on the 
“RITZ” CULTURE is your 
real goal. 


* * 


A Big Shot 
IGHT then the narcotic effects 


of that damaging disease starts | 





| with a vengeance. Your “overhead 
mounts .. . WHADDA you care’ 
. You’re a BIG SHOT NOW. 
MONEY is a very convenient 
thing to have... BUT... when 
it is accompanied by a deluge of 
Publicity, it sneaks up your 
spinal column ... and combines 
with “PUB-LISS-A-TITUS” to 
paralyze what little brains you 
might have. 
P.S., boys and girls... yuh cant 
do a thing about it... EXCEPT 
. when you are old as grandpa 
... you might look back with satis 
faction or POIGNANT regret. 


The AUTOMOTIVE NEWS ALMANAC 
u year-long friend. Use it often for stati 
tics, buyer information and personnel dat: 


New Passenger Car Registrations, 24 States for February, 1953-1952 















































































Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 




















Brockway 
Chevrolet 

















Diamond-T 








International 





Kenworth 





Peterbilt 


Miscellaneous 





Studebaker 
Willys- 
Overland 
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New Commercial Car Registrations, 21 States for February, 1953-1952 










Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 














































































































‘ The following advertised-delivered prices 
are based on factory retail prices sug- 
gested by the factories. These prices in- 
clude Federal excise taxes and factory 
handling charges, plus dealer delivery 
and handling charges. They do NOT in- 
| elude transportation charges, state and 
iocal taxes or optional equipment. 


| ALLSTATE — Four — 2-dr. sed. $1.499. 
\Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 
AUSTIN—A-30 sed., $1,495; A-40 Som- 
jerset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv. $2,295. 
«Delivered at U. 8S. ports.) 
ial — 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2.295.43; conv., $2,553.17. 
-dr. Riviera, $2.696.17; Riviera 
epe., §2.619.56; conv., $3,001.59; stat. 
wag.. $3.429.73. Roadmaster—4-dr. Riviera, 
$3.254.36; Riviera cpe., $3,358.05 conv., 
§3.505.56; stat. wag.. $4,030.73; Skylark 
sports car. $5.000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 
others. Power steering standard on 
; dmaster models, optional at $177.40 on 
Dthers if equipped with Dynaflow. Power 
standard on Skylark, optional at 
19 on other Roadmaster models only. 
: conditioning optional at $594 on Rivi- 
was in the Super and Roadmaster series 


ILLAO — Series 62—4-dr. sed., $3,- 
cl. cpe., ates Coupe deVille, 
$4,143.72. Series 60 Spe- 
$4, _ 88. Series 75—8- 
pass. sed., $5,407.54; » $5,620.93. Eldo- 
‘ado—conv., $7,750. \(liasec antic stand- 
wd on Series 62, Series 60 Special and 
Cldorado, optional at $198.36 on Series 75. 
*ower steering standard on Eldorado, op- 
| fonal at $176.98 on all other models. Auto- 
| matic beam control optional at $53.36. Air 
ional on all enclosed mod- 

ls at 

CHE 


9.55.) 

LET — One-Fifty — 4-dr. sed., 
1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
us. cpe., $1,524; 6-pass. stat. wag., $2,- 
10. Two-Ten — 4-dr. sed., $1,761; '2-dr. 
ed., $1,707; cl. cpe., $1, 726; spt. cpe., 
1,967; conv., $2,093; 6-pass. stat. wag., 
2,123; 8-pass. stat. wag., $2,273. Bel Air 


166.26; 
| $3,994.57; conv., 
“ial—4-dr. sed., 

































—4-dr. 
spt. cpe., 


sed.. $ 
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1,874; 


$2,051; conv., 


2-dr 


sed., 
$2,175. 


$1,820: 


( Power- 


glide optional at $178.35 on Two-Ten and 
Power steering op- 
tional at $177.55 on all models.) 

CHRYSLER—Windsor—4-dr. sed.. $2,597 
$2,574.50; 


Bel Air models 


(8-pass., 
stat. wag., $3.2: 
sed., $2,826; 
$3,309.75. 
389.50 (8-pass., 
Newport, 


el, 


only. 


$3,441.25); 


99. 


el. 


cpe.. 
Windsor Deluxe—4-dr. 
Newport, $3,186.25: 
New Yorker — 4-dr. 


sed., 


conv., 
$3,- 


$4,388); cl. cpe., $3,360.50; 


$3,806.75; stat. 
New Yorker Deluxe—4-dr. sed., 
cpe., $3,495; Newport, $3,968; 


wag., $4,102.25. 
$3. 


550.75; 
conv., 


$4,049.50. Custom Imperial — 4-dr. sed.. 


$4,249.50; 
8-pass. sed., 


sor, 


lim., 


lim., $4.787. Crown Imperial— 
$6,921.50; 


$7,043.75. 
(Fluid-Matic optional at $130.10 on Wind- 


standard on other models. 


Fluid- 


Torque standard on Custom Imperial and 


Crown Imperial; 


optional at $139.75 on 


other eight-cylinder models, at $106.40 on 
Windsor Deluxe and at $236.50 on Windsor. 
Power steering standard on Crown Im- 
perial, optional at $198.90 on other models. 
Wire-spoke wheels optional at $290.25 on 


all models. ) 


DeSOTO — Powermaster 6 — 4-dr. sed.. 


$2,475.75 (8-pass. sed., 
Sportsman, $2,800.75; 
Fire Dome V-8—4-dr. sed.. $2,- 
sed., $3,563.75); 
$3,089.25; conv., 
(Tip-Toe Shift 


$2,454; 
$3,112.50. 
759.75 (8-pass. 


$2,738.25; Sportsman, 
stat. wag., $3,386. 
with Fluid Drive optional 


191.50; 


Drive 


at 


$3,286) ; 


stat. 


el. 


el. 


cpe., 
wag.. 


cpe., 
$3.- 


$130.10 on 
all models. Tip-Toe Shift with Fluid Torque 


optional at $236.50 on V-8s only. 


Power Steering optional at $198.90, power 
brakes at $36.55 and wire-speke wheels at 


$290.25 on all models.) 


DODGE — Meadowbrook Special — 4-dr. 


sed., $2,088.25; 


cl. 


cpe., 


$2,046.50 


Mea- 


dowbrook—4-dr. sed., $2,181; cl. cpe.. $2,- 
Coronet— 
4-dr. sed., $2,365; cl. cpe., $2,336; Diplo- 


151.75; stat. 


mat, 
$2,648. 
on all 


wag., 


$2,577; conv., 


$2,250.75. 


$2,710.50; stat. 
(Fluid Coupling optional at $20.40 
eadowbroo! 


wag., 


and Meadowbrook 





Current Prices on New Cars 


Special models except station wagons. Gyro- 
Matic optional on all models except Mea 
dowbrook station wagon at $130.10. Gyro- 
Torque optional on ail Coronet models at 
$233.50. Wire-spoke wheels optional on 
all models at $290.25.) 


FORD—Mainline 6—4-dr. sed.. $1.690.47; 
2-dr. sed., $1,641.59; bus. cpe. $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1.733.79; cl. 
cpe., $1,743.29. Mainline 8—4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 


$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag.. 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
‘Fordomatic optional at $184 on all mod- 
els.) 


HENRY J—Corsair Four—2-dr. sed., $1,- 
i199. Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. . 


HUDSON—Jet—4-dr. sed., $1,858. Super 


Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp—4-dr. sed., §2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 


cpe., $2,741.99; Hollywood, $3,095.15; conv., 





$3,342.05. (Hydra-Matic optional on all 
models at $178.03.) 
KAISER—Deluxe—4-dr. sed., $2,512.79; 


club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—4-dr. sed., $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—§$3,923.91. (Hydra-Matic standard on 
Dragon, optional at $178.55 on other mod- 
els.) 

LINCOLN — Cosmopolitan — 4-dr. _ sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop,’’ $3,869; conv., §$4,- 
030.50. (Hydra- Matic standard on all 
models. Power steering optional at $198.90 
on all models, power brakes at $43 and 
power seat at $69.90.) 

MERCURY — Custom — 4-dr. sed., $2,- 











250.50; 
32.315. 


2-dr. sed., $2,193.50; 
Monterey — 4-dr. sed., 


spt. 
$2,332.50; 
hardtop, $2,451.50; conv., $2,609.50: 8-pass. 


cpe., 


stat. wag.. $2,825.50. (Merc-O-Matic 
tional at $189.81 on all models.) 


NASH—Rambler Super — Suburban, §2,- 


op- 


002.60. Rambler Custom — Hardtop. §$2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 


2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super— 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed.. $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. LeMans engine op- 
tional at $192.50 on Ambassador. ) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed.. 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr, sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed.. $2,785.82; hardtop. 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Following equipment stand- 
ard on Fiesta, optional at extra cost on 
all other models: Hydra-Matic, $178.35; 
power steering, $177.40; power brakes, 


$35.50.) 

PACKARD—Clipper—4-dr., sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 
526; executive sed., $6,895; corporation 


lim., $7,095. (Ultramatice standard on Pa- 
trician and formal sed., optional at $199 
on other models. Power steering optional at 


$195 on all models; power brakes at 
$39.45.) 

PLYMOUTH — Cambridge — 4-dr. _sed.. 
$1.836.50; club sed., $1,798.75; bus. cpe., 
$1,674.75; Suburban, $2,095.25. Cranbrook 
—4-dr. sed., $1,928.50; cl. cpe., $1,898.25; 
Belvedere, $2,147.25; conv., $2,303.25; 








Savoy, $2,236.50. (Hy-Drive optional at 
$145.80 on all models. Wire-spoke wheels 
optional at $290.25.) 


PONTIAC — Chieftain 6 Special—4-dr 


sed., $2,014.64; 2-dr. sed., $1,956.36 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53 
2-dr. sed., $2,060.28; conv. $2,444.21. 
Chieftain 8 Special—4-dr. sed., $2,089.62: 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2.136.32 
conv., $2,517.66. Catalinas—Deluxe 6. $2.- 
304. 30; Custom 6, $2,370.43; Deluxe 5s 
$2,370.99; Custom 8, $2,446. Station waz- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on al! 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35, power 
steering at $177.40. Autronic Eye at 
$53.65.) 

ROOTES—Hiliman Minx—4-dr. sed., $1. 
699; conv., $1,899; stat. wag., $1, 938 
Humber—Hawk sed., $2,395; Hawk touring 
lim., $2,640; Super Snipe sed., $3,295: 
Super Snipe touring lim., $3,580; Super 
Snipe Pullman lim., $5,110. Sunbeam-Tal- 
bot—Sed., $2,685; conv., $2,911. Rover- 
Sed., $2,897. (Delivered in New York City. } 


STUDEBAKER — Champion Custom - 
t-dr. sed., $1,767.40; 2-dr. sed., $1,735.12 


Champion Deluxe — 4-dr. sed., $1,862.83 
2-dr. sed., $1,830.58; 5-pass. cpe., $1. 
868.21. Champion Regal—4-dr. sed., $1 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed 
$2,088.90; 5-pass. cpe., $2,126.52. Com 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe. 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion 
$243.08 on Commander. Power stecring 
optional at $161.25 on Commander.) 


WILLYS—Aero Lark — 4-dr. sed., $1.- 
732.10; 2-dr. sed., $1,645.70. Aero Falcon 
—4-dr. sed., $1,860.61; 2-dr. sed., §$1,- 
759.97. Aero Ace — 4-dr. sed., $2,038.43; 
2-dr. sed., $1,963.11. Aero Eagle (hardtop’ 
— $2,156.79. Station wagons — 4-cyl., $1,. 
862.22 (four-wheel drive, $2.304.03); 6-cyl., 
$1,948.75. 
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POWER STEERING 


Power is the key word for this year’s “Rocket” 
Oldsmobile! Power Steering supplies 80% of the 





turning effort ... takes the work out of “tight” 
parking ... lets the driver take sharp corners and 
curves or maneuver in traffic with incredible ease! 


“POWER-FULL’” REASONS WHY 
Oldsmobile styling expresses new power from 


bold new front end to the clean, simplicity of 
body design and long, level rear deck. Here’s 
commanding new beauty to match the brilliant 
new performance of the 1953 “Rocket” Engine! 


§ SMART 10 BE WITH OLDS! © rower sxaves 


Quicker, surer, 40% easier stops! With Pedal-Ease 
Power Brakes, the driver can pivot on his heel 
from gas to brake pedal without lifting his foot 
from the floor. Here’s a brake that cuts reaction 
time and provides safer, surer stopping power. 


NEW, MORE POWERFUL 
"ROCKET’’ The famous “Rocket” 


Engine is even better than ever with higher power 
g P : 














higher compression and a new 12-volt electrical 
system. These are the reasons why Oldsmobile is 
the POWER CAR of the year—this is why dealers 
everywhere know—It’s SMART to BE with Olds! 


Car Illustrated, Super "88" 
Holiday Coupé. 





“ROCKET ENGINE 


OLDSMOBILE DIVISION + GENERAL MOTORS CORPORATION + LANSING, MICHIGAN XUN 














































































COUNTER DISPLAY — Complete set of 
wrenches for caster-camber adjustments 
on late models of Ford, Chrysler and Gen- 
eral Motors cars is featured in this com- 
bination shipper and counter display. 
Owatonna Tool Co., 314 Cedar St., Owa- 
tonna, Minn. 


s > * 


Electronic Wheel Balancer 


Offered by Alemite 

A new electronic wheel 
balancer, which is said to offer 
greater flexibility of use on cars, 
trucks and buses, has been an- 
nounced by Alemite division of 
Stewart- Warner Corp. 1826 
Diversey Pkwy., Chicago, Il. 

The firm says a new dual- 
range meter allows for faster, 
easier and more accurate 
balancing under all conditions. A 
new selector switch permits 
instant choice of either “normal 
sensitivity” or “super sensitivity” 
for trucks, buses or cars with 
“stiff” front ends. 

The new balancer is said to 
correct both kinetic and dynamic 
unbalance. 





SWIVEL BASE LAMP—New directional 
signal line features thin lamps and lucite 
lens. The swivel base helps truckers to 
mount their lamps at a point either in 
front or behind the high point of the 
fender surface. Both the No. 988 Double 
Faced Lamp and the No. 981 Single Faced 
lamp have a ball socket arrangement to 
fix the head of the lamp parallel with 
the road. Yankee Metal Products Corp., 25 
Grand St., Norwalk, Conn. 










NEW KEM CONDENSER—Uses a rotary 
crimp lock to seal the lead wire insula- 
| tion to the insulated condenser terminal. 
| It is claimed that no dielectric loss is pos- 
sible because fumes and moistures can- 
not enter. Kem Mfg. Co., Inc., 20-21 
Wagorow Rd., Fair Lawn, N. J. 











! > * * 





Raybestos-Manhattan Guide 
| Distributed to Dealers 


A new “Brake Service Guide for 
Fleets” is being distributed to its 
heavy-duty dealers and fleets by 
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NEW PRODUCTS 


the Raybestos division of Raybes- 
tos-Manhattan, Inc. 

The 44-page guide features the 
fundamentals of brake service, uses 
of oversize blocks and roller cam 
followers, and brake equalization 
for all brakes used on trucks, trail- 
ers and buses. In addition to in- 
formation on Bendix, Ford, Lock- 
heed, Wagner, Chevrolet Hucks 
and Timken, brakes, it also con- 
tains data on the Tru-Stop disc 


hand brake. Also included in the 
guide are sections on vacuum 
systems, compressed air systems 


and air systems maintenance. 

The guide is available from Ray- 
bestos distributors and from the 
merchandising department of the 
Raybestos division, Bridgeport, 
Conn. 





ELECTROSTATIC IGNITION—A genera- 
tor-distributor that eliminates fouled spark 
plugs and shorts, according to the manu- 
facturer. It produces the same high volt- 
age at any speed and requires no current 
from the battery, says Heckethorn Mfg. 
& Supply Co., 121 W. Alamo St., Littleton, | 
Colo. | 


* * * 


Baldor Electric Introduces 
Dual-Voltage Charger 


The apparatus division of Baldor 
Electric Co., 4353 Duncan Ave., St. 
Louis 10, Mo., announces develop- 
ment of a dual-voltage fast charger 
which charges a six-volt battery at 
a rate of 80 amperes or less, and 
a 12-volt battery at a rate of ap- 
proximately 40 amperes. 

Features, according to the manu- 
facturer, include a reliable am- 
meter, light weight (approximately 
30 pounds) and an arrangement 
under which the time switch auto- 
matically shuts down the fast 
charge to a safe soaking charge 
when it runs to the “O” position. 


features a check list for sales 
management, 


Also available is a 30-minute 


sound film, “Dynamic Sales Man- 
agement,” which illustrates sales 
control methods for getting the 
facts and taking direct action 
when and where needed. 





TURN SIGNAL SWITCH—Wheel-O-Matic 
Operates on the rubber wheel principle 
which self-cancels on a turn of 25 to 30 
degrees, according to the maker. It fea- 
tures both an audible click and a built-in 
flashing pilot light to indicate operation 
of all signal lights. Yankee Metal Products 
Corp., 25 Grand St., Norwalk, Conn. 


* + * 





New Grinder Series 
Announced by Baldor 


The apparatus division of Baldor 
Electric Co., 4353 Duncan Ave., 
St. Louis 10, Mo., announces de- 
velopment of a 600 series deluxe 
grinder. 

Features of this grinder, accord- 
ing to the manufacturer, are wide 
clearance between wheels and 
motor frame, eyeshields supplied as 
standard equipment, and carrying 
handle. Grinders carry wheels six 
inches in diameter and are offered 
in %-horsepower and ‘%-horse- 


power ratings. 





first drop of rain, according to the maker. 
Operates only with ignition turned off. 
Micro-Moisture Controls, Inc., 40 E. 49th 
St., New York 17, N. Y. 


* * * 


Air Pressure Warning Switch 
For Trucks Announced 


The instrument division of 








DRIVING GAGE—The Sun Driving Gage 
works on the vacuum principle and was 
designed to assure fuel economy and 
reduce engine wear, the manufacturer 
says. The dial numbers are easy to read 
and have indirect lighting for nighttime 
driving. Sun Electric Corp., Harlem and 
Avondale Aves., Chicago 31, Ill. 


+ * * 


Remington Booklet, Film 


Feature Sales Procedures 


A 26-page booklet on sales con- 
trol records and other sales 
management procedures for all 
types of businesses has been re- 
leased by Remington Rand Inc., 
$15 Fourth Ave., New York 10, 


Stewart-Warner Corp., of 1826 
Diversey Pkwy., Chicago 14, has 
announced an air pressure warning 
switch of the type that will become 
mandatory equipment on every bus, 
truck and truck-tractor equipped 
with an air brake system, in ac- 
cordance with the 1952 revision of 
the Interstate Commerce Commis- 


tbe replaced when your speedometer reads 
riiee Be sure to check your filter each a 





* * * 
WEATHER GUARD — Raises automobile | | 
tops and windows automatically at the 


sion’s motor carrier safety regu- 
lations. 
The switch closes the circuit 


when air pressure drops below 60 

pounds and either lights a multi- 

facet red lens or sounds a buzzer. 
* * * 


Riker Catalog Describes 


| Dual-Exhaust Conversion 


A catalog on two new dual- 
exhaust conversion kits, No. 1900 
for 1949-50-51 and No. 2000 for 1952 
Ford trucks, has been issued by 
Riker Mfg. Co., 4809 Detroit Ave., 
Toledo 12. 

The conversion kits make it 
possible to install a dual-exhaust 
system on Ford F-7 and F-8 trucks, 
according to the firm, and a result- 
ing 12 percent increase in operating 
efficiency is claimed. 


* * * 





SQUIRT SPOUT—This polish makes auto 
paint impervious to atmospheric condi- 
tions, the maker claims. It is guaranteed 
to repel dirt and grime. Westley Indus- 
tries, 1898 Scranton Rd., Cleveland 13, O.| 


* * * 





LENS GRILLES — Save-A-Lite grilles, a 
protective device, fit over the lens on 
bumper - mounted backup and parking 
lights on 1950-53 Buicks, according to the 
maker. Save-A-Lite Co., 5239 Tillman Ave., 
Detroit 8, Mich. 

* * * 


Remington Rand Releases 


2 Booklets on Filing 


Two booklets published by 
Remington Rand emphasize the 


* * * 










FILTER REMINDER—A filter merchandising aid, on which the dealer can mark the 
model type required, plus a warning to the driver that a refill will be required at a 
certain mileage. The back of the tag reminds the motorist of checks on battery, tires 
and windshield wipers. Purolator Products, Inc., Rahway, N. J. 


N. Y. 
Entitled “How 
Profitable Sales,” 


to Increase 
the booklet 


importance of selecting t) « 
proper filing system to suit tle 
needs of a business, and off. r 
filing analysis and _ installaticn 
advice to help select the system 
and to make it produce the w:iy 
it should. 

Details on Folders LBV-995C.1 
on “Filing Systems to Fit Your 
Measure” and BSD-2 on “Expert 
Office Staffs for Rent” can he 
obtained from Remington Rand 
Inc., 315 Fourtin Ave., New York 
10, N. Y. 





GRILLE GUARDS—For all makes of av- 


tomobiles. Pictured above is the 1953 
Oldsmobile equipped with guards manu- 
factured by Helms Industrial Development 
Co., 2730 Scotten Ave., Detroit, Mich. 


* * * 


‘Ultrasonic’ Cleaning Gear 


Announced by Detrex 


Advanced “ultrasonic” cleaning 
equipment for metals, containing 
an element for converting electrical 
energy into high-frequency sound 
waves, has been announced in Los 
Angeles by Detrex Corp., of Detroit. 

The announcement was made at 
a press demonstration prior to the 
opening of the eighth Western 
Metal Congress and Exposition, 
sponsored by the American Society 
of Metals. 


The Detrex announcement said 
the new equipment, known as the 
Soniclean Process, “opens the door 
not only to advances in the field 
of industria] cleaning, but possibly 
in many other applications in 
modern industry.” 









INTERCEPTOR 
RING — WET GAS 
COLLECTS HERE 





SCIENTIFICALLY 


TUBE INCREASES 
AIR VELOCITY 







BAFFLES FORM 
ZONES OF LOW 

URE SO GAS 
WILL BE DRAWN 
TO ATOMIZER TUBE 


BRASS ATOMIZER 
GROMET — WET GAS 
DRAWN OUT BY 
PASSING AIR [S COM 
PLETELY VAPORIZED 









NAPCO DRY CHARGER—Voaporizes gas- 
oline flowing from the carburetor before 
it enters the intake. It has no moving 
parts and will last a lifetime, the maker 
says, adding that the dry charger effects 
gasoline savings of as much as 20 per- 
cent. National Automotive Products Co., 
2122 St. Clair Ave., Cleveland, O. 


* * x 


Kornylak Releases Chart 


C. S. Klein, sales manager of 
Kornylak Engineering Co., Jersey 
City, has announced the release of 
a Materials Handling Equipment 
Reference Chart by the company. 
The chart is composed of 50 illus- 
trations of materials handling 
equipment. 


MAGNETIC PLUGS—Offered for crank- 
case, transmission and rear axle. The 
maker says they are interchangeable with 
common drain and filler plugs. Magnetic 
Drain Plug Co., Wellington, O, 
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Auto Personnel 


Troy T. Comer has been ap-|Houdaille-Hershey Corp., it is an-|tising and public relations for the | 


| 


} 
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| 


division of Bendix Aviation Corp., 
have been announced by George E. | 
Steiner, division general manager. | 

Fagan, who joined Scintilla in| 





1922, served as director of adver-| ; 


pointed direct factory representa-| nounced by Charles Getler, presi- | past several years. Uline had been | 


tive for Ohio Piston Co., Cleveland, 
in the states of Virginia, 


Carolina, Georgia, Florida and 


eastern Tennessee, according to K. | 


McKinley Smith, president. Comer 
has been representing manufactur- 
ers of automotive replacement 


parts in the southeast for 10 years. 
* a * 


Ex-Guided Missiles Aide 


Joins Automotive Utilities 


Raymond C. Hagenmiller, former 
administrative associate on guided 
missiles at the applied physics 
laboratory of John Hopkins Uni- 
versity, has joined Automotive 
Utilities, Inc., Chicago, as assistant 
to Jule Horwich, vice-president, it 
has been announced. 

Hagenmiller started with the 
physics laboratory in 1950, and 
prior to that was with Sales En- 
gineering & Training Co., St. Louis. 

* * * 


Conley to Head Research 


Of Houdaille-Hershey 


Charles C. Conley has been ap- 
pointed supervisor of research of 





With the Staff... 





Along Detroit’s 
Auto Row 


Two-Payroll Personnel 


Sarb Motor Sales (Hudson), 
Michigan Ave., had an average of 
about 65 percent service absorption 
during 1952. High figure is partly 
due to fact that service manager 
formerly ran his own body and 
paint shop, and has brought several 
customers and a reputation with 
him. 

Jim Sarb, one of the owners, 
pointed out that his dealership 
operates service personnel on 
two payrolls—one on straight 
time, which is used as much as 
possible for warranty work. Other 
men are on commission basis 

(with guarantee of $100 a week), 
are largely specialists, such as 
motor overhaulers, bump and 
paint men, and used-car recondi- 
tioners. 

Another dealer, not wishing to 
be quoted, said his service absorp- 
tion was just under 50 percent. 
Mechanics are all commission men. 
Dealer is hard at work to make his 
service shop more efficient; says 
that will be the answer to profits 
in about six months or so. Included 
here is a program of reconditioning 
used cars in his own shop (trade- 
ins, not wholesale buys, primarily) 
and including the profit on this 


operation in with service revenue. 
* + + 


Waste of Money? 


Spot advertising to hypo sales 
during a slump period is just a 
waste of money, in the opinion of 
Fred Jackson, manager of Harry 
Newman Mercury Sales. 

“People can be awfully stub- 
born, and there are times when 
you couldn’t sell them a car even 
if you dumped a pot of gold into 
it,” opines Jackson. 

A dealer must keep his name 
constantly before the public for 
sales achievement, Jackson says. 

* * * 


More About Unions 


The subject of unions pops up 
now and then in shop talk along 
Detroit’s Auto Row. One dealer 
recently summed up his feelings 
about unions which are trying to 
corral salesmen: 

“Under unions, there isn’t any 
distinction between the good and 
bad salesman. It takes time to 
develop a salesman, and, if he’s 
good, there is no limit to his in- 
come. This is not possible under a 
union.” 


* * 


* * 
Sales Picking Up 

Don St. Louis, sales manager of 
Long & Long, Inc. (Dodge-Plym- 
outh), reports that both new and 
used-car sales have started to pick 
up in the past couple of weeks, 
“but not as much as we expected.” 

“Although prices have been as 
low as they can get, people are 
still tight with their money,” com- 
ments St. Louis. “I guess we can’t 
expect too much again until after 
the Easter holidays.” 


| 
| 





| Robinson, 


dent. Conley has been associated 


South | with the company for nine years. 


* * & 


4 Russell Men Named 


To Executive Posts 


Russell Mfg. Co., of Middletown, 
Conn., has announced the election 
of four new officers. | 

Leo S. Sullivan, sales manager of 
Russell’s automotive and Aero 
divisions, has been named a vice- 
president in charge of these di- 
visions. 

Peter F. Madsen, sales manager 
of the Belting division, has been 
appointed vice-president in charge 
of this division, 

Bruce S. Williams, assistant to 
the president, has been named vice- 
president in charge of material and 
production control. 

A. Paul Smith jr., sales promotion 
manager, has become secretary of 
the company. 

* 





* * 


Reliance Electric Appoints 


Omaha-Des Moines Agent 


Appointment of a new sales agent 
and distributor in Omaha and Des 
Moines, and selection of a new 
branch manager at Rockford, IIl., 
for Reliance Electric & Engineer- 
ing Co. have been announced by 
E. E. Helm, sales vice-president. 

Armature & Electric Machine 
Co., of 1708-10 Jackson St., Omaha, 
and 1485 Keosauqua Way, Des 
Moines, is the new sales agent and 
distributor for Reliance motors and 
motor drives in these cities, suc- 
ceeding W. R. White, former sales 
representative in Omaha. 

Dale D. Drollinger, of the Cin- 
cinnati sales application engineer- 
ing staff, became branch manager 
in Rockford. He is succeeded by 
Daniel J. Donnelly, of the Phila- 
delphia office. 

John M. Duff, of the applied en- 
gineering and industrial sales de- 
vartment, has joined the sales ap-| 
plication engineering staff at Bos- | 
ton, while George P. Loomis jr., was | 
assigned to sales application engi- | 
neering duties in Syracuse. 


Dallas Aide Kenney Marks 


Fortieth Year with Ford 


Charles I. Kenney, Dallas | 
district sales manager for the | 
Ford division, is marking his 
40th anniversary with the com- 
pany. 

He joined Ford at Minneapolis 
March 11, 1913, and after serving 
in various managerial positions 
in Milwaukee; Kearney, N. J.; 
Dearborn; Oklahoma City; the 
Twin Cities and Indianapolis, he 
was named Oklahoma City 
district sales manager in De- 
cember, 1945. | 





In October, 1951, he was a2p- 
pointed district manager at New 
Orleans, He has been in Dallas | 
since August. 1952. 


* * * 


Three Distributors Added 


To Stewart-Warner Lineup 
Three distributor appointments | 
have been announced by E. N.| 
sales manager of the 
instrument division of Stewart-| 
Warner Corp. | 
The three are Alemite Co. of Bos- 
ton, 64 Cummington St., Boston 15; 
Stewart-Warner Alemite Sales Co., 
Locust St., Hartford, Conn., and, 
Alemite Co., Inc., 622 Cherry St., 
Des Moines. 
“ x = 


Air Reduction Promotes 
Brown to Sales Head 


A. C. Brown jr., regional man- 
ager of Air Reduction Sales Co., 
has been appointed general sales 
manager, according to H. R. 
Salisbury, president. 

J. H. Keeney, administrative 
assistant in Pittsburgh, succeeds 
Brown as regional manager. J. 
H. Hart, Detroit district manager, 
succeeds Keeney, whose post is 
filled by R. A. Jamieson, assistant 
sales manager in Detroit. 

* * * 





Scintilla Top Sales Posts 


Go to Fagan and Uline 
Appointment of Thomas Z, Fagan 
as director of sales and service, 
and of William A. Uline as general 
sales manager of Scintilla Magneto 


industrial sales manager since 1951. 


+ * ed 


Hunter Names Engineers 


| For Midwest, Northeast 


The appointment of Donald L. 
Chadwick and Walter E. Brown as | 
field engineers of Hunter Mfg. Co. | 
in the midwest and northeast, re-| 
spectively, has been announced by 
Robert H. Hunter, president. 
Hunter manufactures gasoline 
burning heaters and dry-ice refrig- 
eration equipment for trucks and 
trailers. 

Chadwick had been field en- 
gineer in the southeast for a year. 
Before joining Hunter, Brown was 
a transportation consultant in New 
England. 


* * * 


Aeroil Selects Halperin 


As General Manager 


Aeroil Products Co., of South} 
Hackensack, N. J., has appointed 
Joseph Halperin as general man- 
ager and general sales manager, 
according to E. E. Anderson, presi- 
dent. 

At the same time, Irwin Abrams 
was appointed treasurer and as- 
sistant secretary of the firm. 


L. L. Yarrington, former vice- 
president and general manager, has 


resigned. 


* ® 


Goodyear Names Doner 


David W. Doner, personnel man- 
ager at Goodyear Tire & Rubber 
Co.’s Akron Plant C since 1947, has 
been appointed superintendent of 
personnel services and wage stand- 
ards for Goodyear Atomic Corp., it 
is announced by A. J. Gracia, gen- 
eral manager of the atomic corpo- 
ration. 





+ * * 


Houdaille-Hershey Appoints 


Fisher General Manager 


Frank G. Fisher, vice-president 
and assistant general manager of 






» 


Marks 40 Years— 


Frank de Brown (left), partner in de 
Brown Auto Sales Co. (Studebaker), Lin- 
coln, Neb., displays the plaque he 
received recently on the firm's 40th year 
as a Studebaker dealership. At right is 
de Brown's son, Wallace, partner in the 
company. Among the congratulatory mes- 
sages de Brown received was one from 
Mayor Victor Anderson for his contribu- 


| tions “to the social and economic growth 


of our town and nation." 


Houdaille-Hershey Corp., Detroit, 
has been promoted to general 
manager, according to Charles 
Getler, president. 

Since joining Houdaille in 1944, 
Fisher has been manager of two 
of the company’s manufacturing 
plants and assistant general 
manager of the western division. 

* * - 


Briggs Elects Drysdale 


To Board of Directors 


Election of George W. Drysdale 
to the board of directors of Briggs 
Mfg. Co. has been announced by 
W. D. Robinson, chairman. Drys- 
dale is vice-president in charge of 
manufacturing. 


With the company for 25 years, 
he began as general foreman in 
the experimental division. Between 
1937 and 1942 he served as man- 
ager of three different Briggs 
plants in Detroit and then became 
general manufacturing manager. 


25 





He was in 
1951, 


named vice-president 
* * 


Baker-Lull Appoints 


+ 


© | Strege as President 


Appointment of Gilbert C. Strege 
}as president of Baker-Lull Corp., 
Minneapolis manufacturer of con- 
struction and materials-handling 
equipment, has been announced by 
William A. Bauer, chairman of the 
board. 

The board of directors also ap- 
proved the change in company 
name from the Lull Mfg. Corp. 

Strege recently resigned as man- 
ager of McBee Co.’s technical di- 
vision in Milwaukee. 

* » 


Copco Appoints Moore 


Neil A. Moore has been appointed 
executive vice-president of Copco 
Steel & Engineering Co., Lyle Car- 
nick, president, has announced. 
Moore formerly was president of 
F. L. Jacobs Co. and, prior to that, 
vice-president of Federal - Mogul 
Corp. 


- 


+ * . 


Goodrich Names Williams 


Harold R. Williams has become 
Washington district manager for B. 
F. Goodrich Co.’s automotive, avi- 
ation and government division. He 
succeeds Fred T. Marshall, who 
has been appointed director of 
Federal Government relations for 


the company. 
* * 


West Made Supervisor 

Appointment of Starling A. West 
as supervisor of quality control of 
the export division of Chrysler 
Corp., has been announced by K. 
H. Kingsley, general works man- 
ager. West formerly was divisional 
superintendent in charge of re- 
ceiving, packing, and shipping of 
export materials at the Highland 
Park (Mich.) plant. 


* * x 


Weatherhead Award 


This year’s Weatherhead Co. 
award for best sales accomplish- 
ments was given to Beard & Stone, 
of Dallas, at the annual meeting of 
the Automotive Electric Assn. in 
Chicago. 





See Macton Turntables 


the Auto-Lite Easter Parade of Stars 
Auto Show at the Waldorf-Astoria 
..+New York... April 4th to April 
9th. Also at the International Motor 


Sports Show at Grand 


ace ... April 4th to April 12th. 


Macton Turntables were 


MACTON MACHINERY CO., 


217 LOCUST AVENUE 


in action at clusively at 
Sports Sho 


Garden. 


Merchandise 


Central Pal- 
table is bey 


featured ex- catalog 9 A. 


—Courtesy of the Packard Motor Car Company. 


TURNTABLES! 


UFACTURER TO YOU 





the recent World Motor 
w at Madison Square 


the modern way. The 


time-tested quality of a Macton Turn- 


ond compare. Write for 


a. now 


PORT CHESTER, N. Y. 
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Tha is the first time Americans have selected their most popular 


radio programs without once turning the dial—day or night.” 
And no wonder it took them so long to agree. 


For they're the biggest, most varied audience ever served by 
one medium: 45 million families, who depend so much on radio 


that in the last seven years alone, they've bought 100 million 


rp tmed 


new sets (with knobs). 
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shows, 20. sponsors are naturally elated. As are 70 other 
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advertisers on the CBS Radio Network, who are quick to see the 


eee, 


ee 
ai 


value of listening habits that are fast becoming dial fixations. 
(CBS Radio stations get more hours of attention than any other 


network—in both television and non-television areas.) 


All CBS Radio clients are netting a double profit. A marketing 
advantage from the reach and penetration and low, low cost 

of radio itself. And an advertising advantage from the clear-cut 
audience leadership which only the programming imagination 

of CBS Radio can offer. (Perhaps that’s why the number of 
advertisers on the CBS Radio Network has grown over 45% 


in the last five years.) 


When you're using network radio—and it’s the only way to 
combine frequency and impact, coverage and economy — 


it’s pretty clear that there’s just one place to be: 


THE CBS RADIO NETWORK 


Where America Listens Most 
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Custom (8) 2-dr., $1,125*, $1,000, $1,050, 





average figure. 47 Super (6) 2-dr., $270 


All other cars gained, according to the index. Prices of ’49 and '46 


$1,150. '48'4-dr., $625, '46 4-dr., $405. 
cars gained $11; 48s were up $2, and ’47s, $1. NASH—'49 (600) 4-dr., $780. ’46 (600) 4- 
dr. $145. 


Activity at the auctions showed a marked increase — with 62 percent 


of the offerings sold last week as compared with 58 percent for the (88) 2-dr., $1,360*; (98) club coupe, $1,- 


previous week. At seven representative auctions last week, 790 cars | 400°: eo a ay gy ae = 
. ‘ p o9 b , * *9 9oOU. 7 
were sold from 1,280 offerings, as against 836 cars sold from 1,442 $720; (78) club sedan, $505; (98) 4-dr., 


$690. '47 (66) club coupe, $750. '41 (66) 
4-dr., $105; 2-dr., $155. 

PACKARD—’50 (8) club coupe, $1,095. 

PLYMOUTH — '52 Cambridge club coupe, 
$1,470. '51 Concord business coupe, $995; 
Cambridge 2-dr., $1,170; 4-dr., 2 at $1,- 
205, $1,215, $1,250, $1,210; suburban 
$1,485; club coupe, $1,225. '48 station 
wagon, $550, $675. 

PONTIAC—’51 Chieftain (8) club coupe, 
$1,345*. '49 Chieftain (8) 4-dr., $920; 2- 


offerings at the same auctions a week earlier. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


ALBANY, N. Y. 
(Tim Anspach's Auto Auction. Sale every 
Monday. Prices are for sale of March 16.) 


(Prices remain steady. Had a hot auc- 
tion here today. More buyers than at any 


(600) sedan, $470. '46 (600) 4-dr., $200. 
OLDSMOBILE—’'53 (88) sedan, $2,910*. ’52 
(98) sedan, $2,825*, $2,350*. '51 Deluxe 
(88) sedan, $1,800*; (98) sedan, $1,775*. 
’48 (98) sedan, $810*; (66) sedan, $625. 
PACKARD—’52 (200) sedan, $1,650*. 


‘ ' 172 | PLYMOUTH—'53 suburban, §$2,210*. '52] dr., $1,025. '48 SL (8) coupe, $760. '47 

—— oo oS Belvedere, $1,400 ’51 Cambridge club SL (8) 2-dr., $450, $470. - 
‘ ’ . coupe, $1,040; station wagon, $1,565; | STUDEBAKER—’51 Champion club coupe, 
BUICK —'53 Special sedan. $2,150 'Super ae. | Cranbrook’ sedan, $1,275, $970, $1,100; | $985; Commander 4-dr., $1,270; ¥%-ton 
per an ef scial sedan. $1,075 Savoy, $1,300, '50 Deluxe sedan, $1,020;| pickup, $800. '50 Champion 4-dr., $775; 
dan, $1,675°. —. Super sedan.| SD sedan, $975. '49 SD sedan, $940, $890. 2-dr., $890; Commander club coupe, $1,- 
49 RM conv., $1, ee , 025; %-ton pickup, $775. ’49 Commander 


"47 Deluxe sedan, $305; SD club coupe, 
$500. 46 SD sedan, $350. 

PONTIAC—’53 Chieftain (8) sedan, §2,- 
625*, $2,935". 52 (8) station wagon, §2,- 
175; Catalina, $2,300*. ’51 Chieftain (8) 


*. °48 RM sedan, $850. 
CADILLAC—’53 (62) sedan, $4,800*%; (62) 
club coupe, $4,644°. '50 (62) sedan, §2,- 

360°; (61) sedan, $2,211°. 


4-dr., $825, 


EBENSBURG, PA. 


CHEVROLET—’53 (210) station wagon, sedan, $1,330°; SL (6) club cou i Sais every 
, . , ; SL pe, $1,- (Ebensburg Auto Auction. Sale y 
$2,350*. '52 SL Deluxe yee a rel 310. '48 SL (6) sedan, $1,000*. ‘47 SL | Thursday. Prices are for sale of March 19.) 
station eon “SL, ‘108; FL iatane sedan stvenmaien (No upswing seen in prices. Dealer 
luxe sed: ae ; =R—’53 Champion sedan, $1,- ks still reported high. Sold 69 cars 

$1,280; SL Deluxe sedan, $1,330°, $1,300, 900*; Commander sedan, $2,400*. ’51 me 100 elheuings.) ‘ 


$1,340*, $1,275, $1,290; SL Special club 
coupe, $1,195; Bel Air, $1,450*. '50 SL 
Deiuxe club coupe, $1,020, $1,070, $1,200; 
SL Deluxe sedan, $1,000, $1,100, $1,210*, 
$1,090, $1,110; sedan delivery, $820; FL 
Deluxe sedan, $1,060*; Bel Air, $1,195. 
49 FL Deluxe sedan, $900, $870, $880, 


Commander club coupe, $1,100*. '50 Land- 
cruiser, $1,010*; Champion sedan, $800*. 
WILLYS-——’'48 Jeep, $320. 


OAKLAND, CALIF. 


(Pollock's Used Car Auction. Sale every 


BUICK—’52 Special 4-dr., $1,970*. "51 RM 
Riviera 4-dr., $1,495*. °47 RM 4-dr., 
$490; 2-dr., $450. 

CHEVROLET—’51 Bel Air, $1,500*; SL De- 
luxe 4-dr., $1,260*; 2-dr., $1,150; SL 
Special club coupe, $1,010, $1,000, '50 SL 


$850, $920, $890; SL Special club coupe, | wednesday. Price: , d Deluxe 4-dr., $1,060, $1,000. '49 SL De- 

$770; FL aerosedan, $885. ee oe es ee -dr., $925; club coupe, $900; FL 

CHRYSLER—’48 NY sedan, $525*. (Prices a little stron Special 2-dr., $765. '48 S) -dr., . 

DeSOTO—'52 Custom sedan, $1,650. '51] cars, tending upward on others)” | ‘47 SM club’ coupe, $375, '46 FL 2-dr., 
Custom sedan, $1,110; Deluxe sedan, BUICK “. " $575. ’'41 4-dr., $295, $260. 

. *49 Custom club coupe, $745. conv., $1 520°) adn $8058 ae ‘Sue | CHRYSLER—'52 Saratoga 4-dr., $2,080°. 

DODGE—’53 Diplomat, $2,400*, $2,550*. V., $1,520*; 4-dr., $905". '49 Super] +43 Windsor 4-dr., $655. ’46 Royal 4-dr., 





2-dr., $1,085; 4-dr., $975. °48 RM conv., 
$725; Super conv., $495; Super 4-dr., 
$625. '47 conv., $625; Super 4-dr., $480. 
CHEVROLET—’51 SL Deluxe 2-dr., $1,- 
140; club coupe, $1,330*, $1,225. ’50 FL 


$420*. 

DeSOTO—’'49 Custom 4-dr., $975*. °48 Cus- 
tom 4-dr., $575. 

FORD-~—'52 Custom (8) 2-dr., $1,680*. '51 
Custom (8) 4-dr., $1,100*; 2-dr., $1,205*; 


*52 Meadowbrook sedan, $1,480. '51 Coro- 
net sedan, $1,260. '49 Coronet club coupe, 
$900. °48 Deluxe business coupe, $320. '47 
Custom sedan, $330, $420. 46 Custom 
sedan, $470. 


FORD—'53 Custom (8) sedan, $2,200*, Deluxe 2-dr., $1,095; SL Deluxe club Deluxe (6) 2-dr., $950. ’'50 Custom (8) 
Main (6) sedan, $1,860. '52 Custom (8) coupe, $1,020. °49 panel, $740. ’48 SM 2-dr., $1,025*, $970; Deluxe (6) 2-dr., 
sedan, $1,600, $1,750*. '51 Crestline (8) club coupe, $650; conv., $675; 4-dr., $660. $855. "49 Custom (8) conv., $790*; De- 
sedan, $1,400; Custom (8) sedan, $1,280, '46 FL 2-dr., $590. ‘41 4-dr., $140. luxe (6) 4-dr., $600. °48 SD (8) conv., 
$1,140, $1,120; Deluxe (6) sedan, $1,130; | CHRYSLER—’50 Windsor club coupe, $1, $475; SD (6) 4-dr., $420. °47 SD (8) 
Victoria, $1,470*, $1,450*. '50 Custom (8) 490*. °47 Windsor conv., $560*; club station wagon, $460. 41 SD (8) 4-dr., 
sedan, $890, $950; station wagon, $1,025; coupe, $400. $280. 

%-ton pickup $525. '46 Deluxe (6) sedan, | DeSOTO—’51 Custom club coupe, $1,300*; | HUDSON—’49 Commodore (8) 4-dr., $540. 
$450. Deluxe club coupe, $1,350*, $1,390*; 4- "48 Commodore (8) 4-dr., $660; club 

HUDSON—’'51 Super (6) sedan, $950. °49 dr., 2 at $1,355*. ‘50 Custom 4-dr., $1,- coupe, $405. "47 Commodore (6) 4-dr., 
Super (6) sedan, $660. 185*; conv., $1,055*. $175. 

KAISER—’50 sedan, $510. ’49 sedan, $590. | DODGE—’53 Diplomat 4-dr., $2,610*. °51 | KAISER—’51 4-dr., $990*; Special 4-dr., 

LINCOLN—’49 sedan, $685*; club coupe, Meadowbrook 4-dr., $1,005. °48 Custom $800. 
$680°. 2-dr., $500. '46 1-ton express, $380. MERCURY—’'53 Sport coupe, $2,350*. '52 

MEROURY—'53 sedan, $2,375*. '52 club| FORD — ’52 Custom (8) 2-dr., $1,820*; Sport coupe, $1,800*. °46 2-dr., $395. 
coupe, $2,125°. ’51 sedan, $1,300, $1,280, $1,670, conv., $2,160; ranch wagon, | NASH—’51 Ambassador, 4-dr., $1,220*. '50 
$1,400*. °50 sedan, $1,630. "49 sedan, $2,115*. °51 Custom (8) 2-dr., $1,305; Statesman 4-dr., $915*. °46 (600) 4-dr.. 
$970*, $880*, $850, $930. '47 sedan, $525. Victoria, $1,705*; Deluxe (8) 4-dr., $1,- $300. 

NASH—’'50 Statesman sedan, $985. ’48 010*; $1,270; (6) pickup, $800, $930. ’50 | OLDSMOBILE—’50 (88) 2-dr., $1,170*. '49 





YES, BUT BOY, WAS I WRONG! ¥ 
FIGURED YOU COULD || ERUINED A SUIT, TH: DOC HAD | 
SAVE MONEY BY KNUCKLES AND 1 STILLCAN'T § 
FIX IT RIGHT....BUT LIVE 

AND LEARN- 


YOUR 
NAME HERE 


GETS MY BUSINESS 





Here's what one dealer* said about SPEEDY as he signed for his 6th 
year: "Chevrolet likes it, the people in town like it and | like it."" You'll 
like this lively advertising campaign, too. 

You'll like the way SPEEDY goes right to work for you in your local news- 
paper. You'll like the way SPEEDY keeps repeating your sales and service 
story week after week. SPEEDY tells your advertising story exclusively 
in your town. Mail in the coupon for complete details. 


*Name of dealer on request. 


DVERTISING SPECIALIST 


err tem leenl, 


8&7 MADISON Avenue »- NEW YORK 16, NY. 
Rush details about Speedy to me! 
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© e $1,130*; (8) conv. $1,075; 4-dr., $1,060. '49 
Custom (8) 4-dr., $755; station wagon, 
se sa or uc ion rices $1,030*; Custom (6) club coupe, $780; De- 
luxe (6) 4-dr., $715. '48 Deluxe (8) busi- 
ness coupe, $485; club coupe, $750, $650. | 
'47 (8) 1-ton pickup, $340; panel, $265; | 
SD (6) 4-dr., $375. ‘46 SD (8) club 
Market Trend coupe, $625; Deluxe (8) 2-dr., $400. ‘41 | 
° Deluxe (8) 2-dr., $140. °39 Deluxe (8) 
The overall average price of used cars at wholesale fell off $3 last 4-dr.. $295. | 
week, according to Automotive News’ used-car price index, to stand at | HUDSON—-'51 Hornet 4-dr., $1,480 "49 | 
om y i i Y y i i 1 Commodore (6) 4-dr., $835. ‘48 Super | 
$1,106 — the lowest point since the ’53s were included in the overall (8) 4-Br., 8310, Commodore @-dr., $540 


The index showed that the newer cars took all of the losses — led by = oe -'49 Cosmopolitan 4-dr., $1,025*, | 
52s with a drop of $28. Others to lose were ’51s, off $14; ’50s, down $5, | weRCURY —'53 Monterey, $2,800*. ‘51 
and ’53s, off $2. club coupe, $1,360, $1,715*, $1,540*. 50 

club coupe, $1,250. '49 station wagon, 


OLDSMOBILE—’51 (98) 4-dr., $1,820*. '50) 


, 1953 





(Compiled by A 














‘|| $1,106* $953 $957 
March Feb. Jan. 
*Includes '53 Models. 


(88) 2-dr., $950*; (76) conv., $825*. '47 
(78) 4-dr., 25°, 

PLYMOUTH—’51 Cranbrook 4-dr., $1,235. 
‘50 SD club coupe, $950. °49 Deluxe 4- 
dr., $750, club coupe, $700. ‘48 Deluxe 
2-dr., $560. 

PONTIAC—’51 Chieftain (8) 4-dr., $1,360*. 
"49 SL (8) 4-dr., $1,005. '48 Chieftain 
(8) 4-dr., $690*. "47 SL (8) 4-dr., $445. 

STUDEBAKER ‘47 Commander 2-dr., 
$380. 

WILLYS 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every Tues- 
day. Prices are for sale of March 17.) 
(Market rising, good demand for clean 
cars. Sold 47 cars out of 92 offerings.) 
BUICK—’50 Special sedan, $950. '49 Super 
sedan, $750. 
CADILLAC—’48 (61) 
(60) sedan, $760. 
CHEVROLET— '53 (150) sedan, $1,850. ‘51 
FL Deluxe sedan, $1,200*. '50 SL Deluxe 
sedan, $920. ’48 FL sedan, $560. “47 FL 
sedan, $430. '41 sedan, $155. 
CHRYSLER—’51 NY sedan, $1,300*. 
DODGE—’50 Wayfarer sedan, $750. 
FORD—’51 Victoria, $1,235*; Custom (8) 
sedan, $935. '50 Deluxe (8) sedan, $915; 
conv., $800. 48 SD (8) club coupe, $595. 
"41 Deluxe (8) sedan, $250. ‘40 Deluxe 
(8) sedan, $105. 
LINCOLN—’49 Cosmopolitan sedan, 
MERCURY—’49 sedan, $750. 
PACKARD —’51 (200) sedan, $1,450*. 
PLYMOUTH —'50 P-19 sedan, $630. "48 De- 
luxe sedan, $375. 
STUDEBAKER—’48 Champion club coupe, 








50 (4) station wagon, $850. 


sedan, $1,295. °'46 





$965. 


$575. 
WILLYS—’49 station wagon, $475. ‘47 
Jeep, $300. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of March 17.) 

(Prices higher. Sold 261 cars out of 
410 offerings.) 


BUICK—’53 Super 2-dr., $3,025*, Super 
Riviera 2-dr., $3,005*, $2,940*. '52 Su- 
per Riviera 2-dr., $2,285*, $2,210*; Super 
2-dr., $1,980*. '51 RM 4-dr., $1,635*. '50 
Special 2-dr., $995. "49 RM 4-dr., $815*. 

CADILLAC—'53 conv., $5,250*. °52 (62) 
club coupe, $3,900*. ’51 (62) 4-dr., $2,- 
855*. '50 (62) Coupe deVille, $3,025". ’49 
(62) 4-dr., $1,925*. 

CHEVROLET—’53 Bel Air 4-dr., 3 at $2,- 
270*; (210) 2-dr., $2,250*, $2,070; %-ton 
pickup $1,400, $1,385; %-ton pickup, $1,- 
340; 2 at $1,335, $1,300, $1,275. ’52 SL 

Deluxe 4-dr., $1,575, $1,570, $1,210; %- 

ton pickup $1,145. ’51 Bel Air, $1,575*, 

$1,500*; SL Deluxe 4-dr., $1,315*, $1,- 

310*. °50 Bel Air, $1,350*, $1,325*, $1,- 

280, $1,270. ’°49 SL Deluxe 2-dr., $930. 





CHRYSLER—’53 NY 4-dr., $3,230", $3,- 
000*; Windsor 4-dr., $2,750*. '52 Wind- 
sor 4-dr., $1,750*; Saratoga 4-dr., $1,- 


730*. '51 NY 2-dr., $1,750*. ’50 NY 4-dr., 
$1,155*. 

DeSOTO—’51 Sportsman, $1,330*; 
4-dr., $1,300*. 

DODGE—’53 Coronet 4-dr., $2,245*, $2,- 
225*; Meadowbrook suburban, $2,240*. 
‘51 Wayfarer 2-dr., $1,020. '50 Meadow- 
brook suburban, $1,050*. 


Custom 


FORD—’53 Country Squire, $2,645*; Vic- 
toria, $2,500*, $2,490*, $2,475*, $2,415*; 
conv., $2,470*; Custom (8) 2-dr., $2,- 
280*; club coupe, $2,255*. ’52 conv., $1.- 
845*; Custom (8) 2-dr., $1,805*; 4-dr., 
$1,670*, $1,665*, $1,595*. '51 station wag- 
on, $1,530*; Victoria, $1,500*, $1,485*. 


"50 Custom (8) 4-dr., $1,005. 
| HUDSON—’52 Hornet 4-dr., $1,815*. 


| KAISER—’51 4-dr., $1,000; Henry J (6) 2- 
dr., $530. 
LINCOLN—’52 Capri 4-dr., $2,900*. ‘51 
| Cosmopolitan 4-dr., $1.630*. 
| MERCURY—’53 4-dr., $2,535*. '52 Monte- 
rey, $2,170*. '51 4-dr., $1,575*. '50 4-dr., 
$1,095*; club coupe, $1,045*. 
NASH—’49 Ambassador 2-dr., $645. 
| OLDSMOBILE—’'53 (98) Holiday, $3,570*; 


4-dr., $3,310*; Super (88) 4-dr., $3,025*. 

| °52 Deluxe (88) 2-dr., $1,850. '51 (98) 

Holiday, $2,045*; Super (88) 4-dr., $1,- 

880*. '50 (88) 4-dr., $1,405*. 

| PACKARD—’51 (400) 4-dr., $1,620*; (200) 
2-dr., $1,250*. 

PLYMOUTH—’53 Savoy $2,260; Suburban, 
4 at $2,050*; Cranbrook 4-dr., $2,030. '52 
Belvedere, $1,605, $1,410; Cambridge 2- 
dr., $1,155. °51 Cambridge 4-dr., $1,105, 
$1,095. '50 conv., $865. 

PONTIAC—’53 Catalina, $2,950*; Chieftain 
(8) station wagon, $2,645*; 4-dr., $2,- 
520*, $2,455*, $2,315*, $2,130. '52 Cata- 
lina, $2,210*, $2,090*. '51 Catalina, $1,- 
735*, $1,675*. °50 Catalina, $1,615*, $1,- 
585*, $1,475. 

STUDEBAKER—’53 Commander (8) Star- 
liner, $2,615*. '51 Commander (8) 2-dr., 





$1,100*. °50 Champion business coupe, 
$545. °49 Commander conv., $610. ‘47 
Champion 2-dr., $390. 

WILLYS—’53 station wagon, $1,905. ‘51 


Jeep, $780. ’48 Jeep, $755. 


LAUREL, MD. 


(Colie’s Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 18.) 
(Buying good, despite small number of 
registrations due to bad weather. Sold 51 
cars out of 73 offerings.) 
BUICK—’42 Special 4-dr., $150. 
CHEVROLET—’51 Bel Air, $1,500*; SL De- 
luxe 2-dr., 2 at $900. '50 SL Deluxe 2-dr., 
$1,000*; FL Special 4-dr., $890. ‘49 SL 
Special 4-dr., $775. '47 FL sedan, $545, 
$445. '46 FM 2-dr., $360. 
CHRYSLER—’50 Windsor club coupe, §1,- 
540°. '47 Windsor 4-dr., $450. 
DeSOTO—’46 Custom 4-dr., $380. 


Average Used-Car Prices 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





utomotive News) 






March 1953 Feb. Jan 

Model (to date) 1953 1953 
1953 $2,357 
1952 1,810 1,813 1,853 
1951 1,342 1,348 1,346 
1950 1,054 1,085 1,084 
1949 816 842 852 
1948 588 640 638 
1947. 482 520 509 
1946. 395 422 419 

Overall ——S $= —— Ss —— 

Average $1,106* $ 953 $ 957 








| DODGE—’49 Wayfarer 2-dr., $635; Coro- 
net club coupe, $780. 


FORD—’52 Custom (8) 2-dr., $1,670, $1.- 
575; Main (6) ranch wagon, $1,510. ’51 
Custom (8) sedan, $1,175, $1,155. ‘50 
Custom (8) 2-dr., $890. '47 SD (8) 2-dr., 
$400. '46 SD (8) 2-dr., $390, $370, $325, 
$300, $260, $175, $160. '42 Deluxe (6) 
2-dr., $125. 

KAISER—’49 Traveller 2-dr., $400. '47 4- 
dr., $250. 

MERCURY—’47 4-dr., $435. 

NASH—’53 Rambler country club $1,650; 
suburban, $1,625. ‘48 (600) 4-dr., $300. 

OLDSMOBILE—’52 (88) 2-dr., $1,825. °49 
Deluxe (88) 2-dr., $1,025. °47 (76) conv., 
$470. 

PACKARD—’'49 Clipper 4-dr., $460. 

PLYMOUTH—’49 SD 2-dr., $850. '46 SD 
4-dr., $205. 

PONTIAC—’50 SL (6) 2-dr., $970. ’49 SL 
(8) 2-dr., $845, $840. "48 SL (6) 2-dr., 
$650; '48 SL (8) 2-dr., $705. 

STUDEBAKER—’52 Champion 4-dr., $1,- 
210*. 51 Commander club coupe, $1,085°*. 


FORT WAYNE 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 17.) 
(Clean cars bringing top prices. Rough 
cars hard to move. Sold 78 cars out of 

101 offerings.) 

BUICK—’52 Super Riviera 2-dr., $2,550*. 
’51 Roadmaster Riviera 2-dr., $1,720°*. 
*49 Super sedanet, $980. '47 Super 4-dr., 
$585. 

| CADILLAC—’49 (62) sedanet, $1,575. 

CHEVROLET—’52 FL Deluxe 4-dr., $1,475. 
*50 SL Deluxe 2-dr., $1,035; 4-dr., $1,125, 
$1,025, $885. °49 FL Deluxe 2-dr., $850: 
SL Deluxe 2-dr., $805. °47 FM club 
coupe, $575. °46 FM aerosedan, $355. 

CHRYSLER—’51 Windsor 4-dr., $1,680. 

DeSOTO—’53 Fire Dome (8) 2-dr., $2,550°*. 

DODGE—’51 Coronet 4-dr., $1,270. 

FORD—’53 Victoria, $2,430. '52 conv., $1,- 
610. ’49 Custom (8) 4-dr., $740. '48 SD 
(8) conv., $600. 46 SD (8) 2-dr., $410; 
4-dr., $410. 

FRAZER—'49 4-dr., $370. '48 4-dr., $305. 

HUDSON—’46 Super (6) 2-dr., $195. 

KAISER—’52 Henry J (6) 2-dr., $915. °47 

uncois' 

NC —’49 Cosmopolitan 4-dr., $850. 
MERCURY—’49 club coupe, $935. ‘af adr. 
$385. °46 2-dr., $400; club coupe, $555. 
NASH—’51 Statesman, 4-dr., $1,030. °49 

(600) sedanet, $660. 

OLDSMOBILE—’50 (88) 4-dr., $1,390. '49 
(76) sedanet, $915. 

PONTIAC—’53 Chieftain (8) 4-dr., $2,600. 
52 Catalina, $2,070*. '50 Catalina, $1,- 
550*. '49 Chieftain (8) 2-dr., $1,060. ’48 
SL (8) sedanet, $700. '46 SL (8) sedanet. 





$400. 
eee Champion 2-dr., $1,- 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed- 

nesday. Prices are for sale of March 18.) 

(Demand high for ’53 models. Prices 

holding firm. Sold 101 cars out of 149 
offerings.) 

BUICK—’51 —— 4-dr., $1,510*. '49 Su- 
per conv., $950*. '47 Super 4-dr. 5é 

CADILLAG'51. (62) 4-dr $2.775°, $2. 
695*. '50 (61) 4-dr., $2,300*. '49 (62) 4- 
dr., $1,805*. 

CHEVROLET—’53 (210) 2-dr., $1,940. 52 
SL Deluxe 4-dr., $1,460*, $1,415*; Special 
2-dr., $1,275, $1,265, 2 at $1,260. '51 
Bel Air, $1,495*; SL Deluxe 4-dr., $1,160 
$1,145; SL Special sedan, $1,085, $1,070 
’49 SL Deluxe 2-dr., $900, $870. '48 FL 


aerosedan, $740. '47 SM 2-dr., $555. 
CHRYSLER—’52 Saratoga 4-dr.. $1,885* 
$1,390*. ’50 Windsor 


4-dr., $1,095°*. 

| DeSOTO—’51 Custom 4-dr., $1,370. 

DODGE—’53 Coronet 4-dr., $2,245; %-ton 
pickup, $1,265. 

FORD—’53 Custom (8) 2-dr., $1,770. '52 
Courier, $1,155; Custom (8) 2-dr., $1, 
630*, $1,620*. '51 Custom (8) 2-dr., $1,- 
060*, $995, $950. 50 Custom (8) 4-dr., 
$905, $890. '49 Custom (8) 4-dr., $815*. 
$790; Deluxe (6) 2-dr., $665, $630. ’48 
aoa 2-dr., $625. ’'46 Deluxe (8) 2-dr., 


$445. 

KAISER—’51 4-dr., $815. 

MERCURY—’52 2-dr., $1,915*. ’51 4-dr., 
$1,440*, $1,420*. '50 4-dr., $990*. ’49 4- 
dr., $835°. 

NASH—’50 Statesman 2-dr., $760°*. 

OLDSMOBILE—’53 (98) 4-dr., $3,295*. '52 


i 
| 
| °*51 Windsor 4-dr., 
| 
| 


(88) 4-dr., $2,080*. '51 (98) 4-dr., $1,- 
625°. '49 (88) 2-dr., $940°; (76) 4-dr., 
$890°. 


PLYMOUTH—’53 Cambridge 4-dr., $1,805*. 
*52 Cranbrook 4-dr., $1,265. '51 suburban, 
$1,355. ’°50 suburban, $1,025. '49 Deluxe 
2-dr., $765. 

PONTIAC—'53 Chieftain (8) 4-dr., $2,560°*. 
ae (6) 2-dr., $1,155. '46 SL (8) 4-dr., 


PHILADELPHIA 


(H. B. Robinson Auto Sales Auction. Sale 
every Tuesday. Prices are for sale of 
March 17.) 

(Prices level to somewhat higher on 
clean cars. Activity down, Sold 98 cars 
out of 156 offerings.) 

BUICK—’52 Special 2-dr., $1,700*. 
Special sedan, $1.160, $950, $910. 
CHEVROLET—’52 Bel Air, $1,650*; SL De- 
luxe sedan, $1,720*, $1,620*, $1,590*, $1,- 
510, $1,470, $1,420, $1,390, $1,385. §$1,- 
380; SL Special sedan, $1,350, $1,320, 2 
at $1,310, $1,260; FL Deluxe sedan, §1,- 
440°, $1,340. '51 Bel Air, $1,450°; SL 
Deluxe sedan, $1,340*, $1,270, $1,160; SL 
Special sedan, $1,210, $1,120, $1,090. '50 


(Continued on Page 32, Col. 1) 
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( 5reatest (Compliment 


It has long been true that owners of Cadillacs 
comprise the most satisfied group of motorists 
in the land. Every Cadillac dealer in America 
has seen evidence of this in the amazing regu- 
larity with which his own owners return to him 
year after year. Many motorists are, in fact, on 
record as having owned and enjoyed as many 
as twenty consecutive Cadillac cars. It has been 
no surprise, therefore, that virtually every reli- 
able survey of owner-loyalty in contemporary 
automotive history has shown Cadillac to be the 


industry’s leader. And in the latest authori- 


a Motor (Jar Hyver Received! 


tative study of loyalty among owners of Ameri- 
can-built cars, Cadillac led with the greatest 
percentage of all time. This survey revealed 
that almost nine out of ten Cadillac owners have 
already decided that their next motor cars will 
bear the same honored and distinguished name! 
Surely, no greater compliment has ever been 
paid an automobile than this unprecedented 
expression of owner satisfaction. And it can 
be said, with equal certainty, that no greater 
source of security and confidence was ever en- 


joyed by a single group of motor car merchants. 
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Consolidated Dealer Body a Possibility . . . 


Kaiser-Frazer Buys Out Willys 


(Continued from Page 1) 
operate Willys Motor as a K-F sub- | 
sidiary. 

* * + 


TYPICAL industry 
last week was: 
termination 
have a stronger backing of ex- 
perience.” Rausch is rated as hav- 
ing outstanding manufacturing 
ability. 

One of the most immediate 
actions looked for under the new 
setup is establishment of a 
streamlined factory sales organi- 
zation, Speculation has K-F 
President Edgar F. Kaiser giving 
up his sales duties to a new man, 
“some one prominent in the in- 
dustry but not presently con- 
nected with either K-F or 
Willys.” 

It was further speculated that 
this new man would be given the 
task of laying the groundwork for 
consolidation of the Willys and K-F 
retail outlets. There will be no 
obligation at the outset for either 
K-F or Willys dealers to handle 
the opposite line, it was announced, 
but presumably any dealer will 
immediately be extended an invita- 
tion to do so. 

Most Willys 


Here Are Steps 
In Purchase of 


e 

Willys by K-F 
(Continued from Page 1) 

equipment and manufacturing 
rights. Willys cash, securities, pre- 
payments and accounts receivable 
are not included in the purchase. 

2. Kaiser Mfg. will assume all 
outstanding Willys employment 
eontracts, retain the services of 
principal officers for at least two 
years “provided they render sat- 
isfactory service,” and continue 
in effect present Willys distribu- 
tor franchises. In addition, Kaiser 
Mfg. will assume certain of 
Willys financial liabilities. 

3. Following stockholder approval 
of the sale, Willys automotive and 
all other manufacturing operations 
will merge with Kaiser Mfg. to 
become a new firm under the name 
of Willys Motor Corp. This new 
firm, in effect, will become a 
wholly-owned subsidiary of Kaiser- 
Frazer Corp. Willys-Overland Mo- 
tors, Inc., will become an invest- 
ment firm. 


* * * 
4 WARD M. CANADAY, pres- 
¢ ently top official at Willys- 
Overland, has been invited to be- 
come board chairman and president 
of Willys Motor Corp. R. R. 
Rausch, now assistant to Canaday, 
will become executive vice-presi- 

dent of Willys Motor. 

5. Funds to finance the merger 
and ultimate acquisition of 
Willys-Overland by K-F are com- 
ing from investments of $37,600,- 
000 by the Henry J. Kaiser Co., 
$15,000,000 by the Transamerica 
Corp. and a $20,000,000 term loan 
from the Bank of America Trust 
& Savings Corp. 

6. RFC approval has been 
granted the transaction, with the 
stipulation that K-F will make a 
$15,000,000 payment on a present 
balance of about $48,000,000 owed 


by it on loans from the agency. 
7 


IF CONSUMATED, the trans- 
¢ action will result in Willys- 
Overland’ stockholders receiving 
the equivalent of about $17 a share 
for 2,795,704 outstanding shares of 
common stock, after retirement of 
preferred stock and taking into 
consideration cash to be realized 
from remaining assets. 

8 Those Willys-Overland stock- 
holders, not wishing to remain as 
stockholders after the company 
is engaged in investment activi- 
ties, will be given the opportunity 
of receiving their full pro-rata 
share of the company’s net assets 
after the K-F deal is completed. 
On or before Oct. 15, 1953, Willys- 
Overland expects to report on its 
then financial condition and its 
plans for retiring the interests of 
stockholders. 

9. Shares of Willys preferred 
stockholders will be retired as of 
Feb. 28, 1953. There are 100,000 such 
shares outstanding out of an origi- 
nal issue of 155,145 shares. 


“K-F’s de- 


dealers contacted 


comment | 


is certainly going to| 


| last week said they would welcome | 
the K-F line of products, provid- 


led they would not have to make 








big outlays of cash for parts stocks 
and added facilities. 
* * + 

-F DEALERS were inclined to 

adopt a wait-and-see attitude. 
Most said they couldn’t see any 
immediate effect on them 

However, the morale of K-F 
dealers appeared to have been 
bolstered by what they inter- 
preted as reaffirmation of the 
Kaiser family’s determination to 


become a major factor in the | 


automotive world. 

Although K-F has suffered about 
$60 million in losses on its opera- 
tions since 1948, Henry J Kaiser 
is still said to entertain “Big-Four” 
ambitions. It will be recalled that 
K-F at one time or another during 
its career has aimed its products 
at sales in virtually all _ price 
classes. 

The Kaisers, both Henry J and 
his son, Edgar, have always advo- 
cated the Big Three principle of 
marketing several different lines of 
cars, whereby model changeover 
costs can be shaved through the 
handing down of dies, jigs and fix- 
tures from last year’s high-priced 
line to this year’s lower-priced 
offerings. 

* * a 
_aae principle also permits the 
advantage of making and buy- 
ing duplicate parts for many 
models, thus multiplying the ad- 
vantages of volume. 

Along that line, Canaday, in ex- 
plaining his company’s decision to 
sell out to K-F, had this to say 
last week: 

“In the complex operations of 
the motor car industry, compa- 
nies of large size, of greater 
capital, integrated facilities and 
organizational depth have certain 
profit advantages over smaller 
companies, 

“The company’s directors recog- 


Dodge Promotes 
Baxter, Beard 
To Region Chiefs 


DETROIT.—A ppointment of 
Frederick E. Baxter as manager of 
the Portland (Ore.) regional office 
of Dodge has been announced by 
L. F. Desmond, general sales man- 
ager. Baxter, who has been with 
Dodge since 1949, has been assist- 
ant manager of the Los Angeles 
region. 

At the same time, 
Beard, 
regional manager 
in Dallas, has 
been promoted to 
manager to suc- 


George L. 


who is retiring. 

Sam C. Mitchell, 
former manager 
of the Portland 
region, has been 
named as_ truck 
manager 
Dodge’s central 
zone. He has been with Dodge 
since 1948. 


Sam C. Mitchell 


assistant | 


ceed Dan M. Beal | 


for) 











|}of product, for engineering prog- | 
|ress and for large advertising in- 


|tures of these trucks which make 


|of baseball schedules, 


AUTOMOTIVE NEWS, MARCH 30, 1953 


| out with a record of market 


nize that the highly competitive 
nature of the auto industry, with | 
limited profit margins per unit, | 


necessity for constant style changes | 
| 


vestment, call for increasingly 
large expenditures. The directors 
realize that sustained large produc- 
tion is necessary to maintain com- 
petitive costs.” 
* * * 

ho those reasons, Canaday said 

in effect, it was best for Wililys- 
Overland to sell out. 

The company evolving out of 
the K- F- Willys deal will start 


°53 Ford Trucks 
Seen Setting New 


Sales Records 


DEARBORN.—Ford’s 1953 trucks 
are setting all time sales records 
all over the U. S., W. E. Kimbrough, 
national truck 
sales manager, 
said last week. 

“Ford dealers 
delivered 4,005 of | 
the 1953 trucks 
during the March 
13-14 introduction 
weekend,” Kim- 
brough said. “In 
addition, 18,000 
orders were writ- 
ten and more 
than 1,500,000 per- 
sons visited dealer showrooms to 
see the new line. 

“We have received several hun- | 
dred wires from dealers and divi- 








W. E. Kimbrough 


sion sales personnel, and all agree | 


that the public reaction to these 
completely new trucks made this 
the greatest truck showing in Ford 
history.” 

Ford has the broadest line of | 
trucks this year it has ever offered | 
the public, Kimbrough said. They | 
cover the widest range of ratings 
and are available in four distinct 
lines, 20 new series and more than 
190 models. | 

“Truck buyers seem most en- 
thusiastic over the engineering fea- 


the driver’s job easier—the bigger 
cab, the one-piece, curved wind- 
shield with 55 percent greater visi- 
bility, and the shorter wheelbases 
which make handling and steering 


|his biggest problem, 





easier on all models,” Kimbrough 
said. 


Alemite Baseball Book 


Promotes Spring Sales 
CHICAGO. — Twenty-four pages 
lore, lingo 
and lives, presented in four-color 
book, “Alemite Baseball News, 
1953,” is the giveaway item which 
spearheads the promotional 
program for car and service 
dealers participating in the annual 


Alemite spring changeover for- 
summer-driving campaign. 
In addition to the book, there 


will be a display banner merchan- 
dising lubrication and other pre- 
ventive or corrective services which 
will make cars “Safe for Summer 
Driving,” and reminder mailing 
pieces for dealers to use with their 
customer lists, the firm said. 








Fellow Missourians Honor Armacost— 


More than 200 dealers gave a testimonial dinner in honor of Robert S. Armacost, 
Kansas City, the new NADA president. A silver tray is presented to Armacost (left) by 
Dave E. Castles, St. Louis, organization chairman of the Missouri Automobile Dealers| general manager of Geiger - Sirl, 
Assn. in 1937 and himself twice an NADA president. 


penetration in the low-price car 
field higher than that of Nash 
and only slightly less than Stude- 
baker. 

Willys and K-F, combined, ac- 
counted for 3.2 percent of all new- 
ear sales made in the low-price 
| field last year. Up in the medium- 
price field, the Kaiser car ac- 
counted for 3.3 percent of all 1952 
business. 

Those two markets were respon- 
sible for 84.4 percent of all the new 
cars sold in 1952. 

* + * 


ILLYS has been the only one 
of the two firms competing for 
commercial vehicle sales, Its pro- 
duction volume in that category in 
postwar has been largely sustained 


| by export and military orders. 


For example, Willys produced 
nearly 10 percent of all the com- 


|mercial vehicles built in 1952, but 


its domestic market penetration 


|rating was only 2.6 percent. 


Unification of the two makers 
will bring together about $200 
million in assets. By contrast, 
General Motors has assets of ap- 
proximately $3.6 billion; Ford, 
$1.5 billion, and Chrysler $913 
million. 

Kaiser- Frazer claims that the 
combined Willys-K-F operation 
will rank fourth “in the entire auto 
industry.” Productionwise, that is 

true on the basis of 1952 figures. 
Saleswise, the ranking belongs 
somewhat farther down the ladder. 
* * * 


_ Administrator Harry A. 
McDonald made it clear last 
week that he regarded the K-F- 
Willys deal as a happy solution to 
the money 
owed RFC by K-F. 

He said the demonstrated earn- 
ing ability of Willys will become 
added security for the $33 million 
K-F will still owe after the deal is 
consumated. This balance is to be 
paid off at $3,300,000 annually until 
1959, when the entire balance will 


| become due. 


The RFC will continue to hold 
as security for the K-F loans all 
the common stock of Kaiser Mfg. 
Corp., the firm which will be 
merged with Willys. 

Tax laws played a big part in the 
deal, McDonald explained. Willys 
had a good earnings record, but 
was burdened with a poor tax base. 
Meanwhile, K-F has_ substantial 
losses which may be deducted from 
future earnings from the _ stand- 
point of taxes. 

Before the deal, McDonald said, 
the RFC faced a bad situation 
regarding its Joans to K-F. 


Setitenennt Ruling 


In Suits Against 
K-F Confirmed 


CINCINNATI. — The approval by 
a Federal judge in Detroit of a $1,- 


379,000 settlement of $50 million in| 


stockholders’ suits against Kaiser- 
Frazer Corp. and its officials has 
been upheld here by the U. S. Cir- 
cuit Court in a two-to-one decision. 

The Detroit ruling was made in 
November, 1950, after almost a year 
of hearings. There were no immedi- 
ate indications whether the matter 
will be taken to the U. S. Supreme 
Court. 

The $50 million in lawsuits fol- 
lowed the withdrawal by Otis & 
Co., Cleveland underwriters, in Feb- 
ruary, 1948, from a contract to han- 
dle Kaiser-Frazer stock after the 
mysterious filing of a suit for an 
injunction in the Wayne Circuit 
Court. 

The Detroit judge declined to pass 
on Kaiser-Frazer contentions that 
Otis instituted the suit and used it 
as an excuse to withdraw from the 
contract. 

The suits, which named Henry J. 
Kaiser, president; Joseph W. Fra- 
zer, vice-chairman of the board, and 
other K-F officers as defendants, 
charged them with mismanagement. 

The court found that they were 
“completely innocent of any fraud, 
wrongdoing, deceit or collusion,” 
and left the way open for K-F to 
continue its own suit against Otis 
on charges of breach of contract 
for failure to handle a $10 million 
K-F stock issue. 


Ehle Named Manager 
Ernest J. Ehle has been named 


Inc. (Pontiac), of Cleveland. 








Response to Jet 
Is Outstanding, 


Says VanDerzee 


DETROIT. — Public response to 
the Hudson Jet has been “cut- 
standing and highly gratifying in 
every respect,” according to N. K. 
VanDerzee, Hudson sales vice-pres- 
ident. 

He said that reports from 101 
dealers in the Detroit zone re- 
vealed that 83,911 persons visited 
Hudson showrooms in three days. 
The Detroit zone, which includes 
Michigan, northern Ohio and a 
small section of Indiana, accepted 
orders for more than 400 Jets. 

“Preliminary reports from other 
zones show the same high degree 
of public interest,” VanDerzee 
stated. “Our dealer in Champaign, 
Ill, reported 2,180 showroom 
visitors on announcement weekend. 
A Cleveland dealer reported 16 
sales in a single day. In West 
Palm Beach, Fla. our dealer 
averaged a Jet order every hour 
on announcement day. Van Nuys, 
Calif., reported 12 orders in one 
day.” 

VanDerzee said Hudson Hornet 
and Wasp sales have increased 
sharply and used-car sales have 
also accelerated. This he attributes 
to the record floor-traffic resulting 
from introduction of the Jet. 


Shows 


(Continued from Page 3) 


tomers and wish to take them for 
a demonstration ride. 


In addition to the new cars, sev- 
eral displays of auto accessories 
and related products will be shown. 

& x oa 


MONG shows to close last week 

was a four-day event at Spo- 
kane, Wash (March 25-29), spon- 
sored by the Manito Lions Club 
with the assistance of the Spokane 
New Car Dealers Assn. 

Don Majer, president of the as- 
sociation, enlisted the aid of C. R. 
Larson, Frank E. Osborne and 
John D. Moore in the planning 
of the show. 

A professional decorating firm 
was brought in to arrange the set- 
ting in the state armory, where the 
show was held. Two floor shows 
were held daily, using local tele- 
vision and radio entertainers. The 
evening show was broadcast over 
both radio and TV stations. 

While the show was on, huge 
street banners advertised the event, 


|}as well as signs on city buses and 
| newspaper displays. 


It was believed that the show 
would draw more than 30,000 per- 
sons this year, which is better 
than the attendance figure for 
last year’s show. Although final 
figures were not available, at- 
tendance during the first two 
days showed figures running 
ahead of last year. 

Klemens F.. Johnson, president of 
the Lions Club, said that the auto 
show there has become one of the 
chief projects of the year. Proceeds 
from the show go into the club’s 
general fund, and is ultimately used 
to provide glasses and other medi- 
cal necessities for needy children, 
and furnishing ceiling screen mov- 


ies for bedridden and_ crippled 
youngsters. 
* * a 
T SAN BERNARDINO, Calif., 


where the National Orange 
Show was held last week, the San 
Bernardino Motor Car Dealers 
Assn. held an auto exposition in 
connection with the orange show. 

Horace W. Witherspoon, presi- 
dent of Witherspoon Motors 
(Buick), was chairman of the auto 
show committee. He was assisted 
by Karl Muth (Ford), and H. Floyd 
Brown (Nash). 

” ? * 

LEVELAND dealers have been 

reported to be interested in a 
dealer-sponsored show there, but it 
is unlikely that such a show will 
be held until next year. 

Meanwhile, a speed-sports auto 
show will be held at the Public 
Auditorium Apr. 23-26. The show 
is to be sponsored by L. W. John- 
son, Cleveland Chrysler dealer, 
and William D. Griffiths and As- 
sociates, Akron, 

Classification for the show will 
be custom cars, roadsters, racing 
cars, foreign cars and domestic 
sports models. 











| Convention Backs Reuther 


UAW Supports Annual Wage Program, 
Drive Against Leftists 


| 


(Continued from Page 


liscuss the possibility of establish- 
ng a united labor front. 


However, he said the CIO 
would insist that, in the event 
of a merger, its own industrial 


union structure must not be 
changed; that procedures must 
be set up for settling jurisdic- 
tional disputes among _ unions, 
and that membership must be 
available to persons of all races, 
creeds and colors. 

Reuther also. stipulated that 
Communists and racketeers must 
be kept out of union leadership 
posts. This served as a warning to 
the AFL that it must clean up 
racketeering in its International 
Longshoremans Assn. in New York 
City before the CIO would agree 
to any merger with the crafts 


union, 


* * * 


T REUTHER’S behest, the con- 

vention voted to give the 
UAW ’s international executive 
board new authority to clamp down 
on Communists and racketeers in 
UAW locals. A constitutional 
amendment will empower the board 
to review the decisions of local 
trial boards and to order new trials. 


Convention delegates rejected 
an appeal from five members 
who were discharged as minor 
officials of Ford Local 600 on 
grounds that they were following 
the Communist line. The local’s 
general council had refused to 
abide by these convictions, lead- 
ing the UAW to place Ford 600 
under an administratorship. 

In his report to the convention, 
Reuther fixed the union’s net worth 
at $13,846,433 and disclosed that the 
strike fund was at $7,091,724. 


* x * 


AVEANWHILE, on the dealership 
iV labor front, it was reported 
that organizers of the AFL United 
Mine Workers were seeking to en- 
list salesmen in communities in 
upper New York State. 

The union was demanding, for 
salesmen in the Niagara Falls 
area, a weekly guarantee of $75, 
a three percent commission, use 
of a new car and a revised ar- 
rangement on house deals. 


The union organizers reportedly 


DuPont 


‘Continued from Page 2) 
Sloan said, “I was only a member 
of the duPont family to the extent 
that the duPonts were interested 
in General Motors.” 

It was assumed that the “asso- 
ciation” referred to Ethyl Gaso- 
line Corp., a firm organized by GM 
and Standard Oil to distribute the 
anti-knock compound. 


The Government also referred to 
a letter written in 1943 by Sloan | 
to the late Lammot duPont, then | 
chairman of duPont and a director | 
of GM. In this letter, Sloan sug- 
gested enlargement of the policy | 
committee of GM by admitting) 
Kettering. A copy of the letter had | 
the word “no” penciled in the} 
margin at the paragraph where the | 
suggestion was made. 

Sloan said that not only duPont 
but other directors agreed that 
Kettering be rejected because 
they feared he would “so enthrall 
the other committee members 
with his comments about the | 
wonders of the future that we 
wouldn’t have time to tend to the | 
business of the corporation.” 

Kettering is expected to appear | 
as a defense witness in the trial | 
this week. 


Auto Stocks 


Mar. Mar. 








| 
1952-53 








25 18 High Low | 
Chrysler 845 87% 98 68% 
GM 67% 67% 69% 50 
Hudson 16% 15% 17% 2% 
K-F 5% 4% 7 3% 
Nash 24% 24% 25% 17% 
Packard 5% 6% 6%4 4% 
Stude. 39% 40% 438% 31% 
Willys 14% 18% 14% 8% 
Average 32.20 32.20 


Compiled from reports of trading on the 
N. Y¥. Curb and N, Y. Stock Exchange. 
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have their eye on mechanics and | 


other dealership personnel, but/| 
right now salesmen are the chief 
target. | 

In Oroville, Calif. T. M. Mc-| 


Claskey (Nash) has filed an answer | 
in Superior Court to a union busi- 
ness agent’s $10,000 damage suit, | 
which charges that McClaskey beat | 





him severely during a picket line| § 


encounter. The _ suit was filed) 
Jan. 15. 

* * * 
N C CLASKY stated that the! 
« agent, Charles J. 
“suffered no injury.” 


ist “violently and _ viciously” 
him when McClaskey ordered the | 
pickets off his property. 

McClaskey said he used only | 
such force as was necessary to | 
protect himself. The altercation | 


fast fasy Sales... afBie Bic Prorirs! 
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|N. H. Dealers Help Crippled Children— 


Andrews, |@ Ford Country Sedan which was donated to the New Hampshire Society for Crippled 
The dealer | Children by the New Hampshire Automobile Dealers Assn. The car will be used in 
said that Andrews was trespassing | extending the services of the society to all parts of the state. Left to right: Charles 
with his pickets and that the union- Reed, sales manager of Clyde Garfield, Inc., Manchester Ford dealer; Med M. 
at- | Chandler, vice-president of the society; Dorris, and E. B. Morse, Manchester Studebaker 


tempted to make an assault upon| dealer and president of the association. 


| started when Andrews found a | 
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formal order directing Kelleher 
Motor Co., Ellensburg, Wash., to 
bargain with Lodge 1783 of the 
AFL International Assn. of Ma- 
chinists as representative of all 
employes engaged in automotive 
service and repair work, 

+ 


’ ELLEHER also was ordered to 
“cease interfering” with em- 
ployes in their organizational rights. 
The order was based on findings 
by Trial Examiner James R. Hem- 
ingway on charges filed by the 
AFL. A complaint was issued last 
November. 

In St. Louis, members of Local 
618 of the AFL Teamsters Union 
received a wage boost in a new 
one-year contract signed with the 
St. Louis Tire Dealers Assn., repre- 
senting 20 independent dealers. 

The contract, retroactive to 
March 1, provides for wage in- 
creases ranging from 27 to 41 
cents an hour, according to Dan- 
iel J. Froesel, president of the 
dealer group. Wages of the 300 
union members employed by the 
dealers ranged from $1.23 to $1.80 
hourly before the increase, 
lished a picket line. McClaskey Froesel said he believed the cost 
nonunion painter at work on a said he had not hired the painter. | of the raise “will be passed to the 
service station annex to Mc- The National Labor Relations| public” in the form of a 10 to 15 
Claskey’s headquarters and estab- | Board announced the issuance of a| percent increase in service charges. 


eS 
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ee 
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* * 





Seven-year-old Doris Derosiers, of Nashua, N. H., is shown receiving the keys to 


and it’s backed b 
complete merchandising 
Program for you, . 


WINDOW STREAMERS 
DISPLAYS 
NEWSPAPER ADS 
POSTERS 


CHOICE OF THREE 
GORGEOUS FINISHES 


Yleur! 
CWrowe le one. 
BONDERIZED, BAKED ENAMEL FINISH 


All the beauty .. . all the rich tone of chrome plus 
FAR GREATER DURABILITY..Cat. No. A-600 21.95 


Coronation Red a striking red baked enamel 
tone that adds a complimentary note to any body 
COVE ooo oceeccccesesssesssersrnenssrserenmnernmneat, No. A-700 21.95 


Alhambra Ivory a sman, rich, ivory baked 
enamel tone that blends beautifully with every 
popular car finish....................... Cat No. A-800 21.95 


Under NPA regulation manufacturers are restricted to only a .00005 nickel flash 
under chrome on automotive accessories such os wire wheels. Casco, with over 
© quarter century experience in top-quality plating . . . with the finest, most 
modern plating plant in the country, is first to recognize the impracticality of 
using chrome-minus-nickel plating on wire wheel hubs. Such belew-standord 
plating, exposed to the ravoges of water, dirt and mud in splash orecs would 
quickly corrode and rust. 

FOR THIS REASON, Casco has applied all its resources for research and testing 
it in the development of these new finishes—the only ones that will make well- 
sotisfied customers for youl 
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Used-Car Auction Prices 


(Continued from Page 28) 








SL Deluxe sedan, $1,090, $1,075, $910.; 175; Deluxe (8) sedan, $1,020; %-ton 
$900. '49 FL Special sedan, $720. '48 FL | pickup, $855. '50 Custom (8) sedan, $925; 
aerosedan, $710. '47 FM sedan, $450 "46 | Deluxe (8) sedan, $850. 

SM sedan, $135. HUDSON—-'49 sedan, $520 
CHRYSLER—'49 NY sedan, $870 KAISER—’52 Henry J (4) sedan, $850. '51 
DeSOTO"51 Deluxe sedan, $1,080* 50 Henry J (6) sedan, $640 | 

Custom sedan, $1,200*. | MERCURY—’51 station wagon, $1,700. °49 
DODGE '51 Coronet sedan, $1,330 17| sedan, $1,000*, $700. '48 club coupe, $580 

Custom sedan, $720, $460; business coupe, | NASH—’51 Rambler station wagon, $1,130. 

$420. | OLDSMOBILE '51 (98) sedan, $1,775", 
FORD-—'52 ranch wagon, $1,850*; Custom | $1,725*%; (88) sedan, $1,525*. ‘50 (88) 

(8) sedan, $1,720; Main (8) sedan, §$1,- sedan, $1,250*, $1,200, $1,150. ‘49 (88) 

500*, $1,390, $1,360, 2 at $1,350. ‘51 sedan, $970 


Custom (8) sedan, $1,260, $1,230, $1,- | PLYMOUTH—’52 Cranbrook sedan, $1,650*, 
Chews No Bin Like the 
—_—_—_—_— 


"Saves Space 
Saves Time 
Saves Money’”’ 











LOOK 


adjustable without bolting 
SNAP-IN DIVIDERS 


3 sizes of TRAYS 
to choose from 


GASKET SHELF 
is optional 

LABEL HOLDERS 
travel with divider 


ENTIRE BIN 
is completely flexible 





Flexibility is built into Borroughs Bins. Shelves slide on 
1%” centers—dividers snap in any place—tray partitions 
slide into place in slots placed at regular intervals. The 
complete flexibility of Borroughs Bins makes installation 
and change-over fast and easy. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 


ATLANTA, GEORGIA 

Bins & Equipment Co., Inc., 1918 Buford Hwy. 
BALTIMORE, MARYLAND 

East Coast Distributing Co., 327 Hopkins Rd. 
BUFFALO, NEW YORK 

Automotive Bin Service Co., 1059 Main St. 
CHICAGO, ILLINOIS 

Felix F. Loeb, inc., 8810 S. Vincennes Ave. 
CINCINNATI, OHIO 

Automotive Bin Service Co., 1220 Richmond St. 
CLEVELAND, OHIO 

Automotive Bin Service Co. 3707 Euclid Ave. 
DALLAS, TEXAS 

W. W. Cannon Co., 810 S. St. Paul 
DENVER, COLORADO 
Sparkman-Barker Co., 550 Santa Fe Dr. 
DETROIT, MICHIGAN 

Automotive Bin Service Co., 10040 Freeland Ave. 
EVERETT, MASSACHUSETTS 

K & S Automotive Inventory, 26 Clay Ave. 
HOUSTON, TEXAS 

W. W. Connon Co., 1100 Blodgett St. 
INDIANAPOLIS, INDIANA 
Automotive Bin Service Co., 625 W. East St. 


JACKSONVILLE, FLORIDA 

Bins & Equipment Co., 2318 Oak St. 
KANSAS CITY, MISSOURI 

Siggins Equipment Co., 704 Broadway 
LOS ANGELES, CALIFORNIA 
Green-Penny Co., 425 E. Washington Blvd. 
LOUISVILLE, KENTUCKY 
Automotive Bin Service Co., 633 S. Fifth St. 
MILWAUKEE, WISCONSIN 

Felix F. Loeb, Inc., 4500 W. Wilson Dr. 
OAKLAND, CALIFORNIA 

Wm. A. Gore Co., 1834 Adeline St. 
OMAHA, NEBRASKA 

Siggins Equipment Co., 309 Brandeis Theatre Bldg. 
PITTSBURGH, PENNSYLVANIA 
Automotive Bin Service Co., 53 Crennell Ave. 
SALT LAKE CITY, UTAH 
Sparkman-Barker Co., 1181 Sherman Ave. 
SEATTLE, WASHINGTON 

Wm. A. Gore Co., 310 Bayview Bidg. 

ST. LOUIS, MISSOURI 

Siggins Equipment Co., 901 S. Boyle Ave. 


WOODSIDE, L. I., NEW YORK 
Essential Equipment Corp., 32-58 62nd St 


BORROUGHS Mfg. Company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazcoo, Michigan 





$1,400; Cambridge sedan, $1,400*, $1,370, 
$1,360, $1,320, $1,290, $1,270, $1,230, $1,- 
160, $1,135, '51 Cambridge sedan, $1,060, 
$1,010. ‘50 Concord suburban, $950; SD 
sedan, $1,140. ‘48 SD sedan, $610. '47 
SD club coupe, $540, Deluxe sedan, $620 
| PONTIAC—'52 Catalina '47 SL 
| (6) sedan, $400. 
STUDEBAKER—’'50 Champion sedan, $660 
‘47 Commander sedan, $720 
| WILLYS ‘49 station wagon, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 18.) 
(Increased activities here last week re- 


$2,060* 


$585 


flected better retail sales. Sold 55 cars 
out of 79 offerings.) 

BUICK—’51 Special 2-dr., $1,425 19 RM |} 
2-dr., $905*; Super 4-dr., $810, ‘48 RM 
4-dr., $560. '39 coupe, $165 | 

CHEVROLET—’53 (210) sport coupe, §$2,- 
130. 52 SL Deluxe 4-dr., $1,480*. ’51 SL 
Special 2-dr., $1020*; SL Deluxe 2-dr., 
$1,270*, $1,200, $1,285. °50 ‘'%-ton pick- 


up, $710; SL Deluxe 4-dr., $850. '49 FL 
aerosedan, $860; SL Special 2-dr., $740; 
FL Deluxe 2-dr., $640; SL Deluxe 2-dr., 
$700. '48 SM 2-dr., $605. 

FORD —’'52 Custom (8) 4-dr., 
Custom (8) 2-dr., $1,150; 
770*; Custom (8) club coupe, $1,115. 
Custom (8) 4-dr., $890; 2-dr., $1,067; 
Custom (6) 2-dr., $780; %-ton (6) pick- 
up, $505. '49 %-ton (8) pickup, $415; 
Custom (8) 2-dr., $715. '47 SD (8) 2-dr., 
$575. '46 SD (8) 4-dr., $420; 2-dr., $400. 

HUDSON—’49 4-dr., $600. 

KAISER—’52 2-dr., $1,050. '51 4-dr., $806. 

OLDSMOBILE—'51 (88) 4-dr., $1,480*. '50 
(88) 4-dr., $1,350*. 

PLYMOUTH —'51 Cambridge 4-dr., $1,050. 
‘49 SD 2-dr., $740. '47 Deluxe 4-dr., $415. 


$1.655*. '51 


Victoria, $1,- | 
Eo | 


| '46 SD 2-dr., $500; 4-dr.. $390 

| PONTIAC—'50 SL (6) 2-dr.. $910. ‘47 SL 
(6) 2-dr., $590, 

STUDEBAKER-—-'51 Champion 2-dr.. $885 

DYER, IND. 

‘Dyer Auto Auction. Sale every Friday 
Prices are for sale of March 13.) 

(Clean cars bringing top prices, rough 
and common cars have no market, Sold 
101 cars out of 171 offerings.) 

BUICK—’'53 Super Riviera sedan, $3,000* 
51 Special Riviera sedan, $1,525*, §$1.- 
4160*, °50 Super Riviera sedan, $1,555* 
RM sedan, $1,250*; Super sedan, $1,145 
49 RM sedan, $800 

CADILLAC—'52 Coupe deVille $4,115* 
(62) club coupe, $3,695*. ‘49 (62) sedan, 
$1,370*. '48 (61) sedan, $1,.330*, $1,205* 

CHEVROLET—’53 Bel Air sedan, $2,085". 
52 SL Deluxe sedan, $1,40*. '51 SL De- 
luxe sedan, $1,195, $1,175. ‘50 SL Deluxe 
sedan, 1,085, $1.095, $940, $1,045, §$1,- 
110. ‘49 FL Deluxe sedan, 2 at $700, | 

| $740, $725. '48 SM sedan, $625 

| DeSOTO—’'49 Custom sedan, $720 

| DODGE—'51 Meadowbrook sedan, $1,250*. | 

| FORD—’52 Custom (6) sedan, $1,605*; Vic- | 
toria, $1,895*. '51 Crestliner sedan, $1,- | 

| 255*; Custom (8) sedan, $1,190, $1,240* 
"49 Custom (8) sedan, $700. “46 SD (6) 
sedan, $350. '40 sedan, $165 

| HUDSON—'47 sedan, $140. 

KAISER—'52 Henry J sedan, $805 

MERCURY—'51 Monterey, $1,425*. 50) se 
dan, $1,005* 

OLDSMOBILE—’'51 Super (88) sedan, §$1,- 
640*; (88) sedan, $1,440*. ‘50 (8%) se- 
dan, $1,100, $1,370*. ‘49 (98) sedan 


$895. °46 (78) sedan, $365. 


PLYMOUTH-—'52 Cambridge sedan, $1,225 
'49 SD sedan, $715. 
PONTIAC—'53 Chieftain (8) sedan, §2.,- 





In the Letterbox 





(Continued from Page 4) 


would like to promote a permanent 
franchise for his dealers, but he is 
deterred by legislation he fears 
might tie the factory’s hands. 

“He (the factory man) claims 
that under Virginia factory-dealer 
licensing law, no changes can be 
made in the contract without the 
consent of the dealer. 


“As a result, he (the factory man) 
says he will have to stick with a 
selling agreement that expires each 


It so happens that I wrote the 
Virginia Motor Vehicle Dealer Li- 
censing Law, and also secured its 
passage through the Virginia Leg- 
islature, only to have 11 vice-presi- 
dents and general sales managers 
of motor car manufacturers come 
to Richmond (their group picture 
adorns the walls to my office) and 
plead with the directors of the 
Virginia association and later with 
former Gov. Darden to veto that 
law. But the Virginia dealers stood 
firm. 


There is absolutely nothing in 
the Virginia law which says that 
“no changes can be made in the 
contract without the consent of 
the dealer.” 


I wish the factory man were 
right. If he were, the Dodge con- 
tract would not have been changed, 

| to the detriment of the Dodge deal- 
| ers, two years ago. 


| Fifteen years ago, I wrote a Mo- 
|tor Vehicle Dealers Licensing Law 
| for Maryland dealers, with the full 
| approval of the Automotive Trade 
Assn. of Maryland, and secured its 
passage through the Maryland Leg- 
islature. But factory pressure, 
| through two top factory representa- 
| tives, who spent a week in the Lord 
Baltimore Hotel, influenced the 
Maryland dealers to change their 
views. As an employed association 
manager, I was instructed to re- 
quest the late Gov. Nice, a close 
friend and fraternity brother of 
mine, to veto the bill, which he did. 


| The Maryland dealers were 
| promised that if they would re- 

verse their position and use their 
influence to have their dealer li- 
censing bill vetoed, that the mo- 
tor car manufacturers would give 
them a bankable contract, some- 
what similar to the cola bottling 
plants contract. 


But when the legislative bill was | 


vetoed, that was the last heard of 
any change in factory contracts 
until Virginia enacted its Motor 
Vehicle Dealer Licensing Law, to 
which factories are violently op- 
posed as it prohibits coercion and 
threats of cancellation, and cancel- 
lation of a contract or selling agree- 
ment, without just cause and due 
consideration to the equities of the 
dealer. 


For more than 30 years, from the 
time Chris Vane was manager of 
NADA and through many, many 
successive managers and boards of 
directors, NADA has been fooling 
around with factory-dealer rela- 
tions and a bankable factory con- 
tract for dealers and has been hold- 
ing out the olive branch and prom- 
ises to dealers of the pot of gold 


at the end of the rainbow and are 
today no further advanced on fac- 
tory-dealer relations than in 1920. 


Twenty-two or 23 years ago, I 
addressed the Automotive Trade 


Assn. Managers in Chicago. The} 


title to my talk was “Fools Rush 


In Where Angles Fear To Tread.” | 
Somewhere, among my old records | 


I have a copy of that talk as, at 


the request of dealers for copies, it | 


was reprinted four times. 

The subject of that talk was fac- 
tory-dealer relations. 

One has only to read the 1,100- 
page report of the investigation by 
the Small Business Committee of 
the 76th Congress (1933) of factory- 
dealer relations to realize that in 


20 years the conditions are un- | 


changed. 

While representing neither “fac- 
tory beggars or factory haters,” 
as friend Sax Lloyd, retiring presi- 
dent of NADA designates critics 
of factory policy, one can not 
point with any pride to any ac- 
complishment NADA has made in 
the past 30 years to obtain a 
bankable contract for dealers or 
to provide for their families after 
death of a dealer or to strength- 
en or improve factory-dealer re- 
lations in any way whatsoever. 

From my 30 years experience as 
an automobile association manager, 
which is twice as long as the aver- 





age business life of a Dealer, it is| 


my mature opinion that the only 
way to improve and strengthen 
factory-dealer relations is through 
the Federal Trade Commission or 
an Act of Congress. 

Those opposed to regulation are 
usually only those who regulation 
restricts. 

Factories, and not Virginia 
dealers, are the ones opposed to 
the regulations under the Virginia 
Motor Vehicle Dealer Licensing 
Law. The ground work for its re- 
peal is now being laid out in De- 
troit. JoHN E. Raine, former man- 
ager, Automotive Trade Assn. of 
Virginia. 

a 


* * 


Alerting Ford Dealers 


| A short time ago a man, using 
{the name of Steve Oliver, gave us 
|a hot check for $665 as down pay- 
|ment on a 1951 Ford Victoria. We 
| also took a conditional sales con- 


| tract for $1,628.64. He then skipped. 


He probably will visit Ford 
dealers, as he is a fanatic on keep- 
ing his car in first-class condition. 
Look for him in Missouri, Kansas, 
Oklahoma, Louisiana or Arkansas. 

The car had an Arkansas 1953 
tag, No. 89-183. It has a light 
(Alpine) blue body and light gray 
top and white sidewall tires. 

The man is 54 years old, 5 feet, 
six inches, chubby, 215 pounds, gray 
hair, partly bald, brown eyes, has 
a small cist knot on his forehead 
at the hair line, ruddy complexion 
with freckles. He buys and sells 
used pipe. 

A $50 reward will be paid for his 
arrest and conviction. Please notify 
Sheriff John Black, of Benton 
County, Bentonville, Ark., or me.— 
Georce Grain, Grain Motor (Ford), 
Siloam Springs, Ark. 











595*. ‘52 Chieftain (8) sedan, $1,8* 
'51 Chieftain (8S) sedan, $1,495*, $1.4 

$1.420*, $1,525*, $1,425*, $1,410*; C 

lina, $1,650* 48 SI. (8) sedan, §&7i/ 
$600 


STUDEBAKER—'51 Commander it 
coupe, $1,185. ‘48 Champion sedan. § 
WILLYS—'48 station wagon, $400 


Forum 


‘Continued from Page 4) 
prices were still in a wild boorn 

Of course, repossessions are 
rising. With the bars on in- 
stallment selling of cars com- 
pletely down and with used 
cars in a more competitive 
market, this was inevitable. 
There always are marginal 
sellers and marginal buyers 
sellers who offer too-too easy 
terms to make a sale and buyers 
who take on debts they can't 
manage. Repossessions were ab- 
normally low for a long period. 
The surprise would be if they 
weren't on the rise. 

And, of course, the pessimism 
is thick now. This is the end of 
the slack winter season. The 
surprise would be if dealers in 
used cars were gleeful at this 
date—not vice versa. 

* * * 

BUT WHAT'S happening is 
not a collapse. Rather, what's 
happening is a return to prewar 
sales and price patterns — slack 
sales and sliding prices in De- 
cember - March, improving sales 
and higher prices in March- 
July. 

And what we're witnessing 
is increasing competition and 
rising emphasis on know-how, 
adequate capital and sales 
sense. 

These are the signs of a buy- 
ers’ market and these are the 
signs in the used-car market 
And I can recall when all this 
was accepted as a simply norma] 
part of being in business and 
selling. 








EX UST ELIMINATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 


Underfloor disappearing single type—;3' 
Underfioer twin disappearing type—3” 
Underfloor twin plug-in type—3” 
Underfloor single plug-in type—3” 
Overhead disappearing type—3” 
Overhead hanging type—3” 

+ Overhead wall plug-in type—3” 


Underfloor disappearing heavy duty—4” 
(for trucks and buses). 


Overhead han heavy duty—4” 
- (for ool. and eeneed. 


Write for ovr new illustrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N.Y 
eee EE Nem TT Eyl 


Quick ite 


Dealer License Plate Holder 


1. 
2. 
3. 
4 
5. 
6. 
7. 

8. 


Guaranteed 


Safe, fast and easy to use 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 
C. HOWARD 


1498 Overiook Drive Akron 7, Ohic 
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There no Stopping your profits 
on year-around Willys sales! 











Aero-Eagle, a a sister of the pene PRICE SENSATION OF THE YEAR! 
‘Jeep’ is the ‘‘conversation car of the year’’... rates 
at the top in safety, handling, economy. Heavily A dream of a car for economy . . . bright as a dollar 


backed with advertising—watch these cars go places. -.. turns on a dime...runs on pennies. One of 


four new Aero Willys that sell all year long. 





Willys DELUXE Station Wagon UNIVERSAL ‘JEEP’ OR FARM ‘JEEP’ 


\ two-purpose car for pleasure and business. Smart The world renowned ‘Jeep’ does jobs no other 
looking ... popular... selling faster every month. vehicle can attempt. Has 4-wheel drive. Sells all year 
Well advertised. —but sales zoom in Fall and Winter. 


4-Wheel-Drive 


4-Wheel-Drive 
5 bhi jm Wav on WILLYS TRUCK 


60 per cent grades. Big seller to Powerful, sturdy, ton truck operates = 
thousands of vocations, especially in on or off-the-highway—needs no # 
Fall and Winter. roads. Has hundreds of uses. 





General Sales Manager 
Willys-Overland Motors, Inc. 
Toledo 1, Ohio 


The opportunity you want 
---MAY BE RIGHT HERE! 


Without obligation, please have a representative call and give me full informa- 
tion about the Willys Franchise. 


Name __ 





Set your sights on more year-round sales with Willys. 
Find out about a Willys Dealer Franchise. Mail coupon 
for full details 


City & State ssarsisoecesisanisjocteirmnellalaeeansalaan 


Business - as ee 


ppeeiteennmenemnmemmmeam mame 
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| 
| 
| 
| 
| 
Address_ 
| 
| 
| 
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Spotlight on San Francisco Show— 


More than 25,000 automobile enthusiasts jammed San Francisco's Civic Auditorium | 


Saturday, March 21, when the 27th annual auto show got under way. William B. 
James, president of the San Francisco Motor Car Dealers Assn., predicted a total 
attendance of 250,000. The Phil Harris Revue played to a packed house. 


Van Nuys Hudson Deal 


Hudson Van Nuys, Inc., has been 


Partners in the enterprise are E. L. 


established in Van Nuys, Calif.| Kirkpatrick and Jim Foster. 

































|new defense 


No Criticism Indicated .. . 


Defense Ma 
OK'd by Au 


By William Ullman 
Washington Correspondent 

WASHINGTON. — That segment 
of the auto industry concerned with 
military contracts last week indi- 
cated general satisfaction with the 
materials system, 
which is to supplant the Controlled 
Materials Plan July 1. The new 
basic system of distributing steel, 
copper, aluminum and other con- 
trolled materials was announced by | 
NPA with the issuance of DMS 
Regulations 1 (production) and 2} 
(construction). 

Auto industry representatives 
were in Washington a week 
earlier and had submitted their 
own ideas on how DMS could 
most effectively function. 

The industry has shown no in- 
tention to criticize DMS and the 
new method of priorities, alloca- | 
tions and allotments of materials} 
needed for defense. 


Get 50% 





terial Plan 
to Men 


It is known, however, that the 
priority band under DMS will not 
be as simple as the auto industry 
would have preferred it. This sim- 
plification might develop as the 
admitted “bugs” in the new system 
are extracted. 

Industry and government officials 
agreed DMS will have very little, 


\if any, effect on the production of 


civilian cars and trucks. 


Formalization of DMS is con- 


|tingent upon what Congress does 


with the Defense Production Act, 
which dies June 30. 


The defense “take” of steel, 
copper and aluminum will con- 
tinue to be a high one. Steel re- 
quirements for these programs 
are likely to be about 15 percent. 
The set-aside of copper will range 
from 22 to 25 percent and about 
30 percent for aluminum. The 


More 


Profit on your 
UNDERCOATING JOBS 


UNDER-CAR SEALER AND SILENCER 


L. 


You spray Nokorode to 6” 
dries to almost 6”. 


under U.S. Patent 2393774, 


50% More Jobs Per Drum 


Nokorode is concentrated —no excess solvent. 


thickness—and it 


It’s made entirely by Lion 


assuring controlled 


uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
* Nokorode is uniform for smooth application 


—no troublesome “‘blobs’’. . 


. flows freely, per- 


mitting steady pressure in the gun. There’s no 


lost time due to lost pressure. 


Nokorode is stable, made of 


|the organization 
* 


highly compatible 


materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


Made and guaranteed by 


LION OIL 


EL DORADO 





undercoating profit. 
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Address 


FREE! Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 


Please send information on higher profits 
with LION NOKORODE. 
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ARKANSAS 
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balance will, of course, be in th 

open market. 

Nickel will remain extrem ‘ly 
scarce since almost the entire 
|supply is going into the jet eng nx 
| program. The auto industry, th: re- 
|fore, stands little or no chanc« to 
get more nickel. 

Horace B. McCoy, acting NPA 
boss, said last week it was impos- 
| sible to make any accurate precic- 
| tions on what impact DMS vill 
|} have on the civilian economy. 

| McCoy admitted shortages of 
|materials in certain shapes, forms 
}and sizes are likely to prevail. The 
j}extent of military and AEC spend- 
ing for the new fiscal year un- 
determined so far also will have an 
jimportant effect on the amount of 
|scarce materials that will be avail- 
able for civilian production. 

| Arthur S. Flemming, acting ODM 
chief, last week told the Senate 
Banking Committee that the Ad- 
ministration wants to rid U. §. 
economy of all direct controls. He 
added the Administration will con- 
tinue to be alert for any renewed 
pressures on the civilian economy. 

The auto industry, which han- 
dles a sizable share of the $30 
billion a year in defense con- 
tracts, appears to have no worries 
about steel, copper and aluminum 
now that CMP is virtually dead. 
It is producing at a top rate, 

NPA last week was further skel- 
etonized when about 1,000 more 
employes received 30-day dismissal 
notices. The question of what to 
do with the motor vehicle division 
and other divisions is still unre- 
solved. The Administration must 
decide whether to transfer them 
|}into the Commerce Department or 
make them a part of ODM. 
| The auto industry can be certain 
| that its interests will be well repre- 
sented, no matter which agency 
|gets the automotive division. 

Plans are going ahead with the 
| formulation of an agenda for the 
meeting of the Car Industry Ad- 
visory Committee, scheduled here 
|sometime in May. DMS and the 
|industry’s plans for possible M-Day 
|undoubtedly will be discussed. 





F aulty Car Brings 


$50,000 Award 

DETROIT. — Mrs. Minnttie Mae 
|Wartosky, of this city, last week 
was awarded $50,000 damages from 
Chrysler by a Federal court jury 
here. 

The suit involved injuries suf- 
fered in an accident Aug. 25, 1948, 
which she claimed was caused by a 
faulty steering mechanism. 

Her sister previously was awarded 
$33,283 damages as a result of the 


same accident. 


Iowa 


(Continued from Page 6) 


board. He termed many of _ its 


| actions “political and pro-labor.” 


Radcliffe said the situation stems 

from the fact the NLRB was set 
up originally to administer the 
Wagner labor act “which fostered 
of labor unions.” 
x * 
OW that the emphasis has 
+™ shifted back toward the center 
under the Taft-Hartley act, the 
NLRB still administers that act 
“with the same crew that carried 
out the Wagner act,” Radcliffe de- 
clared. 

“Until the NLRB is purged of 
these individuals we never will 
administer the Taft-Hartley law 
the way congress intended.” 

Congressman Charles E. Halleck 
(Rep. Indiana) majority leader of 
the national house, backed up 
President Eisenhower's decision to 
cut expenditures before reducing 
taxes. 

Another resolution pleged the 
Iowa association’s support to the 
NADA program for improving 
relations. The _ resolution 
urged the dealers to hold regular 


|group meetings for the purpose of 


bringing about improved public 
through group  adver- 
tising, safety campaigns, good 
roads programs, driver improve- 
ment programs and community 
betterment projects. 

Still another resolution provided 
for the creation of a_ state-wide 
committee to develop a program 
for highway improvement and 
highway safety in Iowa. The com- 
mittee to be appointed later will 
consist of eight members, one from 
each of the state’s congressional 
districts. 
































Output Record in Sight 


First Half May Set All-Time Mark in Cars; 
Week’s Total Is 169,604 


(Continued from Page 1) 


production spurt last week when 
it turned out some 35,000 cars, 
about 4,000 more than it built 
the week before. 

At Chrysler Corp., production of 
Plymouths has been increasing 
gradually, each week. With the 
price cuts announced last week, it 
is presumed that Chrysler will soon 
shoot for greater volume on all its 
car lines. 

At the same time, Packard and 


TURNTABLE 





Nash are building cars at the 
highest level in their histories, and 
Studebaker is starting to get 
volume on its recently-announced 
lines. 
* * * 

N ORDER to maintain pro- 

duction at present levels, all 
makers are being forced to scram- 
ble for every pound of steel they 
can find. Hot rolled, cold rolled and 
bar steel are said to be in very 
tight supply. However, there are 
signs such shortages are easing. 

On the other hand, there seems 
no solution in sight for an in- 
dustrywide manpower shortage. 
Social welfare people are begin- 
ning to voice strong _ protests 
against the recruiting of workers 


§ jin southern states for employment 


YEAR'S GUARANTEE 
Terms: 


Stopped 90% More 
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Make passers 
M 


look, 

by sguy with 
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priced 
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> pressure 
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STARTS automatically. 


TURNS CARS 
INDOORS or OUT 


Can Be Financed if Desired 


BRUNNER’S, INC. 


358 East Center St. 
Manchester, Conn. 





TOP SENSATION 
for 1953 - 


ARO 








- RED, GREEN, BLUE, 
GRAY PLAIDS 


A new, exciting addition to the 
ARO family of replacement Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 


Tops for all models, 1928 to now. 


ARO STORM KING + ARO DE LUXE 
ARO REGAL « ARO ARISTOCRAT 





Write or wire for money making deal 
ARO TOP SALES CO. 
1089 Commonwealth Ave., Boston, Mass. 


World’s Largest and Oldest Makers 
of Replacement Convertible Tops 





in such northern points as Michi- 
gan, Ohio and Illinois. 

The social welfare people are 
afraid these workers will wind 
up as community burdens, should 
the auto industry’s production 
pace be cut back sharply. 

Oddly enough, the auto industry’s 


More Fiber Glass Capacity 


PARKERSBURG, W. Va.— Or- 
ders have been placed for machin- 
ery and equipment to double the 
textile fiber glass capacity of the 
fiber glass division of Libbey- 
Owens-Ford Glass Co. here, it was 
announced by J. M. Johns, general 
manager. The expansion program 
will mean the installation of 48 
additional producing units for mak- 
ing textile fiber glass, and will re- 
quire a year to complete, Johns 
said. 
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booming output on cars is begin- 
ning to inspire rumors of early 
model changeover plans. The 
reasoning behind such rumors is 
that competition for sales after 
the first half of the year will 
make some model changes neces- 
sary for those makers who may 
hit a sales slump. 

On the prospect of how com- 
petitive the car market will be, a 
sales official for one of the Big 
Three firms had this off-the-record 
comment last week: 

“You figure it out. It looks like 
more than 6,000,000 cars will be 
built this year, and we just don’t 
see a market for that many.”— 
Bernie Thomas. 


Materials Group 
Is Dissolved 


WASHINGTON. — The Inter- 
national Materials Conference last 
week announced dissolution of its 
copper-lead-zinc committee ef- 
fective tomorrow (March 31). 


The announcement follows the 
committee’s decision to discontinue 
international allocation of primary 
copper and reflects the continuing 
improvement in the supply-demand 
position of copper in the free world, 
officials said. 








90-Day Check Proposed 


For Older Cars in N. J. 


TRENTON, N. J.—A bill intro- 
duced in the New Jersey Legis- 
lature would require that motor 
vehicles 10 years of age or more 
be inspected every three months, 
rather than the present six 
months for all vehicles. The 
measure was sponsored by As- 
semblyman Barnes, Essex 
County Republican. 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 




















Week Week dan. 1 dan, 1 
Ended Same Ended March, to to 
March 28, Week, March 21, 1953 March 29, March 28, 
1953 1952 1953* to Date 1952* 1953* 
CHRYSLER. ................... 27,991 18,469 26,648 106,078 225,499 323,985 
MIE ssntaicevoscsintivionss 4,301 2,523 4,290 15,655 31,379 48,963 
DeSoto sie 3,108 2,022 3,061 12,130 23,893 32,683 
SRS See 7,068 4,422 5,855 25,280 60,507 86,868 
WEPMOOUENR ..........0s00.005.05 13,514 9,502 13,442 53,013 109,720 155,471 
FORD owes. 27,427 25,048 = 27,309 109,185 192,704 308,091 
Ford ..... 21,107 +=19,363 21,079 83,081 149,092 238,228 
EER ee 1,011 754 1,239 4,351 6,558 9,035 
Mercury .................. .... §,809 4,931 4,991 21,703 37,054 60,828 
GENERAL MOTORS .. 65,870 39,626 58,743 236,292 418,902 665,786 
Buick. ...... ; .... 12,668 4,175 9,710 41,975 75,487 119,923 
Cadillac 2,511 1,832 2,499 10,070 20,030 29,320 
Chevrolet. ...... 35,014 19,724 30,742 122,413 206,262 338,326 
Oldsmobile .... 7,061 5,082 7,280 28,150 53,249 82,487 
IIIS capacncsessee0s ; 8,616 5,813 8,512 33,684 63,874 95,730 
KAISER-FRAZER 1,206 1,238 1,096 4,712 14,566 11,808 
CROSLEY .... ne neta 66 a pean 723 eee 
HUDSON ..... vesee Bypd@ 2,114 2,407 9,356 22,091 24,163 
TU ARIEE  ocsessss.... as . 8,983 3,145 3,956 16,943 22,742 51,874 
PACKARD  ......... 2,498 1,431 2,436 9,441 15,173 30,378 
STUDEBAKER. ........... 4,815 3,190 4,436 17,281 46,363 33,644 
WILLYS-OVERLAND.. 1,633 1,654 1,608 4,981 12,804 15,333 
Total Cars, U. S. 138,144 95,981 128,639 514,219 972,067 1,465,062 
*Revised. i 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 dan, 1 
Ended Same Ended March, to to 
March 28, Week, March 21, 1953. March 29, March 28, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET ............ 10,116 7,978 9,851 38,010 80,159 109,932 
CROSLEY ..... pivrcukacetiiny. Ge 6 ea = 98 * 
DIAMOND T .... 180 152 186 734 1,938 2,181 
DIVCO uw... 50 64 50 210 830 V1 
ERASE Scere ee 2,588 3,435 2,103 9,925 41,460 31,902 
FEDERAL ...................... 40 48 46 163 483 364 
I oan icunannsihiias 8,082 5,714 7,863 30,565 55,695 57,761 
ESR eee er . 8,144 2,529 3,158 11,905 28,849 36,026 
INTERNATIONAL ..... 3,030 3,225 3,111 11,773 43,719 34,392 
I ao ois oben gC ces sctane 25 273 110 469 3,219 2,623 
EE ear e ee 348 361 343 1,406 4,579 4,343 
STUDEBAKER ........ 1,235 1,343 1,233 4,998 16,212 17,146 
WHITE... ae scuataas 326 302 332 1,268 3,742 3,632 
WILLYS-OVERLAND.. 1,994 2,327 2,001 6,982 26,756 26,942 
MISCELLANEOUS ...... 302 301 328 1,285 3,921 4,053 
Total Trucks, U. S..... 31,460 28,058 30,715 119,693 311,710 332,008 
Total Cars, Trucks 
RM a detractccantecochok ian cas 169,604 124,039 159,354 633,912 1,283,777 1,797,070 
Total Cars, Trucks 
Noes cais sitcceinnes 10,369 8,648 10,122 40,189 78,5383 115,452 
Grand Total 


Cars and Trucks 
U. S. and Canada 


.79,973 132,687 169,476 674,101 1,362,310 1,912,522 


*Kevised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete, 
N.B.: 


All U. S. totals include cars and trucks for military orders, 


Dexter Purchases 


Pesco Division 


CLEVELAND.—The Pesco Prod- 
ucts division of Borg-Warner Corp. 
has concluded an agreement with 
the Dexter Folder Co., Pearl River, 
N. Y., for the purchase of Pesco’s 
supercharger business, including all 
manufacturing, sales, engineering 


and service facilities. 
The sale was announced by R. J. 


_ 35 


industry and the defense program 
make it necessary for this division 
to devote all of its facilities to the 
manufacture of hydraulic equip- 
ment, 

The Dexter Folder Co. will trans- 
fer Pesco’s supercharger facilities 
to Miehle-Dexter supercharger divi- 
sion at Racine, Wis. All of its prod- 
ucts will be manufactured by the 
Christensen Machine Co. of Racine, 
which is a wholly owned subsidiary 
of Dexter Folder Co. 


Minshall, president of Pesco, who 
explained that the heavy and in- 
creasing demands of the aircraft 


The AUTOMOTIVE NEWS ALMANAC Is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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IN OREGON 
The Oregonian Sells MORE 
Automotive Customers 


The Oregonian is First in automotive advertising linage 

and First in sales. Because The Oregonian is the leading 

circulation newspaper in Portland and the entire Oregon 

Market . . . both Daily and Sunday. 

FOR SALES RESULTS... The Oregonian is your best Oregon buy! 
Place your advertising 
Portland's largest newspaper. 


the Oregonia 


225,421 Dally 283,744 Sunday 
REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 


CHROME=CRAFT 
EMBLEMS 






Finest Advertising Em- 
blems Made. Permanent, At- 
tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by ae 

AL men. Write for Free Sample Without ligation. 
PottactunEs Some Sales Territories Open for Top Salesmen, 


Scotchlite Ads License Frames 


Rear Deck Plates 
THE DOUGLAS CO. 


MINNESOTA 
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A Substitute that Looks Like Real— 


Plastikolor-Pix transparencies were developed for Cadillac dealers who have run 
out of display cars. Developed by William Melish Harris Associates, the lightbox 
framed in limed oak and backlighted with fluorescent lamps shows a 24 by 36-inch 
full-color photo of a Cadillac with unique dimensional effects. 





By George Deery 
Associate Editor 


As a part of furthering its an- 
nounced intention “to recapture the 
former prominence Packard held 
as a producer of luxury-type auto- 
mobiles, while continuing to in- 
crease penetration of the medium- 
price field,” Packard has started 
tests to see what makes advertising 
tick and what ads tick the best. 


Taking the Chicago area as 
typical Packard people will 
survey results of the use of daily 
and community newspapers, 
radio, television and other local 
media, and then apply them to 
other localities. 

Kickoff for the test was the 
sponsorship of the area TV cover- 
age of the Chicago Daily News re- 
lays over WBKB by the Packard 
Dealers of Metropolitan Chicago. 
The name, address and photograph 
of each of the dealers was used 
during the broadcast. 


The marketing program, costing 
more than $250,000, will be cooper- 
atively financed by the dealers in 
the area and the company. Pack- 
ard’s Chicago zone office will work 
with individual dealers in develop- 
ing the program. This will be the 
first large-scale joint effort by the 
area’s dealers. 

J. R. Pershall Co., Chicago, will 
handle the dealers’ campaign there. 

- 7 * 


Tribune Show Section 


A 22-page special auto show 
section was included in the Chi- 
cago Tribune March 15 in con- 
nection with the 45th exhibit 
sponsored by the Chicago Auto- 
mobile Trade Assn. The first 





Affecting Factories and Dealers ... 
Auto Advertising 


page featured color pictures of 


| various cars. 
* * * 
Quick’s Discounts 


Quick, which currently has 
special television editions in three 
markets (New York, Chicago-Mil- 
waukee and southern California) 
has announced combination rates 
and frequency discounts on the 
editions. 

When an advertiser uses any one 
issue of Quick in the TV sections 
in two of the areas, the magazine 
will allow combination discounts of 
10 percent. When an advertiser uses 
the TV section in any one issue in 
all three areas, the combination 
discount will be 15 percent. 

These discounts are offered in 
addition to the frequency-discount 
rates earned in each area the com- 
pany stated. 


* * * 


For Fram Dealers 

“Hoods Up,’ Fram Corp.’s new 
dealer magazine, is now being 
introduced to the more than 100,- 
000 Fram dealers throughout the 
nation, the company reports. 

The pocket-size magazine, to 
be published every other month, 
is done in the cartoon-book style. 
It features installation instruc- 
tions, automotive news and sell- 
ing tips. 

* * * 
Joseph Fewsmith Dies 
At one time assistant ad man- 
ager of Peerless Motor, Joseph 


Fewsmith, board chairman of the 


ad firm of Meldrum & Fewsmith, 


Cleveland, died after an attack of 


Chrysler Assembly for Douglas Globemaster— 
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pneumonia. He had also been as-| Griswold-Eshelman Co., of Cleve- | describes all standard makes and 


sociated with N. W. Ayer & Son. 
Mr. Fewsmith had been chairman 

es Meldrum & Fewsmith since 1946. 

} * * 

| Oil Movie Cited 


For the third year in a row, a 


| motion picture produced by the 


Oil Industry Information Com- 
mittee of the American Petro- 
leum Institute has been cited by 
| Freedoms Foundation, Inc., for 
making an outstanding contri- 
bution to the principles of 
freedom. 

| Latest recipient of this high 
| honor is the committee’s 1952 
| picture, “Crossroads, U.S.A.” It 
| was released last October. Previ- 
ous winners of Freedoms Found- 
ation citations were “Man On 
The Land,” produced in 1951, and 
“24 Hours of Progress,” made in 
1950, 


e * * 


Ad Council Honors Seem 
Donald B. Seem, ad manager of 





Electric Auto-Lite, Toledo, has 
been elected chairman of the dis- 
tribution council 
of the Assn. of 
National Adver- 


tisers at the 
annual meeting. 

The council is a 
cooperative or- 
ganization to de- 
velop Operator 25 
Service, 
posed of national 
advertisers in 
cooperation with 
Western Union 
| Telegraph, to localize national ad- 
| vertising. 
| Seem reported widespread in- 
terest in the Operator 25 program, 
especially among ANA members. 
Electric Auto-Lite’s use of the 
service, now in its third year, 
covers a total of 98,000 dealers for 
batteries, spark plugs and author- 
ized service he said. Operator 25 
is now used in more than 20,000 U. 
S. cities and towns. 

* * x 


Corbett Named teofveshient 


Edward J. Corbett jr., copy chief 
of the Detroit office of Geyer Ad- 
vertising, has been elected a vice- 
president of the 
agency. He is ac- 
count executive 
on Nash. 

Corbett has 
been associated 
with Geyer since 
1946 when he was 
appointed to his 
present position. 
Prior to that he 
had been a copy- 
writer with Max- 
on, Inc., and N. 
W. Ayer & Son, and operated E. J. 
Corbett & Co. in Detroit. 


x x * 


Golden Joins Agency 

Appointment of Alex P. Golden 
as director of the public relations 
and publicity department of Clark 
& Bobertz, Inc., Detroit ad agency, 
has been announced by L. A. Clark, 
president. 

Golden has been in public re- 
lations and publicity work in De- 
troit and New York with J. Walter 
Thompson Co.; Campbell - Ewald 
Co.; Ross Roy, Inc., and the news 
bureau of Ford Motor Co. 

* * * 


U. S. Rubber Advances 2 


George W. Barber has been ap- 
pointed to the new position of 
public relations manager for the 
Pacific coast region of U. S. Rub- 
ber, and Thomas J. DeCorte will 
hold a similar post in the midwest 





Donald B, Seem 





E. J. Corbett 


region. 
Barber and DeCorte, former 
members of the tire division’s 


public relations department, will 
cover public relations activities in 
their respective areas for all di- 
visions of the company. 

Barber will continue to make his 
headquarters, at the tire plant in 
Los Angeles, and DeCorte at the 
tire plant in Detroit. 

* * 7. 


Brownell Joins Grant 
Grant Advertising has announced 
the appointment of Bill Brownell 


as copy department head in the 
Chicago office. Brownell will direct 


com- | 





| land. 

For Campbell-Ewald of New 
York, he directed radio and tele- 
vision copy for Chevrolet as well 
|as publication copy for the eastern 


regional metropolitan groups of 
Chevrolet dealers. 
With Weintraub, Brownell was 


Detroit branch manager on Kaiser- 


Frazer. He was copy-contact man-| 


ager on the Thompson Products 
and B. F. Goodrich accounts with 
Griswold-Eshelman. 

os 4 


Opens Detroit Office 

American Home Corp. has an- 
| nounced the opening of a branch 
| office in the Penobscot Bldg. in De- 


4, 





in the Chicago of- 
fice of American 
Home, is man- 
ager of the new 
Detroit office. 

Prior to his 
association with 
| 
| 


Sullivan spent 
five years with 
Crowell - Collier 


E. F. Sullivan 


Publishing Co. He 
}attended Northwestern University. 


'Lashley in New Ford Post 


| William A. Lashley has been | 


named manager of public re- 
lations for Ford Motor Co. in 
| western states. His office is in 


San Francisco. 

| Lashley has been with the 
| company for three years. He 
formerly was director of public 
relations for the Virginia State 


Chamber of Commerce. 
| * * * 


Leggett Brown Passes On 


Manager of public communi- 
|cations for Ford Motor Co.’s office 
of public relations, Leggett Brown, 
41, died in Fort Lauderdale, Fla. 

Before joining Ford, Mr. Brown 
was with Kenyon & Eckhardt, ad 
agency; was secretary-manager of 
the late Alexander Wollcott, and 
served with the Air Force in World 
War II. 

In 1949 Mr. Brown became man- 
ager of the Ford news department, 
and in 1952, assistant to the di- 


rector of public relations. 
* * * 


Army Cites AN Staffers 


Two members of the editorial 
staff of Automotive News on 
military leave have made news 
recently. 

Mac Gordon, an associate 
editor, has been named associate 
editor of the Camp Gordon (Ga.) 
Rambler. Tom Hewitt, editorial 
associate, now in Tokyo on the 
staff of the Army’s daily Stars 
and Stripes, has been promoted 


to sergeant. 
+ 7 * 


Popular Mechanics Spec Book 


Popular Mechanics has an- 
nounced publication of its 1953 
Car Fact Book, which presents 
specifications and pictures for 49 
new models. 

Containing 128 pages, the book 


corey troit. Edward F. | 
™ Sullivan, formerly | 


American Home, | 


| models, listing such statistics as 
| body dimensions, tire dimensions 
| oil, gas and water capacities, engin 
| specifications and prices. The boo} 
jalso points out which of the ne\ 
|models include such _ innovations 
as power steering, automatic hea:- 
light dimmers, power front-sext 
| adjustment and air conditioning 
* * * 


Biggest for United Motors 


| The United Motors Service d 
|vision of General Motors, sal:s 
;}and service organization in the re- 
|placement market for 14 of th 
GM accessory divisions, has 
launched the largest ad and pro- 
| motional campaign this year in its 
history, using four-color double- 
page spreads in national magazines 
and two-color four consecutive 
pages in general automotive, farm 
automotive and fleet trade papers, 
it states. 

The campaign in the general 
magazines is a “department store” 
type of ad, featuring the General 
Motors brand name of products 
under the banner of United Motors 
Service—the products being illus- 
trated in color, with a descriptive 
paragraph beneath. Campbell- 
Ewald is the agency. 


* * + 


Pendray Appointed 
Ward-Griffith Co., newspaper ad- 


Pol 


kK - 


C. C. Pendray 






« 





R. F. Murray 


vertising representative, has an- 
nounced the appointment of C. C. 
Pendray as man- 
ager of its De- 
troit office in the 
General Motors 
Bldg. He = suc- 
ceeds Jack F. 
Kent, who is now 
general _ sales 
manager in the 
New York office 

R. F. Murray 
has been _  ap- 
pointed to the 








cack Bent sales staff of the 
Detroit office, according to Pen- 
dray. 


* * > 


Tide Water Ups Hughes 


Donald J. Hughes, formerly ex- 
port ad assistant, has been ap- 
pointed assistant ad manager for 
the eastern division of Tide Water 
Associated Oil, according to Eu- 
gene F. McCabe, sales vice-presi- 
dent. 


* ® 2 


Names 


Appointment of Norman M. Ger- 
mond as manager of the Chrysler 
Corp. photographic department has 
been announced by James Cope, 
vice-president. 








bd 





seh wig in BS 
ere 











i lie ae i a 


Chicago office copy work on the 
Dodge car account. 


He was formerly copy chief at 
Campbell - Ewald’s New York 
office and also was with William 
H, Weintraub, Inc., and with 


This cross-section of a giant aerial “fish” is the tail stub assembly of a Douglas 
C-124 Globemaster transport plane. One of many major subassemblies being made 
for Douglas at the Chrysler Motors California plant in Los Angeles, the tail stub is 
shown being loaded onto a truck-trailer for shipment to Douglas Aircraft's Long 
Beach (Calif.) plant. inside the stub, Chrysler installs two jet-like gasoline heaters 
with enough heating capacity to keep 12 six-room homes cozy. 


New Link in Packard Chain— 


Metropolitan Packard, Inc., Seattle, recently received its franchise from the factory. 
Meeting to “close the deal" are (from left), Russell J. Thor, general manager; R. J. 
Froiseth, Packard zone manager; Robert Denny Watt, dealership president, and J. C. 
Halver, Packard district manager, 
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Chrysler Cuts Prices $15-$290 


(Continued from Page 1) 


statement listing its new prices. 
Previously, only Dodge-Plymouth 
dealers had been informed that 
the new cars were coming. 
Production schedules on the Cor- 
onets reportedly were hampered by 
a flurry of work stoppages that had 
hit the Dodge Main plant in Detroit 
as well as an important supplier. 
Public announcement of the new 
line originally was planned for 
about the first of May, but the un- 
veiling now is set for about Apr. 6. 


At present, Dodge is offering six- | 
its Meadow- | 


cylinder engines in 
brook Special and Meadowbrook 
series 5, which consist of five cars 
in all, including a station wagon. 

* ok ca 


A LONG with Dodge’s price cut, 
“% front and rear bumper guards 
were made standard on all models. 
A right-hand sun visor and front 
and rear foam-rubber seat cushions 
were added to the Coronets. 


Price cutbacks for DeSoto range 
from $15 to about $176, with the 
smallest reductions applying to 
eight-passenger sedans and station 
wagons, and the largest to hard- 
tops. Front fender and door mold- 
ing were added to the Fire Dome 
V-3 models. 


The Chrysler division’s Windsor, 
Windsor Deluxe, New Yorker and 
New Yorker Deluxe models were 
reduced $18 to $290, with the still- 
unannounced Custom Imperial New- 
port going down $48, Outside bump- 
er guards now are standard on all 
models up to and including the 
New Yorker Deluxe. 

* * cd 
_ Chrysler’s 1953 lines were 
introduced, some prices were 
lowered and others raised. The lat- 
est action marks the corporation’s 


first across-the-board slash since the | 


war. 

Nevertheless, the reduction was 
not so much a surprise to the in- 
dustry as was its timing. With 
high production rates swelling the 
nation’s supply of available cars, 
dealers had reported increasing 
consumer resistance to prices, and 
it was felt that the corporation 
had to take the bull by the horns. 

Just a few weeks ago, Colbert 
was telling dealers that lower new- 
car prices were unlikely. He indi- 
cated then that higher labor costs 
would tend to offset production 
gains resulting from the removal of 
Government controls. 

* « © 
HIS statement which signaled 
an immediate price cut last Wed- 
nesday (March 25), Colbert said: 

“We are very pleased that we can 
take this action so shortly after the 
new Administration’s prompt end- 
ing of price controls and restoring 
to the automobile industry freedom 
to build all the cars and trucks for 
which materials can be obtained in 
a free competitive market. 

“These lower prices indicate 
Chrysler Corp.’s confidence in the 
wholesome effects of these moves. 

“Today’s action carries forward 
the policy announced when we in- 
troduced our new 1953-model au- 
tomobiles last fall. At that time 
our new cars, even though dy- 
namically redesigned, were priced 
on a ‘hold-the-line’ basis. We em- 
phasized then our constant aim of 
quality, performance, safety and 
comfort, at decreased rather than 
increased prices, and we pinned 
our faith on volume to achieve 
this objective. 

“Now that higher volume is being 
achieved and we may reasonably 


expect it to continue, we are lower- | 


ing prices accordingly. 
“We believe that our dealers, by 


Obituaries 





Herman L. Bennett, 51, 
R. I. Past President 


PROVIDENCE, R. I.—Herman L.| acquired ll 





|affording the public these quality 
|products at the lower prices made 
possible by greater quantity pro- 
|duction, will meet a vigorous re- 
|sponse and gain a larger overall 
| share of the market.” 
* * + 
OLLOWING is a comparison of 
Chrysler Corp.’s new and old 
advertised-delivered prices, with all 
optional equipment excluded in both 
cases. (The price list on Page 22 of 
this issue of AuTomotive News car- 
ries Chrysler Corp. prices as they 
| were before the revision.) 








PLYMOUTH 
Cambridge 
New *Former 
Price Price 
4-door sedan $1,760.00 $1,836.50 
Club sedan . 1,722.25 1,798.75 
Business coupe 1,612.50 1,674.75 
Station wagon 2,059.00 2,095.25 
Cranbrook 
4-door sedan $1,867.50 $1,928.50 
Club coupe 1,837.50 1,898.25 
Belvedere 2,059.00 2,147.25 
Convertible 2,215.00 2,303.25 
Station wagon 2,202.25 2,236.50 
DODGE 
Meadowbrook Special 
New *Former 
Price Price 
4-door sedan $2,017.25 $2,088.25 
Club coupe . 1,975.50 2,046.50 
Meadowbrook 
4-door sedan .....$2,124.00 $2,181.00 
Club coupe . 2,094.75 1,151.75 
Station wagon ...... 2,193.75 2,250.75 
Coronet Six 
4-door sedan. ........$2,128.50 $2,213.50 
Club coupe ... 2,101.50 2,186.50 
Coronet V-8 
4-door sedan ....$2,237.00 $2,365.00 
Club coupe .... 2,215.50 2,336.00 
Diplomat . 2,378.00 2,577.00 
Convertible . 2,511.50 2,710.50 
Station wagon ..... 2,520.00 2,648.00 
| 





A= further change in the indus- 
try’s new-car price structure is 
unlikely at this time, a poll of auto 
makers disclosed last week. 

Following Chrysler Corp.’s price- 
reduction announcement, General 
Motors, Ford Motor Co. and vir- 
tually all the independents stated 
officially that they planned no 
price revisions. 

Here are their comments: 

Forp Motor Co.—Walker A. Wil- 
liams, vice-president in charge of 
sales and advertising, said: 

“Ford Motor Co. believes its cur- 
rent car and truck prices are fair, 
equitable and competitive. 

” ~*~ 

“ITN THE 50 years that this com- 

pany has been supplying the 
automotive needs of America, it has 
been our consistent policy to build 
the best products possible and to 
sell them at the lowest possible 
prices. We never have swerved 
from this basic principle, nor do 
we intend to. 

“The 1953 Ford, Lincoln and 
Mercury cars, incorporating ma- 
jor styling advances and greatly 
improved performance character- 
istics, as well as the entirely new 
line of Ford trucks just intro- 
duced, have met with an enthusi- 
astic reception from the Amer- 
ican public. 

“This widespread acceptance cer- 
tainly is ample evidence that Ford 
Motor Co.’s products today meet 

the hard test of worth and econ- 





Miller Purchases 
Bonney Tool 


ducer of special service tools for 
the automotive industry, last week 
of the outstanding 


Bennett, 51, president and treasurer|stock of Bonney Forge & Tool 


of Bennett Chevrolet Co. here and 
former president of the Rhode Is- 
land Automobile Dealers Assn., 
died March 11. 

Mr. Bennett founded his dealer- 
ship in 1930 and had been active 
in state dealer affairs until suffer- 
ing a heart attack five years ago. 
He was president of the dealers’ 
association in 1946. 


Works, Allentown, Pa. Joseph W. 
McDougal, Miller’s president, said 
the new owners will continue full 
operation of the business and main- 
tain Bonney’s established sales and 
merchandising policies. 

Miller has been a leading special 


Maker Price Comment 


Poll Indicates Other Auto Firms Are Unlikely 
To Follow Chrysler Cuts 


DETROIT —Miller Mfg. Co., pro-| 


DeSOTO 
Powermaster Six 
New *Former 
Price Price 
|4-door sedan $2,375.75 $2,475.75 
8-pass. sedan 3,271.00 3,286.00 
Club coupe .... 2,354.00 2,454.00 
Sportsman 2,624.25 2,800.75 
Station wagon 3,097.75 3,112.50 
Fire Dome V-8 
4-door sedan. .......$2,663.00 $2,759.75 
8-pass. sedan ... $3,548.75 3,563.75 
Club coupe ....... 2,641.50 2,738.25 
Sportsman 2,912.50 3,089.25 
Convertible .......... 3,134.25 3,191.50 
Station wagon ...... 3,371.00 3,386.00 
CHRYSLER 
Windsor 
New *Former 
Price Price 
4-door sedan ........ $2,482.25 $2,597.00 
8-pass. sedan. ......... 3,423.00 3,441.25 
Club coupe ............. 2,461.75 2,574.50 
Station wagon ...... 3,278.75 3,299.00 
Windsor Deluxe 
4-door sedan ........ $2,711.00 $2,826.00 
Newport. ................ 3,015.25 3,186.25 
Convertible ............ 3,236.75 3,309.75 
New Yorker 
4-door sedan ........ $3,174.50 $3,389.50 
8-pass, sedan ........ 4,359.00 4,388.00 
Club coupe ............ 3,145.5 3,360.50 
Newport. ................. 3,512.00 3,806.75 
Station wagon .... 3,922.75 4,102.25 


New Yorker Deluxe 
4-door sedan ...... $3,317.50 $3,550.75 


Club coupe .......... . 3,288.50 3,495.00 

NGWPOTE  .....0cccc000... 3,677.75 3,968.00 

Convertible ........... 3,970.00 4,049.50 
Custom Imperial 

4-door sedan ...... $4,249.50 $4,249.50 

Limousine ............ . 4,787.00 4,787.00 

INOWEES csssaniicn 4,550.25 4,598.75 
Crown Imperial 

8-pass. sedan ........ $6,921.50 $6,921.50 

Limousine ............. 7,043.75 7,043.75 


*Former price does not include trim items 
which previously were optional. 







omy imposed by value-conscious 
| buyers.” 


| * ” * 
ENERAL MOTORS—Harlow H. 
Curtice, president, said: 


“No price changes are contem- | 


“Our new 1953 cars and trucks 
|are priced at levels which reflect 
ithe long-term policy of General 
| Motors to pass onto the customer 
|the maximum benefits of our tech- 
nological progress. Our pricing 
| consistently has been in line with 
this policy, thus giving the public 
today the outstanding automobile 
value for the dollar. 

“At the beginning of the year, 
I forecast that this would be one 
of the best production years for 
the automotive industry. Current 
high-level sales of General Mo- 
tors products at retail fully sup- 
port this forecast. 

“The automobile industry tradi- 


— by General Motors. 


|competitive in the country. What- 

ever may be considered to be wise 

|or desirable as a basic pricing pol- 

jicy must adjust itself to this fact.” 
* + x 

UDSON—“Hudson has no plans 

for prices changes.” 
Kaiser-FRrAzerR — “We contemplate 
| no price changes.” 

NasH—Top officials of Nash could 
jnot be reached for comment as 
| Automotive News went to press. 

| Packarp—James J. Nance, presi- 
dent, said: “Packard does not plan 
any changes in its prices. 

“Our prices were based on 

long-term study of product 

| values. When these cars were in- 
troduced, we announced our new 
program to reestablish Packard 
in the luxury field and to intro- 
duce the new Packard Clipper in 
the medium-priced field. 

“Both lines have been well re- 
ceived and the company’s sales are 
at the highest point since World 
War II.” 

STrupeBAKER—“Studebaker is plan- 
ning no price reduction at this time. 

Wittys - OverLAND — Gerry E. 
Lyons, sales vice-president, observ- 





ing that Willys prices were reduced 


service tool manufacturer since the| at the time of the 1953-model in- 


early days of automotive service/| troduction, 


development. 


said that no further 
cuts were planned. 





tionally has been one of the most | 
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Chrysler to Unveil 
New Special Car 
At Auto-Lite Show 


NEW YORK.—Chrysler will un- 


| veil its fourth advanced-style auto- 


mobile here Saturday (April 4) as 
a feature of the Auto-Lite Easter 
Parade of Stars auto show in the 
Waldorf-Astoria. 


Named D’Elegance, “this automo- 
bile reflects a further styling ex- 
ploration into the feasibility of 
producing an American automobile 
which meets the demands of Amer- 
ican highways and at the same 
time incorporates European styling 
concepts,” the company said. 





Leaders in Flint— 


New officers of the Flint Automobile 
Dealers Assn. are (from left) Laverne P. 
Marshall, president of Marshall Auto Co. 
(Nash), who was elected to his 26th con- 
secutive term as secretary-treasurer; Dick 
French, head of Dick French Studebaker 
Sales, vice-president, and George G. 
Spaulding jr., assistant general manager 
of Applegate Chevrolet Co., president. 


Nash Sales Set 
New High in 
First 2 Months 


DETROIT. — Sales of Nash cars 
during January and February in- 
creased more than 28 percent over 
the same period 
in 19652, H. ¢. 
Doss, vice-presi- 
dent in charge of 
sales, announced 
last week. 

Total sales for 
the two-month 
period were 26,- 
519 units, com- 
pared with 20,654 
for the same 
months last year, 
Doss said. It was 
the highest sales mark in Nash his- 
tory. 

Doss pointed out that Nash pro- 
duced its 1,000,000th postwar car on 
Jan. 26. Nash also recorded its high- 
est one-day production of cars on 
March 4 with 1,005 units, he said. 


Reo 


| (Continued from Page 6) 
|nation’s auto retailers, unless con- 
ducted by the retailer himself.” 

* ~ * 


| ARMACOST said he would be 

glad to meet with the proper 
Reo officials on the matter if they 
| cared to initiate such a conference. 

“However,” he emphasized, 
“any such conference should be 
called with NADA’s Industry 
Relations Committee. It is a 
matter for their attention.” 

Formation of Reo Truck Leasing, 
Inc., was announced early this year, 
with Reo announcing it was be- 
coming the first truck maker to 
engage “all-out” in the field of 
truck leasing. 

At that time, Russell A. Smith, 
Reo vice-president, said plans were 
|under consideration to eventually 
absorb some Reo dealers in the 
| leasing operation. 
| “But,” Smith added, “only the 
strongest dealers can be con- 
sidered.” He estimated that Reo’s 
franchised dealer body numbered 
between 500 and 700. 
| Initial plans were revealed to 
|}operate leasing outlets in all 18 
|cities where Reo has _ factory 
| branches, but where there are no 
|franchised Reo dealers. 


Chek-Chart lesues 
1953 Data Sheet 


| CHICAGO. — Chek -Chart’s new 
|Service Data Sheet for 1953 pas- 
|senger cars includes all inform- 
ation on one side of the sheet to 
facilitate the work of servicemen, 
the firm says. 


The tabulation includes manu- 
facturers’ recommendations for 
crankcase, transmission and differ- 
ential service. 

Lubricant recommendations are 
intended to bridge the gap between 
the time new cars drive in for serv- 
ice and the time that new lubrica- 
tion guides are available. 

Copies may be obtained from 
Chek-Chart Corp., 31 E. Congress 
Parkway, Chicago 5, Ill. 





H. C. Doss 


| 











Designed and styled by Chrysler 
in Detroit, the two-passenger sports 
coupe was fabricated in Turin, 
Italy, by Ghia, and is the fourth 
“idea car” introduced by Chrysler 
within the last 17 months. It was 
preceded by the K-310, C-200 and 
Chrysler “Special.” 

New York auto writers will see 
the new car at a press preview at 
2:30 p.m. Wednesday (April 1) in 
the Chrysler salon, Chrysler Build- 
ing, at which time V. M. Exner, 
head of the Chrysler Styling Studio, 
will explain how D’Elegance was 
designed. 


o . 
Licensing 
(Continued from Page 3) 
complaints can be settled at local 

association level. 

Chris DeNeergaard, of Cross 
Island Oldsmobile, Inc., was elected 
president of the Brooklyn and Long 
Island Dealers Assn., and the slate 
of other officers includes: John J. 
Hayes, first vice-president; Alfred 
Rampone, second vice-president; 
Eugene L. Malice, third vice-presi- 
dent; Fred Menendez, secretary, 
and Herbert Charters, treasurer. 
|Ray Palmer was reelected execu- 
| tive vice-president. 
| The following were added to the 
|board of directors: Eugene L. 
| Malice, Robert Potts, William 
Klaess, Sol Davis, Arthur Eustice, 
| Malcolm Pierce, Edward Ande and 
| Clarence Frana. 
| Palmer announced that the mem- 
bership in the association now 
totals 494. 
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HELP WANTED 


WANTED—Service manager for Chrysler- 
Plymouth agency in state of Washington. 
Old established dealer wants man to take 
complete charge of service department. 
Give age, experience, full particulars in 
reply, Box 2425, 
Detroit 26. 


| TRUCK MANAGER WANTED. Only ex- 


perienced money maker desired. Guaran- 


c/o Automotive News, 


teed salary, liberal share in profits. Row- 
den Ford Sales, Inc., 650 Bridge St., 
N. W., Grand Rapids, Mich. 


ASSISTANT PARTS MANAGER. Large 


Los Angeles, Calif. dealership. Must 
have Ford experience. Box 2408, c/o 
Automotive News, Detroit 26. 





SERVICE MANAGER for one of ‘Big 

Three’’' New York City dealership. Big 
| job and excellent opportunity for top 
man only. Good salary plus profit shar- 
ing plan. Send full resume. Replies held 


confidential. Box 2409, c/o Automotive 
News, Detroit 26. 
WANTED— Experienced Ford parts man. 


Monthly bonus. Ideal working conditions. 
Anderson Ford Co., P. O. Box 28, Sara- 
sota, Fla. 








REPRESENTATIVES 
NEW CAR DEALER 
FOLLOWING 


Excellent opportunity for experienced, aggres- 
sive men with the know-how, who are now 
calling on the new car dealer, to associate 
with one of the most reputable car dealer 
expeditors in the east. Large protected terri- 
torles now open in New Jersey, New York, 
District of Columbia, Eastern Shore and 
others. Guaranteed salary, $5,200 plus car 
allowance, commission, bonus and employe 
benefits. Contact us today. 


MOTIVE SUPPLIERS, INC. 
1204-6 N. 8th St., Philadelphia 22, Pa. 
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HELP WANTED 


ASSOCIATE WANTED to invest $25,000 in 
long established metropolitan Los Angeles, 
Studebaker agency and to receive one- 
half the profits plus excellent salary. Net 
worth over $100,000. Part, present and 
future profit picture excellent. Present 
owner wants to semi-retire and eventu- 
ally turn over entire business to the asso- 
ciate, Address Box 2423, c/o Automotive 
News, Detroit 26. 


SALES MANAGER with independent line 
experience such as Nash, Willys, Kaiser- 
Frazer or Studebaker. Top compensation 
will be paid to man who can produce. 
Paid vacation, insurance and hospital 
benefits included. Located in beautiful 
Salt Lake City. Box 2424, c/o Automo- 
tive News, Detroit 26. 














SERVICE MANAGER 


New car agency handling 300 new and 1,200 
used cars per year in Great Lakes City of 
150,000. Customer labor potential—$5,000 per 
month. Must be fully experienced. Send quali- 
fications to Box 2402, c/o Automotive News, 
Detroit 26. 





SALESMEN. Wonderful 
ambitious men selling ‘Precision Fit’’ 
seat covers to new car dealers. Beauti- 
ful, attractive line for 1953. Fabric seat 
covers offer very liberal commissions, 
steady income. Following territories now 
open: Indiana, Maine, Massachusetts, 
Ohio and Virginia. Write for informa- 
tion, stating qualifications, and following, 
if any. Fabric Mfg. Co., 205 Thomas 
St., Newark, N. J. 


opportunity for 


SALESMEN 
WANTED 


Must have desire to become 
Sales Manager or Manager 
and have ability to sell from 
15 to 20 units per month. 
This would assure you, under 
our wash-out plan, earnings 
from $1,000 to $2,000 per 
month. Automobile experi- 
ence desired, but not a req- 
visite, but must be a top 
salesman and a producer for 
Ford, Lincoln - Mercury vol- 
ume operations. Enclose 
photo and complete resume. 
Write Box 2430 
c/o Automotive News 





SERVICE MANAGER. Large Ford dealer 
has excelient position for man who can 
assume complete responsibility of entire 
service dept. and manage it successfully. 
Must be well versed in all phases of this 
department. Excellent working conditions 
in modern shop located in Buffalo, N. Y. 
area. Send complete resume of past ex- 
perience, references and recent photo in 
first letter. Box 2381, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 





SALES OR GENERAL MANAGER. Have 

managed all departments of volume Ford 
in handling de- 
partment heads as well as department 
personnel. Young, white, married, a col- 
lege graduate and veteran, Prepared to 


operation. Experienced 


handle all phases of operation. Prefer 
association with dealer in east or south. 
Box 2382, c/o Automotive News, De- 
troit 26. 


TRUCK SALESMAN, 43 years of age, 
married, with 17 years successful truck 
selling background as_ salesmanager, 
wholesale man and retail sales. Fully 
acquainted with dealer operations. Prefer 
heavy duty line gas or diesel. Will travel 
or move to any location where I can 
make $10,000 a year. Write M. G. Der- 
mody, 1820 Nassau Bivd., Charlotte, 


AVAILABLE—GENERAL MANAGER 
with extensive know-how covering ali 
phases of dealership management. Proven 
ability. Salary and profit sharing basis 
only. Box 1011. Greenwood, La. 


ACCOUNTANT OFFICE MANAGER. 
Fully qualified through handling Chrysler 
system. College accounting graduate, 
young, married. Accustomed to responsi- 
bility and detail. Box 2410, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER—15 years’ experience 
(Olds, Cadillac, GMC). Best of reference. 
Know owner follow-up and control tower 
operation. Can make estimates, can build 
volume and get profit. Box 2411, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER or COMPTROLLER 
39, metropolitan ‘Big 3’’' experience. 
Heavy fixed operation and business man- 
agement. Prefer suburban or single city 
Chevrolet. All inquiries considered. Ex- 
cellent references. Box 2412, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


MIAMI DEALERSHIP AVAILABLE hand- 
ling popular independent, 600 car po- 
tential. No blue sky. Must have factory 
approval. Other interest taking up my 
entire time. Phone 2-8939, Fort Lauder- 
dale, Fila. 





For Quick Results 
Use Automotive News 
WANT ADS 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. TWENTY CENTS (20c) PER WORD for each 


AU bit- Me CM Dot) het bt a) 


Low Rates: 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 
, in care of Automotive News, Detroit 26, Mich." add 


per insertion for address and extra service as replies are forwarded, unopened, the 


address at regular rates, but if signed ‘Box No. 
One Dollar ($1) 
TLC eh ae thot ey ae ee od See eee 

WANT AD DEPT., 


DEALERSHIPS AVAILABLE DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE, handling |FLORIDA DEALERSHIP for sale, handling 
Dodge - Plymouth, 350 units. A _ fine one of ‘‘Big 3,’’ in town 6,000 popula- 





business in northern New Jersey single tion on main highway, trading area more 
dealer city. Modern showroom and service than 20,000. New 30 million dollar indus- 
facilities. Parts and service departments trial plant under construction. One of 


three fastest growing towns in Florida. 
Gross business in 1952 nearly half million 
dollars with nice net profit. Must liqui- 
date partnership. Inventories clean and 
reasonable, nice building, paint and body 
shop, good size well located used car lot. 
Must have factory approval. Entire busi- 


cover substantial percentage of overhead. 
Favorable lease can be arranged. Might 
consider selling half interest or more to 
qualified manager. Reply Box 2416, c/o 
Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE, FLORIDA 


dealership handling Hudson. Profitable ness for only $60,000. Box 2428, c/o 
business, town of 40,000. Parts and Automotive News, Detroit 26. 
Cea «Gen Gees. Seen Bee baa aca 6 fe ea 
Box 2417, c/o Automotive News, De-| FOR SALE—Dealership handling Chevrolet 
troit 26. : contract, Western New York. 75 car po- 
——_ Oe tential. Main street location, Route 63. 
NEW CAR DEALERSHIP, handling De- Owner retiring from business. Box 2420, 
Soto-Plymouth in Michigan town of 12,- c/o Automotive News, Detroit 26. 


000. Trading area 25,000. Average nét | ———————@ ___.. 
profit last five years — $20,000. Nearly DEALERSHIP WANTED 
new building 50’x 90’ with body shop | WANTED Active interest in new car deal- 
adjoining 26’x48’. Used car lot adjoining ership, preferably Chevrolet. Can invest 
building. Will sell parts equipment and! $39,000 to $40,000 and must be located in 
used cars at cost. Lease or buy building. Florida or Texas. Good reputation and 
Would consider trade of good income/ hapits. Fifteen years’ selling experience 
property. Owner retiring because of ill 


: in Pennsylvania with Chevrolet. Knows 
Soneen a 2418, c/o Automotive News, all phases of automobile business. Box 


cuamuiadi ehanennenaminmemeieiiabeimenpanninete 2427, c/o Automotive News, Detroit 26. 
AUTOMOBILE DISTRIBUTORSHIP FOR 


SALE. Trade area covers Fort Worth 
and 67 western counties with potential 
of 1713 units yearly. Presently handling 
approximately 700 units a year. Factory 
over-ride payments alone insures a 
profitable operation. Will sell or lease 
real estate but not a requirement of sale. 
Sell parts at cost. Reason for selling is 
dissolving partnership. Contact: Fort 
Worth Willys Overland Co., 1000 N. 
Main, Fort Worth, Texas. 


DEALERSHIP AVAILABLE, handling De- 








ARE YOU A FORD OR A GM DEALER 
Who Will Sell Assets To 
Qualified Party? 


If so, contact us. 400 or more units desired. 
Have ample capital and factory approval. 


Box 2404, c/o Automotive News, Detroit 26 





Soto-Plymouth, central Illinois—100 miles |GM DEAL, 100 to 150 cars. Factory ap- 
from Chicago. County seat, population proval should present no_ difficulty. 
50,000, shopping area of 75,000 within Would consider managing larger deal 
ten’ mile radius. Parts and equipment with opportunity to buy out. Box 2317, 


c/o Automotive News, Detroit 26. 


WANTED. Active or inactive interest in 
going Ford-Mercury or Chevrolet dealer- 
ship in city over 10,000 anywhere west 
of the Continental Divide, preferably Ari- 
zona, New Mexico or Calif. Have ample 
capital. Box 387, Afton, Wyo. 


inventory approximately $45,000 to $50,- 
000. Good lease and location. Reason for 
selling, other interests. Box 2419, c/o 
Automotive News, Detroit 26. 


COLORADO — Agency handling Chrysler- 
Plymouth. Long established. Excellent 
reputation. Gross well over $1,000,000 per 
year. Selling because of retirement. Will 





sell or lease real estate. Replies — 
fidential. Box 2367, c/o Automotive 
Sowa, Boteets 26. WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague > Brooklyn 2, N. Y. 


FLORIDA DEALERSHIP, now handling 
Studebaker. Ill health reason for selling. 
Sale subject to factory approval. $18,000 
for parts, equipment, inventory. Lease 
building. Sun Motors, Inc., 301 Third 
St. S., St. Petersburg. Fla. 


SAN FRANCISCO BAY AREA, handling 
leading independent, established for five 
years at best metropolitan location. 
Over $1,000,000 gross business per year. 
Buy only parts and equipment — take 
over attractive lease. $50,000 will handle. 
Write Box 2392, c/o Automotive News, 
Detroit 26. 


PROFITABLE 250 CAR Michigan dealer- 
ship, handling Chrysler-Plymouth. Lease 
building, purchase equipment and parts. 
Thirty five thousand will handle. Owner 
moving west. Box 2366, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Studebaker, lo- 
cated southeast Oklahoma county seat 
town of 10,000 population. Oil field and 
largest lake resort in southwest nearby. 





ter 2- 





BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., New York, N, Y. WAtkins 
4-6754. 


HAVE FACTORY APPROVAL. Want 
Chevrolet or Buick deal under 200 cars 
in northeast. Confidential. Box 2375, c/o 
Automotive News, Detroit 26. 








Former Hudson Parts and Service Executive 
Will Invest in Established Hudson, Packard 
or Nash Dealership in Northern Ohio Area. 
Want active interest where | can take charge 
of parts, service and used car operations. 
College trained, age 40 with 20 years’ auto- 


Leased building. Details to qualified ° . ? 
“a | Motive parts and service experience. Cur- 
SS. c/o Automotive rently earning five figure salary as auto parts 


sales manager. Want congenial, permanent 
connection with growing independent dealer- 
ship wishing to build a good service reputa- 
tion. 

Box 2429, c/o Automotive News, Detroit 26 


FLORIDA DEALERSHIP, handling Dodge 
and Plymouth. Over $200,000 gross sales 
last year. Parts at inventory and equip- 
ment at fair appraised price. Good 
lease. No used cars or accounts to buy. 
Full price—$14,000. Box 2394, c/o Auto- 
motive News, Detroit 26. 





WANTED—ACTIVE INTEREST in new 
ear dealership. $10,000 to invest. Twenty 
years’ selling experience in Buffalo, N. Y. 
with Chevrolet. One year own used car 
business. Forty-four years old, family 
man, excellent reputation, honest, good 
habits, hard worker. Box 2413, c/o Auto- 
motive News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


WEST COAST — Chevrolet, Ford, Dodge. 


Consult a Specialist Desire invest $10,000 towards % interest 
LEO J KLEM or more. Thirty-nine, married, three 
° children, college graduate. Successful 


background, wholesale, finance. Past six 
years manager 250 ‘‘Big 3’’. Box 2414, 
c/o Automotive News, Detroit 26. 


909 Fisher Bidg. Detroit 2, Mich. 





DEALERSHIP — 350 units. One of ‘‘Big | FORD-CHEVROLET — 200-350 new units. 


Three’’ in Rochester, Minnesota, 35,000 South—southwest—northwest. Cash. Con- 
population. Doing an excellent business. fidential. Ready to deal. Box 2415, c/o 
Ideal downtown location, good facilities Automotive News, Detroit 26. 


and lease. Parts and equipment at ap- 
praised value today. Write Box 587, 
Rochester, Minn. 


DEALERSHIP AVAILABLE handling De- 
Soto-Plymouth, 100 cars. New building 
and used car lot, main street. Town of 
5,000 located Piedmont, North Carolina. 
Industrial and good farming section. Will 
sell at inventory with real estate. Box 
2400, c/o Automotive News. Detroit 26. 





WOMAN DESIRES TO 
PURCHASE STOCK INTEREST 
IN A CHEVROLET 
DEALERSHIP 


10% minimum. Any location. Managerial 
position considered. Acclaimed one of 
country's foremost sales authorities. Phe- 
nomenal car and truck sales record 
merited national press, radio and maga- 
zine publicity. Age 39, single. 


FOR SALE. Florida dealership, 600 car 
franchise. Finest metropolitan area, con- 
sistant money maker, now netting $15,000 
per month before taxes, No real estate, 
no used cars, factory approval necessary. 
Reason for sale, owner has other inter- 
ests. All replies strictly confidential. Box 
2426, c/o Automotive News, Detroit 26. 


Reply Direct 
Box 3842 


St. Louis 22, Missouri 


NEW CAR DEALERSHIP available. One 
of ‘‘Big Three.’’ No property to buy. 8S. 
J. Donaghey, 623 N. ist., Durant, Okla. 
Phone 1200. 





insertion. Cash 
classification for the benefit of our employing 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 











CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


in advance. Position 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Mil. 
Phones 652 — 653 — 654 


DEALER SERVICES 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 











1731 Candler Bidg. Atlanta 3, Ga. | 
Alpine 1140 
NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES DE ALERS 


Eliminates possible error. Cuts time in half. 
Original recordings left with dealer 
safe-keeping in case of fire. Perpetual 
ventory setup or present system revised. 
Accurate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 


We Wholesale 
100 CARS TO CHOOSE FROM 





Write - Phone or Wire 
Victor Goldsmith 


KING FORD MOTORS, 
INC. 


Authorized Ford Dealer 





INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 


1831 E. 79th St. Chicago, Hl. 
ESsex 5-8300 





1425 Bruckner Blvd. 
INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized i 
procedures, up-to-date records. Model, Bronx, New York Cypress 2-9400 
year breakdown for Ford, Chevrolet, Tyrone 3-5050 


L-M and MoPar dealers. Fast service 
eastern half U.S.A, Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 








INVENTORY SERVICE 
Parts and Accessories 


hte — 


Depts. 
part-time help; 


Full-time experts. No pickup 
confidential and unbiased. Certified reports. A U ( T | O N 
Also special buy-sell service. Experienced 


organization —in business since 1939. Free 
booklet on Parts Department operation sent an 
on request. Call or write for sefvice details. 

Automotive inv Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 HORSEHEADS, NEW YORK 


EVERY FRIDAY 





BUSINESS OPPORTUNITIES 


aaafilia. 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 
you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 2405 
c/o Automotive News 
Detroit 26 


You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 





BUYING or SELLING 
Your Greatest Dollar Value’s at 


CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 


Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 


Phone E-1254 Phone E-5209 
324 West Main Street, Fort Wayne, Indianc 


We Gvarantee All Checks 
Dealers Only 





TRUCK SALES FRANCHISE is available 
with no capital required by operator. 
Building with modern equipment has been 
established in Baltimore, Maryland at 
ideal location. We offer a profit sharing 
opportunity that we do not believe to 
have been offered before. If you have 
sales management ability and are willing 
to risk your time against our investment 
then reply stating your past experiences 
together with photo. We positively be- 
lieve that you can earn between $10 and 
$20 thousand the first year. The line 
offered is one of the first five nationally. 
Box 2421, c/o Automotive News, Detroit 








KEN SCHAEFER’'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 





26. 

AUTO ACCESSORY MANUFACTURING EVERY THURSDAY o 
business for sale, Five good items | Dealers Meet at the Cross-Roads of America 
nationally sold. Average annual gross INDIANAPOLIS, INDIANA 
sales—$60,000. Higher potential. Located Art Grandi, Auctioneer 
northern Ohio, No real estate involved CORNER CAPITAL AND MORRIS STS. 


Market 8541 — Belmont 015! 
IN THE HEART OF INDIANAPOLIS 


$20,000 cash. Box 2401, c/o Automotive 


News, Detroit 26. 
CARS FOR SALE 





AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 


WE WHOLESALE 
Fine Selection of Used Cars 


Herb Kessler 
PHIL BLOOMGARDEN, INC. 
Authorized DeSoto-Plymouth Dealer 


9669 Grand River Detroit 4, Mich. 
Webster 3-7845 














CARS FOR SALE 


YES, DO A 


DOUBLETAKE 


AT THIS 


COMBINE 
YOUR 
VACATION 
With Your 


SPRING 
CAR BUYING! 


Nowhere will you find as clean, as 
big, as well serviced, a fleet of luxury 
cars (over 500) under one roof as 
Couture’s. Take yourself to fabulous 
Miami Beach and at the same time 
find yourself remarkable and _irre- 
sistible values in these “like new” 
cars —all models! Save time — yes. 
save money too. Call, Write or Wire 
(Teletype MM79) NOW ... 


COUTURE 
CAR RENTALS 


Executive Offices—825 Fifth Street 
Miami Beach, Florida 
Miami Beach's Oldest & Largest 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery Like New 


BUY NOW AT LOW PRICES 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 





1949 METEOR CADILLAC ambulance, two 
tone tan and brown. Moderate mileage. 
$3,000. Box 2422, c/o Automotive News, 
Detroit 26. 


WHEELING 
AUTO AUCTION 
Nation's Largest Nite-Sale 
Every Thursday—7 P. M. 

Rt. 45 Wheeling (Chicago), Iii. 








CARS WANTED 


WANTED TO BUY from Ford, Chevrolet, 


Plymouth, Pontiac or Dodge dealers. New 
or used automobiles or trucks. Shop equip- 
ment—cash register, office equipment, etc. 
Looking for dealers that want to build 
up their volume. Also will sell, swap, 
trade. Reply to Box 1, Bridgeport, N. J 


WANTED. One 1934 Chevrolet sport road- 
ster with rumble seat. Write full informa- 
tion about condition of car to Harold 
C. Smith, Box 477, Elizabethtown, N. C. 


EIGHT PASSENGER CADILLACS, Chrys- 


lers and DeSotos. Only exceptionally 
sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 


PARTS FOR SALE 





NEW 1952 GENUINE Chevrolet passenger 
car airflow fresh air heaters — part 


number 986492. $41 each. Glackin Chev- 
rolet, Mt. Vernon, Ohio. 


PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








SHOPPING SERVICE 
locate hard-to-get parts. 
doors, bumpers and etc.) 
. Parts shipped and billed same 
day from authorized dealers. Fee 10% from 
invoice. No results, no charge. le also 
specialize in taking parts inventories, fast, 
accurate, reasonable. 

DIGPATCHERS PARTS SERVICE 
5050 Joy Rd. Texas 47450 Detroit 4, Mich. 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 


LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 

Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








GENUINE 
FORD—LINCOLN—MERCURY PARTS 
Write—Wire—Phone 
All Shipments C.O.D. 
SHIPPED ANYWHERE SAME DAY 


AL ROW 


E 
20 Tunnel “ Pittsburgh 19, Pa. 


GRant I- 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





DEALERS 


WHOLESALING USED CARS 
OUR SPECIALTY 


Complete Selection 
1951-52 Plymouths - Chevrolets - Fords 


Ready to Go 


"Z" FRANK Inc. 


America’s Largest Chrysler-Plymouth Dealer 


6116 N. WESTERN AVE. 


CHICAGO, ILLINOIS 


Phone HOllycourt 5-2000 
ASK FOR MR. SCOTT 





PARTS FOR SALE 


COMPLETE PARTS DEPARTMENT for 
sale. New Hudson parts and accessories 
through 1952 models, bins, fixtures, etc. 
Inventories over $17,000 (dealer's cost). 
Will take $7,500. Paul Montagne jr., 
Beaumont, Texas. 


TRUCKS FOR SALE 


1949 FORD F-8 with W-45 Holmes wrecker. 
1950 International L-170 with W-45 
Holmes wrecker. 1945 Federal 7% ton 
6x6 Tandem with Gar Wood swing crane. 
1942 Reo 7% ton 6x6 Tandem truck. 
1945 White 6x4 Tandem 10 yard dump, 
Cummins diesel. 1950 International L195 
tractor. Fully equipped. 1948 Fruehauf 
30’ cattle trailer. 1948 Andrews 28’ tan- 
dem grain trailer. Fruehauf 16 wheel 
tandem lowboy trailer. Bill Fishel’s, Van- 
deventer Auto Sales, 717 S. Vandeventer, 
St. Louls, Mo. Phone Franklin 1750. 


1951 AND 1949 DODGE 2% ton tractors 
with Whitehead and Kale transport 
trailers having jeep ramps added. Ex- 
cellent condition. $2,850 and $3,350. Fort 
Worth Willys Overland Co., 1000 North 
Main, Fort Worth, Texas. 


POST WAR 1% or 2 ton wrecker with or 
without truck chassis. Reasonably near 
metropolitan New York. Otis-Schmiemann 
Motor Sales, Quogue, N. Y. 


SHOP EQUIPMENT FOR SALE 


SERVI - CARS, Harley - Davidson. Used 
rebuilt. More business, less cost, good 
advertising with this one man pick-up 
and delivery system. Harley - Davidson 
parts and accessories. Free bulletin. 
Knuth’s (Factory Dealer), 1753 Muskego, 
Milwaukee, Wis. 











SHOP EQUIPMENT WANTED 

BOOKKEEPING MACHINE WANTED. iD. If 
you have NCR model 31, 26’’ carriage, 
18 register bookkeeping ‘machine, write 
giving full particulars as to age, condi- 
tion and price. Lloyd Smith, 295 Union 
Ave., Memphis, Tenn. 

WANTED—Used piston lathe and grinder 
(Van Norman No. 76 preferred). The 
Columbiana Motor Co., 140 E. Park 
Ave., Columbiana, Ohio. 


ANTIQUE CARS FOR SALE 

1932 CHEVROLET FOUR DOOR SEDAN. 
Six wheel, original black finish like new. 
Factory installed paper still on rear foot- 
rest. Absolutely like new throughout. A 
showroom masterpiece. $1,500 cash. Wag- 
goner Motor Sales, Grayson, Ky. 

1931 BUICK, model 8-86 Victoria coupe, 6 
wire wheels, good tires, good running 
condition. Hurlburt Motor Co., Walling- 
ford, Conn. 


MISCELLANEOUS 
ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 
QUICK CHANGE dealers license plate 
holders. Guaranteed. $1 per set of four 








postpaid. Jobbers wanted. C, Howard, 
1498 Overlook Drive, Akron 7, Ohio. 


ccuy anazamaiancaeemanammanaaaneninetieaseeamaaeemaimaraatapaeaa ee 
1000 EMBOSSED BUSINESS CARDS. Air 
mail service—$4.45. Cards, Box 8066, 
Albuquerque, N. M. 


Improved 1953 


Wider Spreading Rear "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic BraKin¢ 


WITH BRAKE HOOK-UP 


ONLY .. .$5145 


Meets 1.C.C. Strength seudiamee 





LESS 
SS 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


$6145 


Meets ALL 1.C.C. Requirements! 










UICK-TOW, 8B . 
pe seen Tow —... ans $1 9.50 
TRI-KING 3-Point Hook-Up $42.50 


Intra-State Tow Bar....... 
(Folding “V" Type) 


—SPECIAL— 
Protecte Covers (Taller Made).... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... 
All Prices include 8% Fed. Excise Tax 


$6.95 
$1.00 & $3.50 
$2.50 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0708 AN 3-8888 DO 3-8373 MO 44485 
40 So. Clinton St., Chicago 6, Ill. 


ENGINEERED 
DUAL CONTROLS 


FOR DRIVING SCHOOLS 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS 


119 Show St., Providence, R.1. 
GAsppe 1-4848 





GLO-GRIP SIGNS 


The newest shopper-stopper used car wind- 
shield signs. Day-glo Chinese red on royal 
eee as neon—on or off in a |iffy— 

> ee to apply—use again and again— 
ae 


repellent. Letters and figures. 
Samples and prices on request. 
WISE-LEE PR 


DUCTS 
Box 182, Lake St., Sta., Minneapolis, Minn. 
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39 
MISCELLANEOUS 
ELLIOTT ET WE IO 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 
MOTO-MATIC 


TOWeGUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 





DETREX 
DEGREASER 


Model V-S-800 
Like New 


Special steam equipped with 
1%"' vapor level control steam 
pressure gauge. 


Bucket-type steam trap. 


Rated production capacity — 
3,500 Ibs. of steel per hour. 


Operates on 5 Ibs. steam pres- 


sure. 
85 Federal tax 


Included 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


FACTORY $ 


Dimensions — 120" long, 36" NET PRICE 


wide, 36"’ deep. 


MIDTOWN 
MOTORS, INC. 


Bigelow Bivd. at Tunnel St. 
Pittsburgh 19, Pa. 





USED CARS WANTED 


1953 - 1952 - 1951 - 1950 Models 


We'll Buy One or Five Hundred Units 
Prefer quantity buys within radius 400 miles of Cleveland, O. 


WRITE NOW! SEND LIST OF OFFERINGS 


MAYFLOWER MOTORS, INC. 


Since 1932 


1017 KENMORE BLVD. AKRON 14, OHIO 


DRIVING TO MIAMI? 


Sell Your Car To 


DON ALLEN 


SOUTHLAND CHEVROLET, INC. 
And Fly Home 


1125 N.E. 2nd Ave. Miami, Florida 
WORLD'S LARGEST CHEVROLET DEALER 


Other Don Allen Stores in 
Albany - Pittsburgh - Buffalo - New York City 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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reaches ite greatest effectiveness in 


FULL-FLOW RING SETS 


Top compression ring of chrome-alloy cast 
iron has solid chrome face, factory-lapped 
to a light-tight finish, with sides Granosealed 


for greater flexibility. 


MD-50 Steel Oil Ring with the Full-Flow 
Spring has chrome-faced side rails for double 
mileage, with sides Granosealed for greater 


flexibility. 


All rings in Sealed Power KromeX Ring 
Sets are beveled or tapered to thread-line 


contact for quicker seating and blow-by control. 


23 leading engine builders now use 
Sealed Power chrome rings! 


Sealed Power Piston Rings 


SEALED POWER CORPORATION @© MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings. 





ne 


